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Threadwell’s complete line 
gives you more sales per call, 
more profit per order. 
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ploy at GE Type B Reborable Sprockets 


S of Mishawaka, Ind. added to growing Dodge line! 


Type B Minimum Bore Reborable Sprockets — 
No. 35 through No. 160 — in both single and 
double strand are now available from Dodge. 
This addition provides Dodge Distributors with 
a line comprehensive enough to serve most all 
roller chain and sprocket needs— with 


sprockets and chain of highest quality. 


Dodge now offers chain and sprockets for 
single and double strand drives, double pitch 
conveyor chain and sprockets, and standard 


TAPER-LOCK SPROCKETS oI peed " a 
With Reuseable oe attachments — all from stock. The famous 


— Taper-Lock series, with reuseable bushings, 
continues to head the list of Dodge sprockets 
while the new reborable series gives distributors 
a line of the same high quality for ““bore-your- 
TYPE A own-size”’ customers. 


STEEL PLATE 
SPROCKETS 


TYPE B 


REBORABLE SPROCKETS 
Transmissioneer Class Inspects 


New Dodge Equipment for 


Here is one of the hobbing machines recently installed by 
Precision Sprocket Manufacture 


Dodge to cut sprocket teeth. It is part of the installation of 
the most modern equipment available for the precision 
manufacture of industrial sprockets — all of which con- 
tributes to the superior quality that Dodge makes available 


for industry’s roller chain drives. 


With Dodge sprockets the user is assured the kind of \ 
machining and articulation that make possible real preci- 
sion in a chain drive — resulting in the economy that comes 
from greater stamina and longer life. 

Further economy results from the use of Taper-Lock. 
The ease of Taper-Lock mounting, the elimination of 
reboring and keyseating, save time and money. And 
Taper-Lock bushings are reuseable. Only the sprocket 
wheel needs to be replaced when teeth become worn. 





The first of two one-week Spring Terms of the famous Dodge 
School of Transmissioneering opens April 2. Applications 
are already being received from Dodge Distributor salesmen. 


APPLICATIONS FOR SPRING 
CLASSES BEING RECEIVED 
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A Time Saving Guide to the Contents of This Issue 





STOCKLESS PURCHASING AT AVISCO ad 


For almost two years now, industrial distributors have been bewailing price- 
depressant blanket contracts. The reasons are fairly obvious. With the return of 
the buyer’s market, big-company buyers have been capitalizing on the situation 
to force their vendors into bidding against each other, price-wise, for an annual 
supply of plant requirements. But while this has been going on, a group of 
smarter-than-average buyers have realized that the supposed advantages of 
contract bidding can be illusory when extreme low prices threaten to erode 
distributors’ service functions. The purchasing agents who see this are the 
big-industry buyers who have advanced the new idea of “stockless purchas- 
ing” under which buyer and distributor make common cause to remove the 
inefficiencies from the distribution-purchasing functions, without trying to out- 
smart each other. Under stockless purchasing, the distributor relieves the buyer 
of a major portion of his costs—the cost of carrying inventory, of paperwork, 
or routine order-chasing. In return, the distributor is compensated for the 
service. His concern—and the buyer’s—is with total procurement costs, not 
merely the materials-price cost. In this article, “Stockless Purchasing at 
AVISCO,” ID reports on what has happened to American Viscose and its indus- 
trial distributors after three years of a bona-fide stockless purchasing program. 


DISTRIBUTOR IN THE NEAR EAST 48 


As a member of a U. S. Department of Commerce “trade mission,” Seattle’s 
Wallace Campbell had an opportunity to study business conditions and practices 
in Afghanistan and Iran at first hand. He found opportunities existed for many 
U. S. manufacturers who provided adequate sales service and credit terms. He 
feels, also, that distributors generally must interest themselves in foreign trade 


because of trade’s growing importance to both their customers and their suppliers. 
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DEFINITION OF AN ORGANIZATION: PEOPLE 50 


The organization of any firm dictates the manner in which the firm operates, 
and, in most cases, may mean the ultimate success or failure of the enterprise. 
But, an organization is essentially nothing more than people. Following up last 
month’s article, “Organize from the Beginning,” the second part of the organiza- 
tion story at George J. Arafe Co., Inc., Boston industrial rubber goods dis- 
tributor, deals with the importance placed on personnel. In running the show, 
Executive Vice-President Herb Karol gives his managers wide responsibilities, 
but, at the same time, sees that they have the authority to back them up. Repro- 
duced in full is the detailed job description of one of the Arafe sales managers. 


CSIDA HOLDS 29TH ANNUAL CONVENTION 54 


More than 700 distributors and suppliers attended the 29th Annual Convention 
of the CSIDA held in Chicago, where “Proper Policy Produces Profits” was the 
theme. Highlights included contact booth sessions, talks by A. W. Tucker, Henry 

Thompson & Son Co. and L. J. Friedel, Globe Machinery & Supply Co. 


THE POT-SHOOTERS FROM THE BIG CITY 56 


This month’s case for salesmen explores the frustrating situation of salesman 
Bob Shaw, who finds himself up against a tough and insidious form of com- 
petition: the telephone call from the big city “pot-shooter” with the fast pitch 
and the cut prices. Shaw’s job: to convince P.A.s that cut prices can be costly. 


OTHER FEATURES 


Ideas and Opinions Price Index 
Trends and Prospects Business Outlook 
Industry Statistics Editorial 

Supply Sales Trend ID News Index 


Next Month: FUNCTION OF THE SALES MANAGER 


In 1960, the net operating profit of the average industrial distributor sank to 
a new all-time low—1.61% of sales. There is ample evidence that there are 
large areas for improved efficiency and profits. One key to such improvement 
may lie in the sales manager. Just who is he? And what exactly is his job? 
What is he doing, and what should he be doing? Is it possible that he’s only 

a super-salesman—or worse, just a salesman? In the January issue, ID presents 
the first of a new series detailing the function of the distributor sales manager. 
In the first article, the minimal overall responsibilities and qualifications he needs 
in a changing world are outlined. And, while he may have to do some active 
selling of his own, he should never confuse his job as salesman and that as 
sales manager. He wears two hats, maybe even three, but not at the same time. 
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A NEW WAY 
TO SELL 
TAPS... 


u3NSSOS 


You don’t need a 
decoding book or 
a magnifying glass... 
to KNOW what's 
in this box! rap size, cx 


limit, Flute style and Chamfer are 
all clearly displayed on a Color- 
Coded label. PLUS — a choice of 
Tap Drill sizes. 


Ai tops rwice 
pe . emperet 


T 
Bossner TAPS 


THE SOSSNER 
TAP 
PRESENTATION 
BOOK 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


TAP & TOOL CORPORATION 
27 Broadway, Lynbrook, L.I., N.Y. 
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MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-ATWOOD solves them! 


When you stock and sell V-Belts, you want to be able to 
offer your customers full-rated power transmission and long, Industry’s most 
trouble-free life. Power Drive problems vary from industry complete 
to industry and machine to machine, whether OEM or re- V-Belt Line 
placement. Durkee-Atwood meets any V-Belt needs with DA_ 358 V-Belts + DA 
the right belt, a belt made with the newest high tenacity Senha’ Multiple V-Beles 
fibres, carefully engineered and thoroughly tested for perform- goriabie pee? Bose 
. . eel Cable V-Belts 
ance. Durkee-Atwood distributors benefit from a complete Double V-Belts + FHP V- 
line and from the thorough drive design assistance provided _ “ 9 a Ree y Belting 
them and their customers . . . For quality, profits and cus- Sturdy-Link Belting. 


tomer satisfaction, look to Durkee-Atwood. 


On Your V- Belts 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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E A FIGURE...IN BLADE SALES 


Increase your monthly sales figure with 
Nicholson or Black Diamond blades—the fin- 
est line that modern technology can devise. 
These blades wear one of the best-known 
names in industry. They’re heavily promoted 


throughout the year...and they’re replace- 


ment items that are sold in every season. 

In fact, Nicholson or Black Diamond blades 
are “blue chip” in every way...and your cus- 
tomers know it. Sell them on every call, iden- 
tify yourself with them and cut a larger sales 
figure for yourself. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND + FILES » ROTARY BURS + HACKSAW 
AND BAND SAW BLADES HOLE SAWS + GROUND FLAT STOCK + INDUSTRIAL HAMMERS 


soe. NICHOLSON 


INDUSTRIAL DISTRIBUTION 








IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World of Business 





Made in Japan 
By way of a West German steel 
maker, the president of the August 
Thyssen-Huette A.G., it is learned 
that Japan has started an expansion 
program aiming to lift the nation’s 
steel output to nearly 53 million tons 
by 1970. Japan presently ranks be- 
hind the United States, Russia, West 
Germany, and Great Britain in steel 
production (1960 output: 24.4 mil- 
lion ingot tons). 

To achieve the 1970 goal, the 
Japanese steel industry will spend a 
total of $8.5 billion, or about $850 
million a year. The expansion is 
being spurred by the rise in Japan’s 
steel consumption. In 1959, domestic 
consumption for 1970 was forecast as 
about 42 million tons, but recently 
this was increased to 53 million tons. 

The increased steel-making capac- 
ity will no doubt give Japan a chance 
to move into new markets tradition- 
ally the domain of European and 
American steel industries. It will also 
make Japan a good market for iron 
ore, alloying material, coal and coke, 
and various fluxes. 

Half of the fuel requirements are 
met presently in the form of coal 
imports, mostly from the U. S., China, 
and Australia. Japan imports over 
70% 
being Malaya, Phillipines, Australia. 

This dependency on raw materials 
from abroad will rise sharply in the 


of its iron ore, its suppliers 


near future. Coal imports are ex- 
pected to increase from their present 
level of 8.8 million tons to 26.4 mil- 
lion tons, and ore shipments will 
jump from 16.5 to nearly 54 million 
tons in 1970. 

About 90% of all Japanese steel 
is made in modern, efficient plants 


and 


ment predominating. 


with American German equip- 


Extensive changes have taken place 
in the financial and corporate struc- 
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ture of Japan’s steel industry. The 
huge family-owned concerns of the 
prewar years are no longer. De- 
cartelization after 1945 has led to the 
formation of new companies whose 
stock capital is widely held. The 
Allied dismantling and de-carteliza- 
tion program was less severe in Japan 
than in Germany, thus facilitating its 
rapid postwar rise. 


At Home & Abroad 


For those of you interested in U. S. 
business’ growing involvement with 
foreign trade, we recommend a meaty 
little paperback book called The Man- 
agers (Mentor Book, New American 
Library, 75 cents) written by two 
knowledgeable English authorities on 
management, Roy Lewis, Washington 
correspondent for The Economist, 
ind Rosemary Stewart, director of 
the Acton Society, an internationally- 
known research organization. 

These two authors offer a fascinat- 
ing portrait of American, English, 
and German businessmen, describing 
their evolution, their working habits, 
their methods of business organiza- 
tion, the way they live, how they are 
regarded in their respective societies. 

The vastly informative discourse, 
the work of two people obviously 
well-grounded in their subject, is 
made entertaining by numerous 
observations generously sprinkled 
through each chapter. To wit: 

¢ “This is the true philanthropy. 
He who makes a colossal fortune in 
the hosiery trade, and by his energy 
has succeeded in reducing the price 
of woolen goods by the thousandth 
part of a penny in the pound—this 
man is worth ten professional philan- 
thropists. So strongly are the Ere- 
whonians impressed with this, that if 
a man has made a fortune of over 
£20,000 a year, they exempt him 


from all taxation, considering him as 
a work of art, and too precious to be 
meddled with; they say, ‘How very 
much he must have done for society 
before society could have been pre- 
vailed upon to give him so much 
money;’ so magnificent an organiza- 
tion overawes them; they regard it as 
a thing dropped from heaven. 
‘Money,’ they say, ‘is the symbol of 
duty; it is the sacrament of having 
done for mankind that which man- 
kind wanted. Mankind may not be a 
very good judge, but there is no 
better.” Samuel Butler, Erewhon. 
(Utopian novel published in 1872.) 

¢“Business men do not in fact 
maximize their profit because they 
cannot do so, because they are too 
stupid, and because even if they were 
not stupid there would generally be 
many practical difficulties in the way. 
They are unable to understand mar- 
ginal costs, and use the idea of total 
cost. But when they are down, they 
do minimize losses .” (Walter 
Bagehot, economist) . 

¢“The economist’s business world 
is not one that is readily recognizable 
to the ordinary top manager, who will 
rarely peruse the latest copy of the 
Quarterly Journal of Economics with 
quite the feeling of the doctor who 
reads The American Journal of 
Medicine that he will find something 
professionally useful in it. Perhaps 
the modern economist will retort, 
‘Why should he? He is the disease— 
or the patient; not the doctor.’” (The 
authors) 

Juxtaposed at the beginning of 
each chapter is a quotation from the 
Bible and a matching quotation from 
a modern context. For example, the 
chapter headed “Who Gets to the 
Top” quotes Matthew (25:29): “For 
unto every one that hath shall be 
given, and he shall have abundance.” 
This is followed by Lord Beaver- 


continued 
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SOCKET SCREW PRODUCTS 


epiprrre!/ 


get aboard the Blue Devil line, 
MEMBER ASMMA 


Now’s the time to | 
especially if you’ve gone just about as far with your 
present socket screw set-up as you can. Blue Devil 

the hot line today because it’s got so many plus- 
eatures exclusive door-opener items, top quality 
manufacturing, close factory support, convenient 
regional warehousing and constant promotional 


drum-beating for you. Why not get all the facts today? 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue + Chicago * Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES - DETROIT » NEW HAVEN + NEW YORK CITY 


Ihlinois 








ideas and Opinions 


Starts on page 7 





brook: 


counts. 


“It is the first £1,000 which 

\ man must feel those early 
deals right down to the pit of his 
stomach if he is going to be a great 
man in business. They must shake 
the very fibre of his being as the 
conception of a great picture shakes 
an artist.” 

But these flakes of frosting don’t 
do justice to the book as a whole, 
which conveys the nature of business 
and businessmen in a most readable 
(at times, risible) and accurate 
fashion. 


You'll enjoy it. 


On the Beam 


called 


agreed that one big 


The people experts are 
development 
dominating business change in the 
next few years will be faster and more 
closely-knit communications among 
firms all over the country. They pre- 
dict compatible systems whereby 
business data can be flashed within 
and among firms, eliminating much 
of the conventional paperwork with 
which we are now familiar. Thus, in 
the year 196— or 197 


sized computer will be 


, your desk- 
chatting 
amiably with a similar unit in your 
supplier's office. 

But. again say the experts, it prob- 
ably won't be chatting over a long- 
Instead, the 


messages will be travelling via micro- 


distance telephone line. 


wave. This is an extremely high 
frequency radio beam that is trans- 
mitted over a direct “line of sight” 
path between two points. You've seen 
the towers and parabolic reflectors of 
AT&T’s microwave long-distance sys- 
tem rising above the countryside. 
The Federal Communications Com- 
mission recently gave private industry 
permission to use microwave fre- 
quencies, so now it’s likely that firms 
with multi-plant and miulti-office 
locations and otherwise in need of 
fast communications will be installing 


continued on page 14 
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Keystone Use-Matched Gear Grease No. 29 
cut maintenance time, grease consumption 66% 


Lubrication of these open gears of excavating 
shovels was presenting a problem to an east coast 
slag re-claimer. Heavy grease throw-off resulted 
in excessive greasings, grease consumption 

and maintenance time. 

Use of Keystone No. 29 Open Gear Grease 
immediately eliminated throw-off. And frequency 
of lubrication was reduced from three times a week 
to once a week, a reduction of 66% in grease 
consumption and maintenance man-hours. 

No. 29 Open Gear Grease was developed by 
Keystone especially for use on open gears. It will 
not thin out, throw off, or squeeze away under 
high speed, pressure or heat. 

All Keystone Lubricants carry a no-quibbling 
guarantee of at least 10% savings over any 
lubricant you are now using on a given job. 

See your Keystone Distributor for complete 
information today. 


TRACE MAREE FEO. UL 5 


SPECIALIZED 
LUBRICANTS 


WTI INTE .. 


case study help you close an order? 


Wherever there’s a lubrication problem, 
there’s a Keystone specialized lubricant that 
is matched to the job. As a Keystone 
Distributor, you have one of the nation’s 
largest stocks of special formula lubricants, 
ranging from bricks through semi-solid and 
liquid greases, to light penetrating oils 

and coolants. This nationally advertised 

case history is helping to pre-sell your 
customer, so you can help him pin-point the 
one Keystone lubricant especially developed 
to step up his performance, end waste, 

cut downtime, or stop costly wear in a 
specific application. 

If your customers are not getting the most 
from their present lubricants, tell them about 
Keystone’s broad line of cost-cutting 
lubricants, and about Keystone’s free 
Engineering Service. Remind them, too, 

that all Keystone lubricants are guaranteed to 
save them at least 10 percent on their present 
cost of lubrication, including labor required 
for application—a guarantee made by 

no other lubricant manufacturer! 
KEYSTONE LUBRICATING CO. 


21st, Clearfield & Lippincott Sts. 
Philadelphia 32, Pa. 


HERE IS 
REAL SALES 
ASSISTANCE 


The Keystone Planned Lubrication 
Booklet (BK-19a) shown here is just 
one of the many sales aids offered by 
Keystone to help pre-sell your cus- 
tomers. In addition, national advertis- 
ing and publicity means you are selling 
a known name and known quality. 
And that saves selling time. 








Established 1884 
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RETIRED SE $e after cuts 5600 pieces 


You can hardly expect more cutting life from a 
hack saw blade that costs less than $3.00. 

This unbreakable MARVEL High-Speed-Edge 
Hack Saw Blade was removed from a 
MARVEL Hack Sawing Machine after 9 hours 
and 30 minutes of sawing—during which time it 
cut-off 5600 pieces of % " round 1112 CR steel. 
20 bars were nested and the blade made 
each cut through the nest in average time of 
1 minute and 52 seconds! 

Blade cost: 20 pieces for just one cent! 

There was no machine down time or 
shortened blade life due to blade breakage. 

A MARVEL Blade will eventually wear out— 
but it won’t break. You get every penny’s 
worth of blade life you pay for when you buy 
unbreakable MARVEL High-Speed-Edge 

Hack Saw Blades. 

Regardless of the make of your hack saw 
machines, you will get more cutting-off efficiency 
if you use MARVEL Blades. If your hack 
saw machines are MARVELS, equip them with 
MARVEL Blades. Together, they are an 
unbeatable combination. 

Leading Industrial Distributors stock and sell 
MARVEL Blades. Order yours today for 
more efficient cutting-off tomorrow. 








BETTER MACHINES 
BETTER BLADES 


B-1130 
ARMSTRONG-BLUM MANUFACTURING CO.:+ 5700 Bloomingdale Avenue + Chicago 339, Illinois 


December 1961 ll 











How Federal- 
train your 


Federal-Mogul Service 
furnishes the only 
comprehensive 

ball- and roller- 
bearing courses in 

the industry. Here’s 
what they can mean to 
you and your men... 


and to your customers 
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Mogul Service helps 
men by mail 


Effective product training. Federal-Mogul Service 
trains your men in the important why’s and where- 
fore’s of oil-seal, ball- and roller-bearing design and 
application. They learn hard facts in the easiest 
possible way—and they do it by mail. There’s no 
time lost from the job. Helps your men actually 
become better Bearing Specialists themselves. 
This course is unique: it’s the only one of its 
kind available. 


An educated sales punch. You end up with a sales 
team that knows the product. This is important. 
They can quickly point out features and advan- 
tages ...can tell a customer the best solution, and 
tell him with authority and confidence. These are 
decisive factors that tip sales your way. 


And this is backed solidly by .. . 


Local Federal-Mogul Service. In your area, your 
Federal-Mogul Service District Manager is almost 
autonomous. As a matter of fact, he is Federal- 
Mogul Service. He can make any and all decisions 
concerning your account without calling in the 
factory or central office. 


No OE conflict. Like Federal-Mogul Service, the 
industrial specialist attached to your district has 
no OE responsibilities. His sole job is to assist the 


Bearing Specialist—to work for him and with him. 


Ready-made inventory experience. You profit 
from the priceless experience of a Federal-Mogul 
Service Branch that knows the fast-movers in your 
area. They keep you supplied without unloading 
last year’s has-beens on you. 


Finally, you sell the best .. . 


Bower Roller Bearings, both tapered and straight, 
have genuine design features that not only work 
but make selling easier. 


BCA Ball Bearings provide new and modified 
bearing designs . . . let you recommend the right 
bearing for the job. 


National Oil Seals come in Micro-Torce® leather 
and Syntech rubber for the widest possible coverage 
with the best possible seals. 


Call today and talk to your Federal-Mogul Service 
District Manager. He stocks the complete Bower, 
BCA and National lines locally—can give you spot 
delivery in nearly every unit you need. He’ll be 
glad to fill you in on your profitable future as a 
Federal-Mogul Service Bearing Specialist. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 13, MICH. 
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Get fast ram approach, save time 
with new 2-speed hydraulic pump 





EXAMPLE OF PUMPING SPEED: 
One pump stroke moves 
YQ 2"-dia. ram piston 4.9” 
at low pressure (0-200 
p.S.1.) 























Pump, valving and controls mount on com- 
mon cover plate; use with other reservoirs. 


* Delivers a big 7.35 cu. in. of oil per stroke 
at low pressure (0 to 200 p.s.i.) 


* Delivers .294 cu. in./stroke from 200 to 
10,000 p.s.i. for high force requirements 


* For operating both single and double-acting 
cylinders 


Here is a compact, precision-built 10,000 
p.s.i. 2-speed hand pump with the ability to 
deliver exceptionally high volume at low 
pressure for fast ram approach and return. 
Handle high-force requirements, yet waste 
no time getting the ram to the work! Choice 
of 2-way or 4-way control valve, mounted 
easily on cover plate; no exposed piping. 
Unit weighs only 34 Ibs 


Write for complete information Pee 
on the new OTC “ Dualmaster” . =/ 
pump. Distributorships open in . ll | 
some States. wl ay 
an, le 


PRECISION HYDRAULICS DIVISION 
OWATONNA TOOL co. 


genre 


373 CEDAR ST., OWATONNA, MINN. 


CABLE: TOOLCO 


DESIGNERS AND MANUFACTURERS OF QUALITY HIGH PRESSURE HYORAULIC COMPONENTS 
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their own microwave systems. 

The big advantage of such systems 
is that they can carry a tremendous 
communication traffic for less cost 
than a wire system. Telephone, data, 
facsimile, Teletype, closed-circuit TV, 
and other circuits can be sent over the 
same beam for much less than it 
would cost to install wired circuits to 
carry the same load. Further, these 
systems are much less prone to 
weather damage than wire lines. 

So who knows? Maybe some day 
your plant will be sporting a tower 
and a reflector—your tie with the 
outside world. 


Something for the Boys 


Would you travel 2,000 miles to 
chat with a cute little blonde in a 
showgirl costume? 

Well, you are not with the majority 
of men whom Clapp & Poliak, Inc., 
industrial exposition producers, ques- 
tioned to find out what visitors to 
shows wanted. Conducted at the De- 
sign Engineering Show earlier this 
year, the C&P survey has been sum- 
marized in a booklet, “What They 
Want,” and reveals visitors want im- 
provements made in nine distinct 
areas: 

1. Technically qualified booth per- 
sonnel. “I was irritated,” says one 
“after coming 2,000 
miles for information, to find many 
exhibitors with salesmen in attend- 
ance who could not give me the 
technical data desired, referring me 
instead to the home office or engi- 
neering department. 

2. Alert and well-trained people. 
“Booth personnel should be given an 
indoctrination course on meeting the 
public. Frequently, the booth per- 
sonnel was tired or made a poor im- 
pression although technically quali- 
fied to make a presentation.” 

3. Less high-pressure selling. “An 


appalling lack of engineering design 


respondent, 


continued on page 18 
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INDUSTRIAL DISTRIBUTORS 


are really helpful | 
WHO SELL ACME S 


LLY THOSE 
rR TRANSMISSION ROLLER CHAINS 





























The reason is that ACME backs its Indus- Wherever you are, whatever your prob- 
trial Distributors with quality Power Trans- lem, there’s an ACME Distributor as near as 
mission Products and the best Engineering your telephone, ready and willing to lend 
Service available in the industry. his assistance just for the asking. 


Even on short notice, ACME has its 
Engineers available to put their years of 
experience and technical knowledge to work 
in helping you solve design, installation or 
any other chain drive problem you may have. 


This ad now appearing in National Trade Publications 


RELIABLE CHAIN DRIVES FOR ALL INDUSTRIES 


Call your ACME Distributor when you require service and power 
transmission, We guarantee you will get the best service in the world. 
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1. “Got a great idea for you, Sully. Save 2. “Okay, so I make a buck on it. Wanna 3. “You're in trouble when you need a gauge 
you money. Keep you out of trouble.” hear how it works?” glass quick. Gotta call me. Right? 


4. “So don’t buy just one. Get three. One 5. “Why sure, Sully. 


You want Pyrex® Red Line. The no-stoop, no-squat kind. Right, I'll 
for the gauge an’ two for the shelf.” 


send you a package. Thanks for the order. "Bye now.” 


Every time YOU get a gauge glass customer on the phone, for Pete’s sake give him the same 
treatment. (Tell him to order at least three instead of one. And trade him up to the Red 


Line.) It’s a sensible way to solve his problems and triple your unit-sale profits. . . . It makes 


friends, too, when you keep CORNING GLASS WORKS 


customers out of trouble. 


CORNING MEANS RESEARCH IN GLASS 
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“The equipment rental advertising 
that produces best results for us 
is the Yellow Pages!” 


Open 7:30 A.M. te 6 P.M. 


Rent by Hour - Day - Week - Month 
Gi Ibrt 8-7634 
11721 GARVEY 


says Bud Shreves, owner, Bud’s Equipment, E] Monte, California 


Display ad (shown reduced above) runs under 
TRACTOR RENTING & LEASING. Call the Yellow 
Pages man at your Bell Telephone Business Office 
to plan your business-building program 


‘ 
“As much as 60% of our equipment rentals come in “T’ve been using the Yellow Pages to promote equip- 
by phone — many of them through the Yellow Pages.” ment rentals since I’ve been in business—eleven years.” 


2 EQU PMENT RE 


1 


“Ads under Tractor Renting and Contractors’ Equip- “The best way people can locate rental equipment is 
ment Rental help me reach and sell my best prospects.” thru the Yellow,Pages—that’s why we’re in there big!” 


Display this emblem. It builds your business! 
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The 


IDEAL DOOR OPENER 


For The Industrial Salesman 
Who Wants To Sell New Accounts 


NEW LUG-ALLS THAT 


LOWER 4 times raster 


THAN ANY OTHER CABLE RATCHET WINCH-HOIST 
yO PRODUCE 


<» gy | DEMAND 


Stroke 
Of The 


= Ae | Ree 
ORDER 


PROFITS 














NOTHING ELSE 
LIKE IT ON ) —— 


from 


| $29.50 


LUG-ALLS lift, pull, stretch, bend at any angle . . . and lower (also at 
any angle!) 4 times faster than any other ratchet lever hoist. 


THE MARKET! 





Simplified design with fewer parts. Guaranteed for one year. Also avail- 
able in especially corrosion resistant marine type units. 


It will pay you to look into this fast growing line. Write, wire or phone 
for details to-day! 


Stock And Sell The Most Asked For 
Cable Ratchet Hoist 


Lightweight ¢ Versatile « Compact 
THE LUG-ALL COMPANY 
Pioneering new hoists since 1949 


HAVERFORD 11, PENNSYLVANIA 
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information. Much too obvious prod- 
uct hawking. Certainly the least in- 
teresting exhibits were those featur- 
ing one or two products and six men 
waiting to jump on anyone who 
strolled in.” 

4. Fewer pretty girls. “Suggest to 
the exhibitors that the platinum 
blonde female who has no knowledge 
of the product beyond the canned 
speech and who monopolizes the time 
and attention of the visitors adds to 
the product presentation. I like pretty 
girls but they are useless as a source 
of information.” 

5. Maximum number of products 
and their features. “Despite the mil- 
lions of dollars spent, I believe that 
some of the manufacturers could have 
made it more interesting by having 
more of their products on hand and 
more working models. Too many 
booths were taken up purely as ad- 
vertisement and did not show any- 
thing different than what their sales 
catalogs or representatives have 
shown us before.” 

6. More product applications. 
“More examples of materials and 
hardware in actual application.” 

7. Better technical literature. “Ex- 
hibitors should be encouraged to dis- 
tribute more engineering data such 
as dimensions, finishes, materials, etc. 
Too much of the literature is strictly 
propaganda.” 

8. Newest products, research and 
development activities. “It appears 
some companies were holding back 
on their latest developments. It would 
be a big help if they realized how 
important new developments are} and 
would also do something to let us see 
more of their research and develop- 
ment work.” 

9. Exhibits convenient to study 
and understand. “Found that many 
booths attempted to attract attention 
by color and girls, and get less atten- 
tion than the practical, orderly dis- 
plays that are full of good data and 


facts.” D.A.C.M. 
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For more profits, stock Johnson Bronze 
standard stock bearings 


Aggressive distributors looking for 

new ways to build business and increase 
profits stock Johnson Bronze General 
Purpose Standard Stock Bearings. 


Customers prefer GP’s because of their 
economy (see table) and because they meet 
close tolerance requirements. Johnson 
GP’s have the quality of special bearings 
but eliminate the tooling and 
machining costs. 

Customers profit from savings and you 
profit from the sales. 

Choose from more than 900 quick-to-move GP 
stock sizes in 214 different ID-OD 
combinations and 21 lengths. GP’s also can 
be supplied graphited or with slots, 
oil grooves and holes—whatever is needed 
to serve your customer needs. 

Write today for GP distributor information on how 
you can realize more business and profit. 


Show Your Customers How Much Can Be Saved 
By Using Johnson GP’s . . . Not Costly Specials 





10 Bearings Ac x *% x 1 
Special Bearings Johnsen GP Bearings 





Operations Required 





Rough Bore Yes No 





Finish Broach Yes No 





Rough O.D. Yes No 





Semi-Finish O.D. Yes 





Cut Length Yes 


Chamfer O.D., I.D. 
on two ends 


Grind 





Yes 








Stamp 





Total Cost 

















Delivery Date 





Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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NOW 


YOU CAN SELL THE 


STANDARDIZED 
CASTER LINE 


YOU CAN HELP YOUR CUSTOMERS 


© cut their caster replacement costs 


® simplify their caster inventories 


) ® select casters more accurately through 


planned standardization 


Rapistan Casters make steady sales. Because they have such 


wide application, these 5 standardized series enable you to 


sell 90% of all caster requirements. And, for special re- 


quirements, Rapistan also offers you a full line of hot forged 


and other special construction casters. 


iel@iilelacmeieiialltiie) s 


General Duty 
3100 Series 
nomical, cold-formed caster 


pin 


to 


profits 


SSSSSSSSSSSSSSSSSSSSSSSSSSSSESSESSSSSSeeeeeseeseseeeeeeeeeeeeeeeeees 


THESE 5 STANDARDIZED CASTER SERIES SERVE MOST REPLACEMENT NEEDS 


BUS 


Light-Medium Duty 
4000 Series—COLL 
FORGED, a versatile "jac 
he only true of-all-trades” for loads to 
design. Handles loads 500 ibs. per caster 
600 Ibs p 


3 new, ecc 
FORGED, 


no-king- 


Medium Duty 
4300 Series 
rugged construc 
jeal for general 
y and warehouse ap- 


ns to 800 Ib. loads 


Heavy Duty 

5400 Series—COIUD- 
FORGED construction, suit- 
able for power towing and 
rugged non-powered 
equipment, loads to 2,500 


Medium-Heavy Duty 

§200 Series—COILUD- 
FORGED for many manu- 
facturing and ware-housing 
applications, involving 
oads to 1200 Ibs. per 


OLD 
VivU- 


aster 


Ibs 


SSSSSSSSSSSSSHSSSSSSSSSSSSSSSSSSSSHSESSHSSESSSSSSESSSSSSSSSSSESSESSSSESSESSSSESSSSSSSSSESSESSSESESESSESESEESEESEEE 


MORE PROFITABLE FOR YOU TO SELL 


Rapistan offers you a full program of sales aids 
and sales promotion, geared to the needs of 
industrial distributors, to help you sell more 
Rapistan casters — profitably. 


Selling Assistance 

Rapistan factory specialists are available to work with 
your salesmen, introduce Rapistan casters to new 
users, help develop applications with your present 
customers. Local engineering facilities are available 
in many areas to assist you with special applications. 


Sales Training 

Practical caster application training is available for 
your sales force through training schools conducted at 
the Rapistan factory, at regional locations, or in your 
own establishment 


Rapid Deliveries 

Rapistan’s standardization program eliminates need 
for you to inventory large stocks. Rapistan will de- 
liver the casters you need fast. “Rapidstock” service 
is available on emergency orders, from large factory 
stocks and regional warehouses. 


Distributor-approved Sales Policies 

Rapistan’s distributor sales policies are designed for 
your profit and protection. Your sales territory is 
protected — Rapistan will not sell directly to your cus- 
tomers or appoint directly competitive distributors. 
Price structure provides high gross margins, yet lets 
you sell competitively. 


Aggressive Sales Promotions 
Your sales efforts are made more effective by a full 
program of sales and advertising support. Product 
samples are furnished. Complete literature is avail- 
able. Rapistan casters are nationally advertised by 
direct mail, in leading national business and industrial 
magazines,at important trade shows. You get effective 
local tie-in advertising materials. 
For detailed information about a profitable Rapistan 
caster sales franchise, write to The RAPIDS- 
STANDARD CO., Inc., Dealer Products, 661 Rapistan 
Bidg., Grand Rapids 2, Michigan. 


CASTERS AND WHEELS 
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Here's what you said. 


and, what it means to us! 


THE RESULTS OF THIS INDEPENDENT SURVEY are 
obvious. Rex Distributors are in favor of our basic policies 
... know that our primary objective is to promote the close 
cooperation between distributor and manufacturer that re- 
sults in more efficient, profitable operation for both. To 
us, it means that we must maintain this reputation and 
seek ever closer cooperation with our distributors in our 
regular contacts...and through our Distributor Advisory 
Board. This is our pledge...and our promise. CHAIN Belt 
Company, 4622 W. Greenfield Ave., Milwaukee 1, Wis. 





CHAIN BELT COMPANY 


* IN AN INDEPENDENT SURVEY OF DISTRIBUTORS 
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the best are 
designed 


Examining cutting tools Other P&W Gages 


at the tremendous response Industrial Distributors have given 
to our offer of Prestige Partnership with Pratt & Whitney . 
partnership in the sale of our famous lines of cutting tools and 
conventional gages. We are continuing to look for additional 
aggressive Industrial Distributors to join our new, different 
distributor setup. 


at the sight of so many alert Industrial Distributors and their 
salesmen eagerly taking advantage of our special schooling 
at our West Hartford headquarters . . . schools where these 
men get an intensive education on the hows, whys and where- 
fores of Pratt & Whitney . . . get sales and technical know-how 
that enables them to go out and sell... sell. . . SELL this 
Pratt & Whitney equipment for their organization. 


These are the farsighted organizations and men who have 
hitched their wagons to Pratt & Whitney so that together we 
can soar to new heights. For the first time in over 100 years, 
Pratt & Whitney is inviting selected Industrial Distributors to 
handle these lines—Taps, Dies, Drilis, End Mills, Milling 
Cutters, Reamers, Burs and Solid Carbides plus Thread & 
Cylindrical Gages, as well as Comparators and Precision Gage 
Blocks! The distributors who join us now are going nowhere 
but forward . . . nowhere but to a rosier profit picture! 





Seeing how 
the best are 
inspected 


Time for fun, too 


Quality distributors from all parts of the country are enthusiastic about our new 
distributor setup . . . and they’re doing something about it! The photos on these 
pages show highlights of just one of the several schools we're conducting for 
our new prestige partners. These men are learning . . . learning the Pratt & 
Whitney way . .. the way that makes it easy to become an “expert” on P&W 
cutting tools and conventional gages. The P&W way is the way that will make 
your organization sell better...sell more efficiently... bring you greater profits. 


Our distributor setup is different. Existing sales policies and programs weren't 

enough for us! They lacked the dynamic vitality that we want—and are getting 

—in our distributor program. New approaches . . . new sales techniques. . . 

different objectives .. . more profit for you. Everything that will give ax impetus 

to alert distributor organizations is a part of this new prestige-partnership 

program. 

® A top-quality line of cutting tools and conventional gages—premium quality 
but not premium prices. 

® Complete sales and technical training and assistance, through our schooling 
at West Hartford and assistance in your own area. 


© Full-scale advertising support—intensive national advertising, direct mail and 
promotions that effectively presell your prospects and customers. 


Act now! Find out how your organization can become a prestige partner in this 
revolutionary break-through in the Industrial Distribution field! Write: George W. 
Steinmetz, Sales Manager, Distributor Products; Pratt & Whitney Co., Inc.; 
Charter Oak Bivd.; West Hartford 1, Connecticut. -Better yet, telephone. The 
number is ADams 3-7561. 


PRATT 8OWHITNEY » 


A MAJOR INDUSTRIAL COMPONENT OF © Wot a 








DISTRIBUTOR 


FAIRBANKS WHITNEY 





Harry Bullock, Skil General Sales Manager, is shown with some of the thousands of 


“How’s this for a trade-in?” 
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hammers traded in on new Skil Roto-Hammers during current promotion. 


“Take a look at that stack of used hammers’, says 
Harry Bullock, Skil General Sales Manager. “And 
this photo was taken at only the half way mark of our 
red hot hammer trade-in! That’s what I'd call a suc- 
cessful promotion.” 

“Of course, when a distributor can offer $60 to $80 
worth of accessories for any old hammer, in trade on 
the world’s largest selling hammer—the one that drills 
masonry holes at lowest cost—the promotion is 
bound to be a success.” 

“Even so, we're floored by the response. Despite 
the fact that more Skil Roto-Hammers were already 
being sold than all makes combined, we smashed all 
sales records since the promotion started in July.” 


December 1961 


(Expiration date of the Trade-in isn’t until Dec. 31, 
so Skil distributors are still piling up profits on this 
sensational deal.) 


The Roto-Hammer Trade-in is one more example of 
the way Skil promotes distributor sales and pro- 
tects their profits by combining outstanding product 
innovation and imaginative merchandising. Why not 
get the Skil “profit story” firsthand. Contact your Skil 
representative today. Or write: SKIL Corporation, 
5033 Elston Avenue, Chicago 30, Illinois, Dept. 115L 
PS: The Skil Hammer Trade-in doesn't cost distributors a 


cent. Skil covers the cost of SKU 


plus the cost of returning used 
hammers to Skil. 


the entire trade-in allowance 
POWER WW TOOLS 





Southern Screw’s 
Tapping Screw Line 
is Bigger and Better 
than ever before! 





SIZES AND LENGTHS* 


Southern tapping screws are available in slotted, 
Phillips, clutch and hex head types in the follow- 
ing sizes: 
VYe-— % HEAD STYLES 
Y— % Flat, round, oval, par 
4-1, MATERIALS 
4y—1 i, Steel. brass. aluminum 
%—2 ao 
10 %—2 FINISHES 
12 Vo—2 In Steel: plain, black oxide, cadmium, chrome, brass, brite 
14 Yy—2 zinc, black zinc, nickel, electro galvanized, hot dip galva 
*H%6"” to ¥.”—increments of Ye inch. nized and parkerized. In Brass: plain, nickel, chrome and 
lA" to 1”—increments of \% inch. cadmium: In Aluminum: plain. In Stainless 
1” to 2”—increments of 1% inch. 











Southern also specializes in: Wood Screws + Machine Contact your Southern distributor, your nearest South- 

Screws & Nuts + Stove Bolts + Roll Thread Carriage 

Bolts * Hanger Bolts + Wood & Type U Drive Screw ern warehouse, or Southern Screw Company, P.O. 
* Dowel Screws +« Continuous Threaded Studs Box 1360, Statesville, N.C. 


4 


SCREW COMPANY 


STATESVILLE NORTH CAROLINA 


Warehouses: New York « Chicago « Dallas « Los Angeles 
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How Houdaille moved 6,000,000 tons of rock 


Pounded, clawed and mauled by jagged rock for nine hours a day, five days a week for four years is the impressive 
record of this 7 ply, 48” wide by 702’ long Mercer Rubber conveyor belt in use at Houdaille Construction 
Materials, Inc., Bound Brook, N.°J. This is another of scores of installations which prove beyond doubt the 
tough construction of Mercer conveyor belting. Only Mercer delivers long life, tough service under the most 
trying circumstances—year in and year out—at lower per ton belting costs... 


— for the first time — Mercer Rubber technicians have developed an entirely new kind of conveyor belt 
covering called HITON. This covering increases abrasion resistance and weat-life beyond even the present 
high life performance. Before you install another inch of conveyor belting, it will pay you to check Mercer 
Rubber on the outstanding benefits which are yours with the new HITON conveyor belt. Write, wire or phone 
6 Mercer St., Trenton 90, N. J. JU 7-1200 
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—that’s WALWORTH DUCTILE IRON VALVES! Walworth’s special ductile iron 
alloy offers steel-like strength and toughness. That’s why these valves are 
practically “shatterproof’’—with exclusive Walworth Valve quality for good 
measure! m Think of WALWORTH DUCTILE IRON VALVES wherever your valves 
face unusual flexing conditions— and where economy is a consideration. 
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WALWORTH DUCTILE IRON VALVES are now available in gate, globe, check 
and angle types...2”-24”...in ASA150 and 300 Ib. classes. See your Walworth 
distributor, or write Walworth Company, 750 Third Ave., New York 17,N.Y. 


ia7_a 5.4 es a eS eS 


panies: Alloy Steel Products Co. - Conoflow Corp. - Grove Valve & Regulator Co. - MAH Vaive and Fittings Co ww, 


Shatterproof! 


ye RR a 
i i ate 
Fs 


*Walworth specifies minimum elongation of 18% 
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Distributors! Here’s another National Tube ad pre-selling your customers. 


This mark tells you a product is 
made of modern, dependable Steel. 


This pipe was ordered 


yesterday 


...and was shipped 


today 


There’s nothing unusual about this 
kind of service at National Tube. We 
have geared ourselves to ship any 
stocked size of buttweld pipe within 
24 hours after the order comes in. A 
seamless order or a seamless and butt- 
weld order can be filled within 48 hours, 

How do we do it? National Tube has 
the two largest pipe warehouses in the 
world and the widest range of pipe items 
(more than 21,000 in all). Orders are 
put on punched tapes at our district 
offices—then transmitted electronically 
direct to our mills where National Tube 
shipping people take over —and they’re 
proud of their shipping record. 

When you need quality steel pipe in 
a hurry, order USS National Pipe from 
your local National Tube distributor. 


USS and National are registered trademarks 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
United States Stee! Export Company, New York 
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Wheels by MACKLIN 


Here’s a quality control advantage that protects your customer’s abrasive 
production and can mean increased grinding wheel sales for you. 


DYNAMIC WHEEL HARDNESS TESTING is an important grind- 
ing wheel development that will help you meet the demands of today’s 
rapidly changing industrial market. 


Macklin’s Dyna-Grader* electronic wheel testing method crushes 
minute amounts of abrasive from the entire cutting surface of the run- 
ning wheel as it is tested. The force necessary to crush this abrasive is 
electronically recorded on a tape. If there is any significant variation 
in either wheel hardness or uniformity which could affect wheel per- 
formance, it shows on this tape. 


Add it all up. A complete line of quality wheels in all abrasives and 
bonds, sizes, and shapes. The Dyna-Grade testing method. A modern, 
up-to-the-minute distributors sales training program that includes “in- 
side” men too. And, a consistent advertising program reminding your 
customers of these facts. These are all “plus-factors” you get from 
Macklin, 


Why buy wheels just from habit? Check into the Macklin franchise. 
It contains many advantages worth your investigation. 


company Jackson, Michigan 


*Macklin trademark Dept. 9 











~ YOU'LL MAKE MORE SALES with 
this free 120-page classified directory 

of industries and businesses which 

can use Permacel tapes and adhesives to 


advantage. Write for it today. 


~ 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES+ ELECTRICAL INSULATING MATERIALS+ ADHESIVES 











TRENDS AND PROSPECTS 


1s General Business Goes, So Go Distributor Sales 





December 


1961 


AN AIR OF HESITATION DEVELOPS as the upward thrust of the 
economy slows perceptibly. The super boom theory is now flatly rejected. 
Some of the signs: profits are up here and there, but show no real improve- 
ment. Steel and autos, bellwether industries, face no brisk demand. Gross 
national product estimates for *62 are scaled down. Even so, it is far from 
gloom. The October industrial production index was 113 (1957 = 100), a one- 
point rise over September—two points above the pre-recession highwater mark. 


WHAT’S WRONG WITH STEEL? This is the discordant note amid 
the chorus of recovery. As economist Lionel D. Edie says, “beware and be care- 
ful of any recovery that ignores steel.” Production continues in the 70% capac- 
ity valley. The problem lies in auto production—sales simply aren’t developing 
as Detroit men anticipated. Compacts are taking an ever-increasing share of 
the market and aren't leveling off at the 35‘~ point—another Detroit misjudg- 
ment. Steel goes 20-25% further when producing compacts. Another fact: steel 
fabricators are still running off inventories, hard to believe but true. Yet an- 
other factor: auto plant shutdowns. The trend is modestly up, but unevenly so. 


AUTO OUTPUT FALLS by nearly 10%, final October figures show, under 
year-ago level. General Motors and Chrysler turned out more than they did in 
Oct. 1960, but Ford made less. However, early November sales were excellent. 


ELECTRIC POWER CAPACITY RISES by 13.000.000 kilowatts this 
year, says the Edison Electric Institute, making a total of 187-million k.w. But, 


the “61 7.5% increase is under the post-war annual average increase of 8.9%. 


ANOTHER BIG DEFICIT is promised by Washington for the fiscal 
vear 1962, ending June 30, only 7 months away. Eisenhower estimated a $1- 
billion surplus; Kennedy immediately revised it to a $1-billion deficit; now 
the latest word is that the budget will run $7-billion in the red. Attention now 
shifts to fiscal "63, when the promise of a balanced budget is held out-—i/ 
expenditures don’t increase. That’s a mighty big ‘if.’ No one really expects 
the budget to be balanced for some time to come since the superboom theory, 
foreseen by Federal planners, has vanished. Add to this the defense build-up, 
the space race, and the possibility of big welfare bills coming up next year. 


CONSUMER PRICES HIT A RECORD in September, and another 
rise was predicted for October by the Labor Department. The 0.2% increase 
to 128.3 (1947—49 = 100) was due to upped costs of clothing and services. 


WORK-WEEK HOURS DROP io 3°.6 in early fall, down 1% hour from 
10.1-hour average in late summer. This is a twist since hours worked normally 
go up in fall. Drop is attributed to General Motors strike. Average wages 
also drop from August’s $94.83 to $92.66 in Sept., not surprising in view of hours. 


ALONG WITH WHITE HOUSE, $100,000-per-year salary, and other 
trappings, a new President also gets the farm problem. Expenditures keep 
sky-rocketing for subsidies, especially after a good growing season (like the 
one just ended). Trouble is, crop support spending can no longer be estimated 
nor controlled, so subsidies get bigger and bigger and—for the farmer—better. 
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INDUSTRY STATISTICS 


Monthly Survey of the Changes in Distributors’ Sales Compiled from Confidential Figures 





September returns from ID’s Supply Sales Trend Re- 


ao, 


porters show sales down 8% for the period January- 


September 1961. However September 196] had one less 


working day (20), than did September 1961, with 21. 
August 196] had 23 working days, accounting for many 
of the minuses in column one. The NAPA Business Survey 





U.S. TOTALS 


Sept. 61 
Compared 
Aug. 61 


— 1% 


Sept. 61 
Compared 
Sept. 60 


+ 1% 





Compiled by 


INDUSTRIAL DISTRIBUTION 


Jan.-Sept. "61 
Compared 
Jan.-Sept. 60 











SUPPLY SALES TREND 


Sept. 61 
Compared 
Aug. 61 


Sept. 61 Jan.-Sept. 61 
Compared Compared 
Sept. 60 Jan.-Sept. 60 


FINAL FIGURES FOR 
SEPTEMBER 1961 


Sept. "61 
Compared 
Aug. 61 


Sept. 61 Jan.-Sept. 6] 
Compared Compared 
Sept. 60 Jan.-Sept. ’60 


FINAL FIGURES FOR 
SEPTEMBER 1961 





New England: Conn. Me., 
Vass., N.H., Rd., Vt. (25) 


-1% -—-I% 


No Change 





Bridgeport-Hartford- r. 
Springfield Area + 2% T% 


No Change 





Middle Atlantic: 3% 


N.J., N.Y., Pa. (35) 


— 1% 


+ 3% 





Metropolitan New York- 1% 
northern New Jersey Area 





Western New York : Buffalo- 2 
Rochester-Syracuse- 5% 6% 
Binghamton Area 





Philadel phia-Trenton 4% 3% 


Wilmington Area 





Pittsburgh- Wheeling- 4% 5% 


Youngstown Area 








East North Central: j1:, 5% 4% 


Ind., Mich., O., Wisc. (67) 





Indiana Area 8% 





Wisconsin 


West North Central: ;.. 
Kans., Minn., Mo., Neb., 
N.D., S8.D. (13) 


+% -% —-—I% 





Kansas-Western Missouri 
Area 


-% -% -T% 





South Atlantic: pe. p.c 
Fla., Ga., Md., N.C., S.C., 
Va.. W.Va. (26) 


+2% +1% — 6% 





East South Central: 4/0. 
Ky., Miss., Tenn. (5) 


—8% -—1% 








West South Central: 4,1... 


La., Okla., Tex. (21) 


Houston Area 5% 4% 


No Change 3% 








Dallas-Fort Worth Area 1% 1% 





Mountain: Ariz., Colo., Id. 
Mont., Nev., N.M., Ut., 2% 2% 
Wyo. (11) 





Pacific: cal., Ore., ° in 
Wash. (21) 2% + 3% 





Chicago Metropolitan Area 


— 1% 4% + 5% 


Los Angeles-San Diego Area 





Detroit-Toledo Area Oregon Area 


— 1% 


3% 


— 1% 





Cleveland-Akron-Erie Area Washington Area 


16% 


1% 


4% 
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and the movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





report for October shows business continuing the uphill depressant effect than originally anticipated. Also in 
climb. While not fatal, it appears the automobile strike many cases inventory reduction was not intended, but new 
is a thorn in the side of business and has had more of a___ production moved stocks out faster than replacement. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


* Oct. 1961 Change From 
(1947-49= 100) (preliminary) Sept. 196] Oct. 1960 Year Ago 


+4 





Abrasive Products ke 4280Ctiéi‘iW3]S (Gs OB 


Cutting Tools | ea — mm =-s 
Fans and Blowers tt (Ca ik al 
me ey = 2.2 1987 +114 
Incandescent Lamps BE, , 190.0 190.0 . 190.0 0 


Industrial Rubber Products 156.5 156.5 ae tl 
































Lubricants ae. ee 1036 = 1021 Be oe 


Materials Handing Equipment | 176.2 175.8 173.8 








Mechanics Hand Tools (Files, saw blades) 193.4 193.4 190.6 


Metalworking hecessoris 197.8 197.8 174.5 








Motors 107.0 1070 «=S«1135 


Paint ive san = bai -g 








Portable Power Tools e 150.3 150.0 ee 144, 1 


Power Transmission Equipment + 185.7 185.7 186.6 








Precision Measuring Tools ‘ 155.7 135.7 148.2 


Pumps and Compressors = 181.6 181.6 181.0 


Steel Products (Pipes, bars, nails, wire rope etc.) 185.4 185.4 186.2 

















Valves and Fittings | 159.9 161.7 162.6 


Welding Machines (Equipment, Rods) 152.8 152.8 159.6 
TOTAL INDEX (weighted average) 170.4 170.2 167.8 














Source: Bureau of Labor Statistics and Industrial Distribution 
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: 
Operator puts finishing touches on carbide 
reamer using Bay State Diamond Wheel (spe- 





cially formulated to hold its shape and require 
minimum number of dressing operations ). 








BAY STATE 


TEAMWORK 
PAYS OFF AGAIN 


with a new diamond wheel 
for SEVERANCE TOOL 


When you use a substantial number of diamond wheels every month, it 
pays to keep a steely eye on costs. That’s why a man like Purchasing Agent 
Millard Wells of the Severance Tool Industries, Saginaw, Michigan, insists 
on continuous testing for every cost factor in the book. 


The specific problem was to develop an improved diamond wheel for close- 
tolerance grinding of Severance Carbide Reamers and at the same time to 
reduce time-consuming, material-wasting dressing operations. 


Figuring out the details of the new wheel was a team operation right from 
the beginning. Bay State’s Sales Engineering Staff and the 
Quality Control people in Westboro worked very closely 
with Jack Sullivan, of distributor Saginaw Supply Corpora- 
tion and with Severance’s Purchasing Agent Millard Wells. 


Result: A specification that increased cutting speed and 
wheel life with substantially reduced dressing requirements 
.-.and a beautiful demonstration of the benefits that accrue 
when two companies get together that both insist on quality 
right down the line. 


Bay State quality is backed by the kind of technical services 
that give a distributor real, practical help when he runs intoa 
tough problem. This, plus comprehensive lines of abrasives of 
all types, make a Bay State distributorship well worth looking 
into. Why not start by writing for further information, now ? 


Severance Purchasing Agent Millard Wells (left) and Bay 
State Distributor’s representative Jack Sullivan (of Saginaw 
Supply Corp., Saginaw, Michigan) examine typical carbide 
tools which require diamond grinding. 


wwe BAY STATE 


WHEE of PROGRESS 


(ay Bay State Abrasive Products Co., Westboro, Massachusetts. 

In Canada: Bay State Abrasive Products Co., (Canada) Ltd., 
Brantford, Ontario. 

Branch Offices: Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. 


Distributors: All principal cities. 





BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





Loosened Purse-Strings 


Pulling out of the late, unmourned 
“recession” with flying colors, Amer- 
ican business has just indicated that 
it will invest 4° more for new plants 
and equipment next year than it did 
in 1961, with capital investment total- 
ing a whopping $35.84-billion. 

This figure is significantly highe: 

$1.7-billion higher, to be more pre- 
cise—than 1962 plans were as re- 


McGraw-Hill 
(INDUSTRIAL DISTRIBU- 


vealed in the survey 
last spring 
TION, June, 1961). and reflects the im- 
proved tenor that business and the 
economy now show when compared 
with the more uncertain outlook last 
spring. Looking ahead to 1963, the 


total for that year now appears that 


it will be less than for 1962. but more 
than that expected to be rung up for 
this year ($34.49-billions vs. $34.46). 

This cheerful news highlights the 
McGraw-Hill 


liminary plans for capital spending 


fall checkup on_pre- 


next year. (It should be pointed out 
that this survey is not a forecast, but 
a report of what companies now plan 
to spend, The actual course of ex- 
penditures will depend, in large meas- 
ure, on the general level of economic 
activity, profits and the dark horizon 
of international relations. Some firms 
report that plans are more tentative 
than usual because of uncertainties in 
the general business outlook. ) 


if U.S. 


business spends what it 


Expected Spending on New Plant and Equipment 
(Billions of Dollars) 


961 
Industry 


1960 1 
Actual* Estimated 


Sales 

Forecast 
961-62 . a 
1961 % change, 
Percent % sical” 
Change Volume) 


Actual 


1962 
Planned 





Iron and Steel d 1.16 


1.33 +15% 





Nonferrous Metals 5 .26 


28 + 7% 





Machinery h 1.10 


17 + 6% 





Electrical Machinery 


62 9% 





Autos, Trucks and Parts 


+ 3% 








Transportation Equipment 


Other Metalworking 


42 + 7% 





06 + 18% 





Chemicals 


62 2% 





Paper and Pulp 


-76 + 6% 





Rubber 


Stone, Clay and Glass 


24 + 11% 





53 + B% 





Petroleum Refining 
Food ‘and Beverages. 
Textiles ce 
Misc. Manufacturing 
Manufacturing Totals 


Mining 


Railroads 


3.06 


+ 10% 





1.04 + 6% 





5600 +10% 


+ 3% 








+ 7% 





0% 





+ 1% 





Other Trans. and Comm 


0% 





Electric and Gas Utilities 5.68 





8.44 


Commercial (1) 





All Business “ $35.69 $34.46 


*U.S. Dept. of Commerce, Securities & Exchange Commission, McGraw-Hill Dept. of Economics 
(1) Figure based on large chain, mail order and department stores, insurance companies and banks 


thinks it will it will 


be the second-largest capital invest- 


now next year, 
ment year on record. (1957 still holds 
the record with a huge $37-billion out- 
lay.) The $35.84-billion preliminary 
total exceeds the estimated $34.46-bil- 
lion for the current year by nearly 
$1.4-billion. 


whole, expect to increase investment 


Manufacturers. on the 


by 7% next year, reaching a total of 
$14.6-billion. Only electrical machin- 
ery and chemicals expect to decrease 
‘62 spending under that of °61, with 
decreases of 9% and 2% reported 
respectively. 

Non-manufacturers also expect re- 
spectable increases, though by not so 
great a margin as their manufactur- 
ing brethren, with the mining and 
“other transportation and communi- 
cations” categories showing neither 
gain nor loss. 

Manufacturing executives are uni- 
versally optimistic, according to sur- 
vey results. Every single category ex- 
pects 1962 physical sales volume to 
exceed that of this year by amounts 
ranging from 2‘% in petroleum re- 


fining to 9°~ in nonferrous metals. 
for a manufacturing average of 7% 
(see chart). 

every industry 


At the same time. 


was operating at a higher level of 
capacity in September than last De- 
cember (except autos which were 
still undergoing model changeovers 
and suffering from strikes) , reflecting 
the improvement in industrial pro- 
duction since the recession low was 
reached early this year. 
Manufacturing companies, account- 
ing for 40% of all 


ment, will up their spending by $900- 


capital invest- 
million in 1962 over this year’s esti- 
mated $13.69 outlay. The durable 
goods sector plans to increase their 
outlay slightly more than soft goods 
producers, and it is in the durables 


continued on page 113 
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... sights set 
on more 
cutting tool sales? 


There’s “‘no limit”’ on new cutting tool 
business when you’re armed with the line that 
best meets your customers’ needs. As a 

V-R distributor, your “arsenal’”’ is the most 
complete stock of cutting tool materials 
available from any one source — includes 
cemented carbides, Tantung cast-alloy and 
ceramic. Customers are “flushed out”’ 

for you by V-R’s aggressive national trade 
publication and direct mail advertising. 
Complete stocks, fast service and capable 
factory representatives help you get 

your prospects “‘in the bag.’”’ So, become a 
V-R distributor and be ready for year-round 
“open season”’ on more cutting tool 
business. Write today for full information. 
VASCOLOY-RAMET CORPORATION 

888 Market Street, Waukegan, Illinois. 








FIRST CHOICE of more and more plants 


CARBIDE — CERAMIC TANTUNG — S TOOLHOLDERS — ~>» 4 FACE MILL 
BLANKS, INSERTS — SOLID TOOL BiTs, ‘ SOLID BASE =} CUTTERS 
INSERTS, TRIANGULAR, CUT-OFF BLADES, Z AND 5 § WITH 

BRAZED SQUARE, TIPPED TOOLS, ma il “ ELEVATOR By. THROW-AWAY 
TOOLS ROUND CAST-TO-FORM TYPE me “ng © / INSERTS 
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BY A REPUBLIC RUBBER DISTRIBUTOR WORKING 
UNDER THIS FAMOUS 5-POINT SALES POLICY 


1. A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 


solicited 


2.A QUALITY of product uniformly good and capable 
of delivering service results that should reasonably be 


expected 


3. A PRICE basis inducing and making possible aggres 





sive competition with reasonable profit return 


4.FREEDOM from competition from his source of 
supply, either direct or indirect, among the trade covered 
by his day-to-day solicitations 


5. SELLING helps of reasonable amounts so that his 
sales force may be given the advantage of specialized 
training and a knowledge of the product sold 


The Republic Rubber distributor who made this 
sale of 8” I.D. Blower and Exhaust Hose makes 
many sales of rubber products. He knows that 
practically every buyer purchases some kind of 
rubber hose, belting, or packing on a regular basis. 
Therefore, his salesmen talk rubber on every call. 
Result — they sell many orders like this one and 
that makes everybody happy. The buyer likes the 
product, the salesman likes the commission and 
the company likes the sales. 


A Republic Rubber distributorship can do the 
same for you. If you are interested, write to: 
J. A. Maclntire, Jr., General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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STOCKLESS 
PURCHASING 


This is a concept with which industrial distributors and 
their salesmen will have to familiarize themselves in the 
months ahead. Some distributors who have had sad expe- 
rience with so-called contract or blanket purchasing think 
“stockless purchasing” is the same thing, with frills. Let 
me assure you it is not the same thing. Read the article 


on “Stockless Purchasing at AVISCO,” page 42. This 
INDUSTRIAL DISTRIBUTION = "counts and appraises 3 years experience with this new 


The Editor Comments on Industry Problems/December 196] ©oncept at American Viscose. If you study the results, you 
will catch the vision that here is something that is new and 


signficant and important. 

As I read this article, I can’t help but be impressed by the 
major, new responsibilities this imposes on distributor man- 
agement and salesmen. In the case of AVISCO the initia- 
tive came from the buyer. Now it is coming from dis- 
tributors. In the October and November issues, we carried 
articles showing how distributors went about selling the 
concept to their customers. And, if 1 may judge from the 
number of long distance calls I’ve had, I’d say a lot of 
alert distributors are going to be mighty active in this 
direction getting their best customers on stockless purchas- 
ings arrangements early. The question usually is, “What 
have you got that will help me sell it.” Our editorial 
revisit to AVISCO will supply a lot of basic information 
that will make mighty interesting reading for your cost- 
conscious customers. The new responsibilities of distributor 
executives are to tell their essential story in a new dimension 
and to sharpen their performance accordingly. 

* They must be able to sell their customers the concept 
of the over-all economics of making their procurement 
decisions on the basis of materials costs and not unit prices. 

* They must know the details of procurement procedures 
under the material management concept—and how dis- 
tributor services fit in. 

¢ They must have some basic cost figures to demonstrate 
to buyers that they benefit by using distributor services— 
that the distributor can perform these services more eco- 
nomically than the buyer could perform them. 

¢They must equip themselves to talk on a top-manage- 
ment level about the over-all problems of closely integrating 
a customer’s procurement operations with their own in a 
joint cooperative effort to reduce the costs of both concerns. 

* They must, of course, look internally to their own oper- 
ations to insure that they do in fact perform their essential 
services on a quality standard acceptable to the customer. 

This will take a lot of doing. To me, it represents one 
of the major challenges to this industry in the next decade. 
To the fast and quick will go the trick. 


pe tee 
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Seo ae ce ee ar 


“A prodigious opportunity”—Abbott Smith 


STOCKLESS 
PURCHASING 
at AVISCO 


Distributors help American Viscose Co. cut 
MRO stocks by one third, procurement effort by 30% 


under new materials management program 


“STOCKLESS PURCHASING” SINCE 1958 


ID published the first article to appear in a national 
publication on “stockless purchasing” three years 
ago. This was a report on American Viscose Co.’s 
program to revamp procurement methods with dis- 
tributors in the key role of helping buyers reduce 
total costs through better stock control and stream- 
lined paperwork (“American Viscose’s New Buying 
Policy—What Can You Learn from It?” July 1958). 

Since then AVISCO has netted substantial gains 
from its new concept, and most distributors who 
serve its plants have seized the opportunity to make 
a new contribution to industrial procurement at a 
profit to themselves. 

The term “stockless purchasing,” first used in ID. 
is now being used by several alert distributors to 
promote the idea of a broader role for distributors 
in other industries besides chemicals (see October- 
November '61 issues of ID). 


VAN NESS PHILIP 


ASSOCIATE EDITOR 


“Stockless purchasing” is saving 
American Viscose Corp. hundreds of 
thousands of dollars in buying and 
material costs. At the same time it 
is opening the door to qualified in- 
dustrial distributors to play a more 
vital role in AVISCO’s operation, at 
a fair profit to themselves. 

That’s the judgment of purchasing 
officials at AVISCO and key distribu- 
tors who serve AVISCO’s seven large 
plants in the Mid-Atlantic states. 

American Viscose has been buying 
its multi-million dollar annual re- 
quirements of industrial supplies 
almost exclusively from distributors 
since 1958. Over the past three years, 
working closely with distributor man- 
agement, AVISCO buyers have de- 
veloped a stockless purchasing pro- 
gram that has profoundly altered 
AVISCO’s procurement methods and 
the sales and service functions of 
distributors who serve its plants. 

Planned flow of materials to point 
of use, with drastically streamlined 
paperwork, has replaced unplanned 
spot-ordering, with its traditional red 
tape. Under long-term agreements, 
distributors have met the challenge 
of “non-transferable responsibility” 
for reducing AVISCO’s inventories 
and eliminating waste by greater 
standardization. 

Among concrete benefits to AVISCO 
since the program’s start: 

*33% less stock in stores for all 
MRO supplies—shelf items reduced 
by one third, parts by one fifth. 

¢2,500 bins eliminated in plant 
storerooms. 

¢ 20% reduction in the payroll of 
the staffs of the company’s central 
buying and plant stores departments 
(12 fewer employees at the central 
buying office, 20 fewer in the plants). 

¢52% reduction in the number of 
purchase orders to distributors. 

¢Substantial progress in “clean 
sweep” removal of inactive items. Of 
1,176 items in 10 product classes, in- 
vestigation showed that 2,353 had not 
turned over in a year. To date, 900 
of these items have been removed. 
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To distributors, AVISCO’s pro- 
gram has meant opportunity to profit 
from the efficiencies 


planned operations, integrated with a 


inherent in 


large account. In return for assuming 
greater burdens of stock and service 
responsibility, they get assurance of 
continuity of business. The distribu- 
tors’ paperwork, like AVISCO’s has 
been streamlined. They are privy to 
AVISCO’s material needs. Their calls 
on the plants and their service func- 
tions are for specific purposes and 
therefore more effective than conven- 
tional visits. 

Furthermore, they are expected to 
sell total cost-saving to AVISCO pur- 


chasing, not product price conces- 


sions. The stated policy is to pur- 


chase at fair prices. Distributors must 
sell purchasing on the one hand, and 
service the plants on the other. Plant 
ealls are for servicing their contract 
lines; not “hunting licenses” for 
bringing in more business. 

The expansion of this program, 
say AVISCO’s buyers, proves that 
most distributors have found 
AVISCO business profitable. Several 
distributors who analyzed the net 
profitability of their AVISCO busi- 
ness by accepted distribution cost 
analysis methods report better-than- 
average net returns. At the same time, 
their AVISCO orders have demanded 
a higher level of service and much 
more management attention than the 
typical account. In a few cases, there 
are still small-order expense problems 
to be ironed out. 

As early as 1957, AVISCO pur- 
chasing started to re-evaluate tradi- 
tional ways of buying MRO supplies. 

Before that, the company had pur- 
chased from a variety of sources, 
primarily on product price alone. 
Plant inventories were high, duplica- 
tions abounded, idle stock cluttered 
up plant storeroom shelves and spot- 
ordering paperwork wasted time and 
effort in the plants and buying office. 

Abbott M. Smith, Jr., buyer for the 
largest segment of AVISCO’s indus- 
trial supplies, set out to try to cure 
the situation. Encouraged by man- 
agement, he made extensive tours of 
the plants and carefully analyzed ma- 
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“The wonder ‘s that 
distributors ‘themselves 
did not think of stockless 
purchasing ten years ago. 
It is the biggest oppor- 
tunity they have had to 
perform fully as distributors 
and to carve out an essential 
role in modern industry” 


— J. H. SAVILLE, general 
purchasing agent, 
American Viscose 


terials problems in MRO procure- 
ment. Then he contacted leading dis- 
tributors in five states to evaluate 
their capabilities as vendors. 


BY 1958, AVISCO 
with the help of several key distribu- 


purchasing, 


tors, had the changeover to stockless 
purchasing well under way in most 
plants. The concept of dealing with 
qualified local distributors on long- 
had 


found increasing favor with plant 


term purchasing agreements 
personnel and Smith’s colleagues in 
central purchasing. 

Still unfinished was the major job 
of classifying materials by vendor 
and sorting out inactive stocks. 

It took time also to select, evaluate 
and orient distributors. Detailed 
records were kept on distributor per- 
formance (see “American Viscose’s 
New Buying Policy—What Can You 
Learn from It?” ID, July 1958). 

By mid-1960, the program had 
been formalized by AVISCO’s man- 
agement. Smith and W. H. Butts, 
division purchasing agent for all 
mechanical items, with the backing of 
J. H. Saville, general purchasing 
agent, drew up a stockless purchasing 
policy statement. Among the new 
ground rules were the following: 

¢Stock and service problems in 
each plant would be identified and 
analyzed. All items to be classified; 
past usage to be tallied up; facts to 
be determined on dollar values, 
weights and frequency of orders. 

* Items to be standardized wherever 
possible to reduce the duplications. 

¢ Surplus stocks to be cleaned out. 


*AVISCO to deal with stocking 
distributors in preference to others. 

* Distributors to be evaluated and 
selected according to capabilities in 
Each distributor to 
have responsibility in his area. 

* All supplies buying, except for a 
few special items, to be under long- 
term distributor agreements. Spot 
orders to be eliminated. 

* Purchasing to hold to the integ- 
rity of patterned buying; that is, not 
to split one class of products between 
two or more distributors, but main- 


specific areas. 


tain single responsibility. 
* At the same time, purchasing to 
insure availability of critical items. 
AVISCO also committed itself to: 
° Have the 
plant’s stock and service problems 
closely with 
storekeepers, engineers and foremen. 


distributors review 


periodically, working 


Distributors to refine procedures, 
recommend improvements. 

¢ Set goals and deadlines to accom- 
plish stockless purchasing objectives 
(for example, a $500,000 stock reduc- 
tion in Plant A by January 1963). 

* Work out a planned flow of pur- 
chase order releases to keep the plant 
protected: at the same time hold re- 
lease size to typical pattern (90% 
of releases over $25, 55% over $50). 

*Hold the length of each release 
to a single page to keep the order- 
delivery gap from widening. 

* Open doors of plants to enable 
contract distributors and their repre- 
sentatives to maintain close contact 
with plant storekeepers. 

*Central purchasing in Philadel- 
phia to execute distributor agree- 
ments, review and police releases, 
coordinate the program with plant 
management and engineering (Pur- 
chasing exclusively negotiates all the 
agreements and is responsible for 
screening the outlined results with 
the distributor organizations). 

(To implement these ground rules, 
and further expand its stockless pur- 
chasing program, AVISCO’s manage- 
ment has launched a major project 
aimed at still more cost reduction in 
the purchasing and handling of ma- 
terials. For the latest progress re- 
port, turn the page.) 


WHAT AVISCO WANTS DISTRIBUTORS TO DO-—> 





AVISCO continued 


New Goal: More Savings 


Vilestones achieved, AVISCO pushes for closer integration of 


procurement-distribution, more payoff from “materials management” 


AVISCO 
now passed important milestones and 
“Our 


major goal,” says Abbott Smith, “is 


and its distributors have 


are setting new objectives. 
to substantially reduce material costs. 
We can achieve this by sound prin- 
ciples of materials management.” 
AVISCO’s latest 


stockless purchasing have been cen- 


refinements in 


tered in eight important areas: 
1. Item re-classification. 

Usage analysis. 
Patterned buying. 
Standardization. 
Stock removal. 
Materials flow. 
Paperwork. 


Distributor agreements. 


PROBLEM: GROUP 9.000 ITEMS 


1. Re-classification of MRO ma- 


terials for control purposes under 
stockless purchasing has proved to be 
a complex task, since 9,000 items are 
involved. Previously, classification 
into product categories had reflected 
inadequate planning. 

AVISCO now groups materials in 
such a way that responsibility can be 
assessed from manufacturer to point 
of use. The re-classification supplied 
a uniform coding system for all 
plants. It isolated all the major seg- 
ments of shelf inventory. 

The new categories were set up to 
reflect the prevailing pattern of the 
distribution system—that is, pipe- 
valves-fittings, bearings, power trans- 
mission, tools and fasteners, to name 
five were 
grouped the way industrial distribu- 


important categories, 
tors themselves had grouped them in 
their semi-specialized operations. 
Punched card coding was used 
where available to speed this work. 
It took six months to evolve a new 
six-digit item 


numbering system. 


Soon all plants will be using it. 


44 


2. Usage analysis is being pursued 
with 


catalogs” for all 


equal thoroughness. “Usage 


major product 
groupings are being compiled for 
buyers, showing item, stores number, 
unit of purchase, price and usage by 
item for the past two years. These 
books in turn form the basis for new 
“contract catalogs” which are being 
supplied to AVISCO’s distributors. 

Each catalog contains the descrip- 
tion, numbering and past year’s usage 
of items a distributor has agreed to 
furnish. It serves as a basic guide 
for carrying out the distributor agree- 
ment and helping a plant reduce or 
standardize its stock. These catalogs 
are compiled after extensive consul- 
tations with the distributors involved. 
\ typical one may run to 25 pages 
and list up to 1600 items. 


3. Patterned buying, the use of 
one source, and one only, for each 
item purchased by a plant, is con- 
sidered basic to AVISCO’s program. 
At the outset, both AVISCO and dis- 
tributors needed to gain experience 
before it was apparent where distrib- 
utor strengths and weaknesses lay. 
Some shifting of lines between dis- 
tributors proved necessary. AVISCO’s 
buyers now feel performance of key 
distributors has proven the feasibility 
of patterned buying. 

Attention is now being concentra- 
ted on the minor lines, and areas 
where spot orders are a problem (i.e., 
short-order buying). One problem, 
for example, is the buy-out: Should 
the distributor in X-town, who con- 
tracts to supply Plant A with every- 
thing in Category 2420 (standard 
valves), still be required to buy out 
from another source a special valve 
he does not stock? 

Problems like this are being 
screened by AVISCO’s buyers in the 


hopes that patterned buying can be 


extended to every category. Solu- 
tions, Abbott Smith reports, are be- 
ing found. For example, in the case 
of buy-outs at one plant: A distribu- 
tor who caused delays and added to 
his service costs by buying out, sug- 
gested turning certain items over to 
another vendor. The items involved 
were miscellaneous hardware. They 
were turned over to a local hard- 
ware outlet, better equipped than an 
industrial supply firm to handle them. 

In another case at another plant. 
involving the small-order miscellan- 
eous items, no solution is as yet in 
sight. The distributor says the cost 
of servicing several odds-and-ends 
requirements is too high. But he has 
never applied a customer-and-line 
profitability study to determine if this 
is actually a fact. Now he is starting 
this analysis, and soon will be able 
to sit down with AVISCO’s buyer 
with the facts on service costs. Then 
a solution can be ironed out. 


4. Standardization has netted 
AVISCO big dividends, and distrib- 
utors have helped. While 2,500 out 
of 9,000 have been 
eliminated, there is room for more 
improvement, say AVISCO’s buyers. 

They cite as an example a distrib- 
utor who surveyed an AVISCO plant 
and recommended substitutions to 
take advantage of the broad line cov- 
erage of an AVISCO-approved valve 
rather than three different 
The inventory was drastically re- 
duced, and maintenance simplified. 
In one product category, 77 bins rep- 
resenting special items were investi- 
gated by the distributor, plant engi- 
neer and storekeeper for usage, costs 
and order points. In every case, the 
special item, it was found, could be 
replaced by a standard product. Cost 
saving to AVISCO for this single 
product class substitution was $352, 
due to lower cost of standards. 

Standardization in metals and ma- 
chine parts has produced substantial 
savings. “One steel instead of five, 
one lubricant instead of five—these 
benefits can only come from having 
alert distributors.” Abbott 
Smith. “No buyer or plant engineer 


stores bins 


valves. 


says 
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can analyze everything on his own. 
Thousands of commodities are in- 
volved in a plant. The distributor’s 
help and knowledge is what makes 
the difference.” 

AVISCO buyers now expect their 
chief distributors to report period- 
ically on how they would improve 
both product mix and performance. 

At longer intervals—at least once a 
vear—distributor, plant management, 
engineers and buyer meet at the plant 
to go over every product class by 
item, in search of ways to standard- 
ize further, cut inventory or revamp 
procedures. In one case where this 
was done, one of the plant’s com- 
modity catalogs was reduced from 20 
pages to 12 pages. 


5S. Removal of stock has been 
achieved through better materials 
management, by standardization, by 
elimination of surplus and obsole- 
scent items, and by shifting of the 
stock-carrying function to distribu- 
tors. 

With plant MRO stocks now re- 
duced by a third, AVISCO has reset 
its goals. This year a 15% shelf in- 
ventory reduction is the objective. 

* Inactive stocks have proved to be 
a fertile source of savings; many of 
them hawe escaped attention for long 
periods of time. Recently, a survey 
of ten product classes in a plant re- 
vealed that many of the items, total 
value $234,200, had shown no activi- 
ty for a year. To date half these 
slow movers have been cleaned out. 

¢ Purchasing contracted with a dis- 
tributor to take over all of a plant’s 
spare parts in an equipment category. 
The distributor removed the usable 
parts at a 10% re-stocking charge. 
He set up a special backup stock in 
his warehouse close enough for over- 
night delivery. A 15% premium was 
charged for this, but over-all savings 
to AVISCO far outweighed this dif- 
ferential through reduced labor and 
material handling expense. 


6. Material flow is being constant- 
lv refined. Where possible, the dis- 
tributor and plant work out scheduled 
deliveries to coincide with the actual 


need at the point of use. AVISCO’s 
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How Stockless Purchasing Cut Costs for AVISCO 


IMPROVED TURNOVER IN STORES AT AMERICAN VISCOSE PLANTS SINCE 1957 
Annual Turnover 1.0 


PLANT “A” 
DIVISION ONE 


PLANT “B” 
DIVISION ONE 


ALL PLANTS 
DIVISION ONE 


Turnover of supplies in an AVISCO operating division is signified for 1957 by 
the black bar; for 1961, by the white. Rate has more than doubled in two plants, 


SHELF ITEMS: REDUCED ONE-THIRD MACHINE PARTS INVENTORY: DOWN 
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New procurement plan cut deeply into 
production machine parts stock as 
distributors took over more of stocking 
function. Monthly average order value 
hardly fluctuated, 1957-1961. 


Chart shows effect of stockless 
purchasing on shelf items inventory of 
AVISCO. Average monthly value of 
purchase orders issued was almost 
constant during entire period. 


ALL INVENTORIES: SHARPLY DOWN PAYROLL OVERHEAD: REDUCED 
June 56 "57 


DOLLAR INVENTORY INDEX 


6 
AVISCO’s supplies and parts stocks 
combined have headed downward at an 
accelerating rate. Less stock means 


lower inventory carrying costs, 
which AVISCO calculates at 20%. 


As long term buying agreements replaced 
spot ordering, AVISCO’s procurement 
payroll (solid line) was reduced. Dotted 
line shows reduction in spot ordering. 
Next objective: no more spot orders. 


TOTAL COST—NOT PRICE—THE ISSUE-> 





AVISCO continued 
usage books, showing previous two 
years usage by item, are important 
tools for planning this. Materials en- 
gineers and storekeepers are urged to 
adjust to distributors’ patterns where 
they can reduce over-all cost. 
Planning, Smith believes, can solve 
many problems. For example, there 
is the matter of job priorities for 
AVISCO’s maintenance crews. Main- 
tenance jobs were carefully planned. 
But insufficient attention was given to 
the handling of the material or to the 
time materials would be needed. This 
meant rush ordering in many in- 
stances. 


All plants hold 


order priority meetings”, 


“work 


which in- 


pel iodic 


clude the materials engineers and 
storekeepers. Thus, distributors are 
prepared for all major projects. 
Serious binds in maintenance jobs be- 
cause of missing or delayed material 
have become less frequent. 

“If a distributor understands the 
use of men and materials, and the 
role of planning in efficient plant op- 
eration, he can do a prodigious job 
for us,” says Abbott Smith. 

Smith denies that AVISCO is try- 
ing to push the standby stock respon- 
sibility onto the distributor entirely. 
“We must and do maintain stocks to 
insure our continuous operation. We 
take advantage of the distributor’s 
stocks and specialized knowledge to 
minimize standby inventory. It is the 
way he handles this area and the 
knowledge of our needs that sepa- 
rates the men from the boys.” 


7. Paperwork in connection with 
AVISCO’s stockless purchasing will 
be further automated, Smith predicts. 
Under AVISCO’s former buying rou- 
tine, requisitions were generated one 
at a time in the plants; inquiries and 
multi-part order forms were then pro- 
duced in the central buying office. 
Vendors invoiced the head office on 
each order. The total paperwork 
cycle required 18 steps or more. Now, 
releases are generated in the plants 
against blanket agreements made in 
central purchasing. Vendors invoice 


the plants, and copies of the releases 
and the invoices are sent to Phila- 
delphia for checking and paying only. 


The routine clerical time and buyers’ 


time saved by this changeover will 
be close to 75% when all MRO spot- 
ordering is finally eliminated. 

In one of the larger plants, Flexo- 
writers have been installed. Heading 
tapes, one for each distributor-ven- 
dor, produce constant data such as 
vendor name, address and purchase 
order number. A girl types in the 
quantities. A new tape automatically 
produces a Ditto master for the neces- 
sary forms. 

One plant has a punched card 
installation, used to generate com- 
modity and usage catalogs, analyze 
activity by vendor and notify store- 
keepers of re-order points. Another 
plant is in the process of conversion 
to this system and another is con- 


sidering the move. 


8. Distributor agreements at 
AVISCO have refined stockless pur- 
chasing. Some 1,500 long-term agree- 
ments now cover the major portion 
of the company’s MRO requirements. 
This is twice as many as in 1958. 
Spot orders—the orders for materials 
not on stockless purchasing agree- 
ments—were running at the rate of 
3,000 per month in 1958, have now 
been reduced to 900 per month, and 
are expected to be entirely eliminated 
except for a handful of special items 
by January 1962. 

This expansion of stockless pur- 
chasing coverage has reduced both 
AVISCO and distributor cost, in the 
opinion of AVISCO buyers. They 
firmly believe they have increased 
the profitability of the AVISCO ac- 
count to their distributors. AVISCO 
deals with both general line and 
Buyers 
strive to have each key distributor 


specialized supply firms. 
cover his assigned area as effectively 
as possible, and as broadly as pos- 
sible. “We want to take maximum 
advantage of the well organized and 
effective distributor, and give him 
maximum incentive to serve us,” 
they explain. 


“It takes two years,” says Abbott 


distributor and 
AVISCO together to reach maximum 
effectiveness. If he works out, we 


want to broaden his potential with 


Smith, “for a 


our plants.” 

AVISCO contracts usually cover 
categories or groups—lamps, V-belts, 
bearings, etc. There are also a large 
number of repair part orders. 

As for prices, they are established 
as a discount off published price lists. 
AVISCO buyers explain the price 
factor and the part it plays as fol- 
lows: “AVISCO recognizes price as 
a factor and factor in 
AVISCO’s cost. 
management by the distributor and 
AVISCO plants is what really re- 
duces cost. It is here AVISCO buyers 


concentrate.” Price is negotiated on 


only a 
Effective materials 


the basis of volume and service. No 
time limit is set on the distributor 
agreement beyond provision for at 
least an annual review. “What counts, 
therefore,” says Smith, “is what we 
have not written down: That extra 
value added by distribution. We in 
turn undertake, for our part, to make 
Such 
mutual obligations can only be ful- 


materials management work. 


filled in an atmosphere of give-and- 
take and true cooperation. You can- 
not spell out a requirement like this 
on paper.” 

But the machinery for making the 
agreements work is well established. 
All contracts are negotiated by pur- 
chasing executives, and the crucial 
talks take place in Philadelphia. Pre- 
ceding these sessions, thorough sur- 
veys of the plant in question have 
been made by the AVISCO buyer 
and plant personnel. Further plant 
surveys are held periodically during 
the life of the agreement. 

AVISCO’s buyers are now spend- 
ing more time with the plants and 
with distributors to reduce costs and 
improve materials flow. They are 
making a special effort to see that the 
agreements cover the “unexpected,” 
as well as the distributor's part in 
removing surplus. “We know it is 
essential to sell and resell the distribu- 
tor management and to coordinate 
at the local plant if the individual 
buyer is to succeed,” says Smith. 
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AVISCO idea team: J. H. Saville, general purchasing agent; W. H. Butts, division pur- 
chasing head and Abbott M. Smith, Jr.. MRO buyer, map out new buying program. 


THE CHANGING BUYER’S IMAGI 


buyers 


AVISCO’s talk 


about their project with missionary 


Though 


zeal, they have realized from the start 
that the concept of stockless purchas- 
ing would be considered radical not 
only by distributors and plant operat- 
ing groups, but also by many of their 
own colleagues in purchasing. Those 
who were instrumental in promoting 
the took 
to do a thorough job of re-educating 
key personnel in both AVISCO and 


in supply firms on the meaning of 


program, therefore, time 


materials management. General Pur- 
chasing Agent Saville, Division Pur- 
Agent Butts Abbott 
Smith first worked on changing the 
AVISCO buyer’s image of himself. 
“We told “that 


here have ex- 


chasing and 


him.” said Saville. 


from on, he would 


panded responsibilities. He would 
have the bigger and more meaning- 
ful responsibility of efficient move- 
ment of materials.” 

Streamlining of routine’ under 
stockless purchasing could make this 
possible, Saville explained. Freed of 
his former red tape, the buyer could 
now concentrate on larger problems. 
The man with talent would respond. 
The buyer with no experience in any- 
thing but detail work and prices. 
would have to be retrained for an up- 


graded function. “The buyer now has 
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to think about such problems as re- 
ducing stocks, cost reduction in the 
whole area of materials. or improved 
had to 


think in terms of total procurement! 


commodity mixes. He has 


costs—not merely) price-costs.” 

\ major obstacle to having the new 
program accepted in AVISCO plants 
was the natural fear of plant person- 
nel that loss of inventory would mean 
loss of protection. But the drive to 
reduce all segments of manufacturing 
cost in the past few years helped over- 
come this. Plant managers and engi- 
neers were quick to see the over-all 
cost advantages of stockless purchas- 
ing, once the practical mechanics of 
the program were outlined to them. 
Engineering groups have cooperated 
AVISCO’s 


specific projects to reduce stocks and 


closely with buyers in 
revamp materials procedures. At the 
practical working level of craft fore- 
men and stores personnel, the ben- 
efits of the program became apparent 
as soon as pilot operations with dis- 
tributors were started. 

As for AVISCO’s 
buyers are pleased with their prog- 
it takes 
distributors 


distributors, 


ress. but are unaware that 


some time to convince 


that stockless purchasing is different 
price-depressant 


from conventional 


contract business. Distributors, for 
good reason, are extremely wary of 


the typical big-plant contract. “Once 


the distributor sees that our program 
is not like the others,” says Division 
Purchasing Agent Butts, “he takes 


The 


difference is like night and day be- 


a real interest in our welfare. 


tween the performance of distributors 
when they started with us and their 
performance now.” 

AVISCO’s buyers believe the scope 
and complexity of their project pre- 
cludes faster progress. “If anyone 
thinks stockless purchasing is easy.” 
says Abbott Smith, “let him start, as 
9,000 


items in seven plants. Then re-catalog 


we did. with miscellaneous 
all these items to get rid of duplica- 
tions. Then and then 


split up the whole into the logical 


standardize, 


and best distributor sources. He will 
soon see that purchasing alone can 
never do the job. He will have to 
rely on good distributors to help.” 
Smith adds: “We can’t any longer 
reduce costs the easy way—an extra 
5%on V-belts, for example. Today 


we must experiment with big ideas.” 


Stockless purchasing will ultimately 
demand true “multi-level selling,” 
AVISCO’s buyers predict. They have 
already instituted “multi-level buy- 
ing” in that each area of interest in 
AVISCO 


buyers, plant managers, storekeepers, 


purchasing executives, 
engineers, accountants and produc- 


tion men—are closely and formally 


involved in stockless purchasing. 
“Multi-level 


Agent 


selling.” General Pur- 
Saville 


mean the 


chasing points out, 


“would distributor, too, 
would have a ‘salesman’ for each area 
of interest: the distributor executive 
working with purchasing executives: 
his inside and outside men with our 
storekeepers and plant operating 
sup- 


pliers’ man with our engineers; his 


men; his product specialist or 


trafic manager with ours.” 

Abbott Smith adds: “What we have 
done is to assume responsibility for 
effective materials management. We 
want our distributors to assume re- 
sponsibility for the whole job of dis- 
tribution, not just selling on price. 

“We the distributor’s 
profits up, our costs down. 


can show 


“Sure, this program is succeeding— 
with much still to be done.” 





FAR WEST Distributor Visits 


“Distributors have a definite stake in 


foreign trade.” Wallace Campbell observes 


after a “‘trade mission” trip to Iran 
and Afghanistan late last year 


“The world is truly a wonderful place—you have only to 
travel over this old globe to appreciate how worth saving 
it is.’ So said Wallace H. Campbell, former president of 
the National Industrial Distributors Association, in one 
of many speeches he has made since returning from a 
26,000-mile tour of Afghanistan and Iran last year. 

The president of Seattle’s Campbell Industrial Supply 
Co. was a member of a Department of Commerce “trade 
mission,” which spent seven weeks investigating trade 
prospects in these Middle East countries. The mission 
was headed by Bradley Murray, a Commerce official, and 
included, in addition to Campbell, R. L. Frey, president of 
a Chicago import-export firm, and A. V. K. Babcock, 
manager of the Arizona Public Service Co.’s area devel- 
opment department. 

The trade mission program was initiated in 1955 to 
get U. S. and foreign businessmen together to talk about 
two-way trade prospects. So far, the program has sent 
hundreds of businessmen in small teams to nearly 60 
countries, where they have taken a first-hand look at local 
conditions and discussed trade possibilities with foreign 
businessmen and government leaders. 

Each mission takes along a number of “business pro- 
posals” from U. S. firms interested in dealing with the 
country the mission will visit, and returns with similar 
proposals from foreign businessmen anxious to trade 
with the U.S. 

In addition to stimulating the exchange of goods and 
services, the trade mission program is credited with 
broadening understanding between the U.S. and these 
countries, 

For example, as Campbell points out, the mission’s 
visit to Afghanistan should help disabuse many Amer- 
icans of the idea that this landlocked, largely pastoral, 
somewhat backward nation of 13 million people is falling 
into Seviet Russia’s grip. Although their big, aggressive 
neighbor has advanced huge credits to speed industrial 
development, the Afghans are accepting this largesse with 
healthy skepticism. “Afghans,” says Campbell, “are con- 
fident they are qualified to deal with Russia without 
losing their independence.” In their words they phrase it: 
“We are good rug traders, and feel we can get along with 
Russia for a while.” The mission’s on-the-spot look at the 
country disclosed a wide-open opportunity for U.S. to do 


business, and thereby gain Afghanistan’s friendship. 

The mission spent one week of its three weeks in 
Afghanistan attending the annual Jeshyn Trade Fair in 
Kabul, the capital, and consulted with many Afghan 
businessmen who showed a marked preference for U.S. 
goods. 

“No one who has visited Afghanistan,” he says, “would 
be so foolish as to suggest there is or will be large and 
profitable markets for American manufacturers’ products 
in this distant country. Russians are low-cost producers 
and we continue to climb the lonely road to higher and 
higher production costs. Russia shares a common border; 
American products must be shipped over a long and 
expensive route.” 

“But,” he adds, “I was astounded time and again . . . to 
find American products in use which had been introduced 
ten years prior, had received no promotion from the 
manufacturer, and yet their sales volume had continued 
to increase.” 

He emphasizes, however, that the Afghan becomes a 
“trade-name buyer” once he is convinced of a product’s 
superiority. 

Provided they can furnish the service and long-term 
credit to cover the long shipping period (water trans- 
portation to Karachi, Pakistan, then overland transport 
to Afghanistan), U.S. manufacturers will find a growing 
market for automobile and truck tires, trucks and buses, 
agricultural implements, small power tools, hand tools, 
textile machinery, tannery equipment, construction ma- 
chinery, etc. 

Nothing approaching the industrial distributor setup of 
the U.S. has appeared in Afghanistan, says Campbell. 
because the economy is not sufficiently industrialized to 
support such a system. 

Iran, where the mission spent the remaining four weeks 
of its assignment, was in sharp contrast to Afghanistan. 
the mission found. “Teheran, the capital,” Campbell says, 
“is as different from Kabul as Cokeville, Wyo., is from 
New York.” 

Thanks to its enormous oil production, Iran is rapidly 
building a full-blown, twentieth-century economy. To 
push development, the government instituted a seven-year 
plan (now nearly completed) to be followed by a five-year 
plan. “Although,” says Campbell, “these efforts have pro- 
duced outstanding and often startling progress, the overall 
financial result has been one of overtaxing the economy.” 
As a result, the Iranian government has increased import 
taxes and started a campaign to encourage foreign invest- 
ment in plants to expand domestic production. 

Under this program, the list of Iran’s imports will be 
dominated by industrial and agricultural machinery and 
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NEAR EAST 


Wearing towel to ward off intense heat, Campbell inspects the 
ruins of once-mighty Persepolis in the central Iranian piateau. 


equipment required for the build-up of the country’s pro- 
ductive capacity. 

The members of the mission visited six cities in Iran 
(Tehran, Tabriz, Khorramshahr, Abadan, Shiraz, 
Isfahan), visited 15 plants, consulted with 127 Iranian 
businessmen at the U.S. trade information center and in 
the six cities visited, and met scores of government and 
business people in the course of general meetings, panel 
sessions, and receptions. 

The mission took 107 business proposals submitted by 
U.S. businessmen and returned with 66 proposals sub- 
mitted by Lranians. 

The mission found the complexion of business in Iran 
not without some blemishes. They noted a shortage of 
capital, tight credit, and a lack of business experience by 
wealthy landowners anxious to enter private enterprise. 
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Inhibiting the flow of the landowners’ capital into busi- 
ness, also, is the fact that most private companies are 
almost entirely family projects with no financial state- 
ments of earnings or even any standard accounting 
procedures. 

Campbell mentions an old Iranian (Persian) custom 
with which U.S. businessmen should acquaint themselves 
if they plan to get into that market—“bakhsheesh.” “It is 
recognized as common practice,” says Campbell. “And it 
is defended. You extend a gratuity to your waiter. Why 
hesitate extending a gratuity to anyone responding with 
the service you require, right on up to the prime minister, 
if need be.” 

He adds: “Bakhsheesh isn’t good Rotarian. It isn’t 
good Boy Scout, but it will take decades to change. Mean- 
while, we are in a trade war and Russia is definitely 
striving to gain control of the Iranian market. So, when 
in Iran, do as the Persians do and you will be in the 
company of the British, Germans, French, Italians, 
Czechs, and Poles.” 

But, he asserts, there is more to trade competition than 
this. While the Iranians like many American products 
and many American products have the advantage of 
design and patent superiority, high domestic production 
costs will certainly damage U.S. trade prospects.” 

“We are away out in front on the road to higher and 
higher production costs,” says Campbell. “We are now 
finding that it is a very lonely road to be on. No other 
nation has followed our lead. Only we have adopted the 
philosophy that we can build a more abundant life by 
increasing our costs and prices every year.” 

Besides the “right price on our price tag,” Campbell 
advocates that “our greatest need is for aggressive, in- 
terested, and informed sales representatives in foreign 
And instances of poor parts service, in- 
adequate financing terms, and even neglecting to print 
instruction booklets in Persian have resulted in lost busi- 


market areas.” 


ness for American firms. 

And Campbell recommends training more foreign 
students in the U.S. “Many of Iran’s fine businessmen 
and a great many of their men in public office have been 
educated in America, and they are very friendly to 
America.” He was impressed by the fact that Iranian 
engineers favored with orders companies in the countries 
where they had been trained. 

He believes strongly that “distributors have a definite 
stake” in foreign trade. “Contrary to the belief of the 
average distributor, we distributors are directly affected 
by our customers’ and suppliers’ loss of markets. It is 
as much our responsibility as theirs to see that the facts 
are known so steps can be taken while there is still time.” 
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YOU NEED THE RIGHT 
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‘A small compary today must, if it 
wants to move forward, make a mas- 
ter plan, with complete organization 
and built-in controls. This plan must 
be prepared originally by top man- 
agement from a clean sheet of paper. 
lt should be predicated on personnel 
and facilities to be made available, 
and not necessarily on those nou 
available. . .” 

These words express, in part, the 
management philosophy of Herbert 
M. Karol, executive vice-president 
and general manager of the George 
J. Arafe Co., Inc., Boston industrial 
rubber goods distributor, whose “or- 
ganize from the beginning” principle 
was examined last month. 

After setting up his master plan 
and establishing broad company ob- 
jectives (expressed in the Arafe 
“company creed”), Herb Karol set 
about getting the organization—in 
other words, people needed to im- 
plement and carry out the objectives. 
He says, “After having decided what 
you want done—in other words, your 
master plan—vyou must then go out 
and get the people to do it. You 
must not let personalities affect the 
direction in which you want to go 
nor becloud the objectives and goals 
you ve set for your company.” 

The organization at George J. 
Arafe Co., Inc., is broken into four 
largely independent (of one another) 
divisions, each with its sales and 


) es.” 
5 % . . 
ai. product managers (see organization 


i ‘ , . ron 
Pia chart, Nov. 61 ID. pp. 72-73). 
Herb Karol, left, is stopped in office by sales manager of mats and matting, Jay Poll- In making these managers a part of 
lock. Arafe managers are given almost complete autonomy in operating their divisions. the management team in practice as 
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In any firm, organization is fundamental, for an 


organization is, basically, people. A Boston specialist fol- 


PEOPLE 


lows this principle in making his company successful. 


well as in title, Mr. Karol makes cer- 
tain that these men “are supplied with 
the working tools they need for max- 
imum freedom and efficiency in their 
jobs.” Primary among the tools he 
names are: responsibilty (with the 
that with it, of 


money (determined by the 


authority goes 
course ) ; 
budget); adequate, trained person- 
nel; sales promotion; and liberal 
travel expenses, including leased cars 
for salesmen. 

The managers have specific re- 


Mr. Karol 


“Their framework of delegated re- 


sponsibilities. As says, 


sponsibilty and accompanying au- 
thority is clearly defined in the or- 
and they are 


ganization manual. 


controlled with clearly defined and 
expected results, goals and budgets.” 
This is best examplified by the job 
description appearing in the boxes on 
the next pages. (While this particular 
job description is that of the sales 
manager for Product Group Four 
(mats and matting), the delegation of 
authority and responsibilities of the 
sales manager of this division may 
be said to be typical.) 

Of special interest and what might 
be termed the “heart” of this sales 
managers job description is the 
“monthly sales progress report” sub- 
mitted by him to the General Mana- 
ger as outlined in paragraph 6, sub- 
paragraph i. 

This progress report generally in- 
cludes, in conjunction with the re- 
quirements noted in the job descrip- 
tion, the 


comparison 


amount of sales and a 


(good or bad) with 
goals; analyses of special large ac- 
counts; coverage given to accounts 
(emphasis of time, size of customers. 


etc.) ; new ideas (one recently-adop- 
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ted idea is that of sending product 
managers out one day per week on 
regular sales calls, giving Arafe “al- 
most the equivalent of one new out- 


old, 


new, active and dropped accounts; 


side salesman”); number of 


amount of business obtained which 
was originally quoted on; mark-ups: 


and suggested changes in territories. 


shown here relates to the personnel 
responsibilities of this sales mana- 
ger: recruiting, training and educa- 
ting salesmen as well as concerning 


himself in large measure with per- 
relationships 
affect the 
individual salesman’s performance. 


But, at the 


sonal problems and 


since these may greatly 


same time. the sales 


In his office, Karol uses morning to catch up on correspondence and dictation. He 
meticulously schedules time; of paramount importance are meetings with his managers. 


In addition, any other matter of gen- 
eral or unusual interest may be dis- 
cussed in this report. 

The section under “General” head- 
ing of the job description is worthy 
of special note since it also indicates 
responsibilty 


the true managerial 


(with, of course, the concomitant 
authority) of the managers in the 
\rafe organizational set-up. For ex- 


ample, much of the job description 


manager has the authority to go with 
these responsibilities in that he ex- 
ercises a high degree of control, 
manifested by his stated ability to 
fire,” 


sign or change territories and quotas, 


“hire and settle disputes, as- 
approve or disapprove expense re- 
ports, determine compensation plans, 
and assume general overall direction 
of the sales force. 


continued 











Jay Pollock answers Herb Karol’s question about territorial alignment, 


SALES MANAGER —Mats & Matting 


Reports to the General Manager, and is responsible for the production 
of sales, according to established quotas and budgets. Authorized to 
hire and fire sales personnel, and direct their duties within the scope 
of company sales policies, and shall remain responsible for all the 
activities of George J. Arafe Co., Inc., salesmen. 


Responsible for sales policy within the scope of company general sales 
I } ) I pany ¢ 

policy, including the establishment of prices, and determination of 
salesmen’s pay and incentive plans, 


Develops plans for all promotional and publicity activity within the 
scope of his budget, and to present them to the General Manager in 
organized verifiable form for approval. 


Concerns himself with the development of new markets, and new 
business, as well as the maintenance of existing sales volume; and with 
the investigation and study of sales potentials, markets, product and 
consumer sales history, new product potential, and customers. 


Responsible for the recruiting, training and education of all sales 


personnel in the matting division, and the supervision and scheduling 
of their duties. 


Functions & Duties of the Position 


1. Achievement of sales quota objective: 


a. Assigns territory quotas, broken down from division quota, pro- 
vided by the General Manager; 

b. Determines or approves any changes in territory or individual 
territorial customer, or overall sales quotas. 


2. Maintenance of budget: 

a. Maintains a current check on direct sales costs of individual 
sales representatives, and sees that appropriate action is taken; 

b. Responsible for the administration and control of all field ex- 
pense budgets; 

c. Approves or takes appropriate action on all bills and expense 
reports originating in his division; 

d. Determines or approves any special financial arrangements 
with individual sales representatives, including approval of drawing 
accounts and control of debits. 


3. Administrative duties: 
a. In consultation with the product manager, is responsible for the 
administration of company service policies and adjustments; 


continued on page 53 








Right People continued 


The responsibilities of the product 
managers, and their authority, as 
stated in the job description section 
of the company organization manual, 
generally parallel those as shown in 
the foregoing example, except that 
product managers are primarily con- 
cerned with their product specialists 
rather than with an outside sales 
force, and with product availability, 
pricing, etc., (see November JD), as 
opposed to marketing and sajes. 

All job descriptions, down to and 
including clerks, secretaries and cer- 
tain warehouse personnel, are to be 
found in the Arafe company organ- 
ization manual. As with the organ- 
ization chart, the manual is period- 
ically reviewed and changed or 
expanded whenever felt necessary in 
keeping with the policy of flexibility 
which Mr. Karol insists upon. 

Just as in the company creed, the 
manual is kept simple. Accessible to 
all employees, it “must be clearly 
understood and _interrelationships 
distinctly seen by all.” The company 
creed is in front of the manual, fol- 
lowed by the organization chart. 

Job descriptions are followed by 
general company policy whieh out- 
lines hours, vacation time, sick leave, 
overtime, holidays and related sub- 
jects. 

The last and largest section is 
given over to “standard practices.” 
In this section is a detailed descrip- 
tion of procedures to be followed in 
the handling of routine or normal 
company activities. Included under 
standard practices are the procedures 
for handling: 

¢ purchasing (stock and non-stock 
products) ; 

* minimum order charge; 

*quotations and follow-up sys- 
tems ; 

* sales; 

* pre-pricing and pricing of orders; 

*coding (of sales orders) ; and 

* physical inventory taking (semi- 
annual) 

The manual is readily accessible to 
all employees, and Mr. Karol encour- 
ages employees to make themselves 
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theroughly acquainted with its con- 
teats. Indeed, he goes over their job 
descriptions with employees at least 
twice per year, telling them what, in 
general, is expected of them. 

Herb Karol sees a distinct need for 
the top management of the small firm 
“to surround itself with adequate 
professional and administrative staff, 
whether they be full-time internal 
employees, or people called in from 
the outside. I believe that a top ex- 
ecutive, no matter what the size of 
the company, should have the advise 
and help of conservative-thinking 
lawyers, accountants and bankers, and 
optimistic and liberal-thinking mana- 
gers and advertising personnel.” 
Apropos of this line of thought, 
George J. Arafe Co., Inc., has a 
“working” board of directors. 

Drawing an analogy here, he says, 
“I believe a great deal in the advise 
of the expert. If I’m sick, I'll call a 
doctor. If I build a house, Ill hire an 
architect. In a small business, you 
can’t always have these professionals 
on your staff, but they are available.” 
In practicing what he preaches, Karol 
lunches once per week with his at- 
torney, somewhat less often with his 
banker, and is in frequent touch with 
his professional auditing firm. At 
present, he is thinking of calling in 
a management consultant to help him 
further improve the internal opera- 
tions of the company. 

In trying to perfect his own man- 
agerial ability, Karol plans his time 
and carefully schedules all working 
hours. As he says, “big corporation 
executives do it—why shouldn’t 1?” 
For example, his conferences with his 
sales and product managers he con- 
siders of paramount importance 
with 90 minutes alloted to each, sales 
managers conferences are held on 
the last Friday of every month, and 
product managers meet with Karol 
the first Monday of every month. 
“During these periods, the progress 
for the last month is discussed and 
the schedule for the next month is 
scrutinized,” says Herb Karol, char- 
acterisically adding: 

“But—from then on, the manager 


is on his own.” 
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continued from page 52 


b. Responsible for the control and methods of all division systems, 
and works in consultation with the office manager and product man- 
agers in this connection; 

c. Responsible for the control and assignment of other division 
staff functions that may be added from time to time. 


4. Personnel and manpower: 

a. Maintains manpower quota assigned: 

b. Secures applicants for job vacancies, in accordance with 
standard recruiting policies; 

c. Conducts scheduled interviews with each sales representative 
every 60 days to uncover present or potential causes of trouble. Pro- 
vides outlets for salesmen’s tensions: job, family, interests, attitudes, etc. 

d. Handles personnel problems as they arise on the job, and con- 
sults with the General Manager on any problems that cannot be solved 
with his authority; 

@. Separates employees after approval by the General Manager, 


following prescribed procedures. 


5. Maintenance of current sales volume: 

a. Checks and controls activities of each sales representative as to 
adequate number of calls, quotations, proposals, etc. ; 

b. Directs sales representatives in doing balanced sales job in 
respect to company products, and new and re-order business: 

c. Provides General Manager with immediate forecasts and long- 
range plans for achievement of quota objectives. 


6. Development of general sales effectiveness: 


a. Responsible for training new sales representatives. by traveling 
with them, holding meetings, and other methods, according to company 
training plan. Maintains personal contact and close working relation- 


ships with all sales representatives in division; 

b. Plans general development and promotability of sales repre- 
sentatives and to advise General Manager of their progress: 

c. Through the media of meetings, letters, memos, directives. tape 
recordings, etc., promotes sales ideas, inspiration and effective work- 
ing habits to the salesmen under his jurisdiction; 

d. Maintains personal contact with key accounts, from both an 
administrative and a sales basis, to determine relative position of the 
company vis-a-vis competition; effectiveness of sales coverage. and 
what improvements can be made; 

e. Interprets and sells company policies; 

f. Settles disputes between salesmen and territories on sales credit 
splits: 

g- Reports to the General Manager widespread negative attitudes 
towards company plans, policies, or programs that may be developing 
either within the trade or the sales force: 

hh. Provides opportunity and makes recommendation: > the 
promotion and advancement of qualified personnel; 

i. Prepares a report once per month on the progress of his division 
from the point of view of current sales, marketing progress and 
problems. and. in his opinion, the ability to meet quotas and budgets. 
The report is also to relate his activities with predetermined company 
goals: 

j- Veets annually with the General Manager, with organized out- 
lines and plans in hand, prepared for discussion of company goals, 


marketing policies and overall longe-range division plans. 











1961-62 CSIDA officers: James Allen 


CSIDA DISCUSSES 
BETTER POLICIES FOR 
BETTER PROFITS 


Central States Distributors stress basic need to study 
management and marketing policies of their firms, in order 
to realize profits which should be forthcoming in ’62 


nN 


1- V4 in 
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(2nd from left), president; J. L. Rickert 


(left), vice president; Charles Price (right), secretary, and J. F. Bennett, treasurer. 








1962 CSIDA Meeting Calendar Of Events 


More than 730 distributors and suppliers attended the 29th 
annual convention of the Central States Industrial Distributors’ 
\ssociation, held November 19-20 at the Edgewater Beach Hotel 
in Chicago. The convention opened with an afternoon contact 
booth program during which suppliers visited with distributors. 

Second day highlights included a business meeting, morning 
and afternoon contact booth sessions, a luncheon, a fellowship 
hour, and a banquet and variety show. 

Lewis W. Gilbert, Screw Machine Supply Co., Chicago, pre- 
sided at convention sessions. James Allen, Allen Supply Co., 
Cedar Rapids, lowa, was elected association president along 
with J. Lloyd Rickert, Rickert Industrial Supply Co., Milwaukee, 
vice president; J. Forrest Bennett, Couch & Heyle Co., Peoria, 


Illinois, treasurer; Charles Price, Knapp Supply, Muncie, 


Secretary 








“Conditions seem to be static. There's 
no gloom, but there’s no concerted 
feeling that there’s anything startling 
in the air, either. It’s just one of 
those ‘wait and see’ things.” 

“All the people I have been speak- 
ing to feel that there will be a 
definite upswing next year, and are 
looking for better selling from both 
manufacturers and distributors.” 

“Things are really starting to firm 
up now; during the past 30 days our 
business has been solid. If only it 
wasn’t for that !$$! price situation!” 

These comments, from distributors 
and manufacturers interviewed at 
random in the new exhibition hall 
of the Edgewater Beach Hotel (where, 
the advertising said, 120 Cadillacs 
could fit and where 732 distributors 
and manufacturers did fit during the 
convention contact booth sessions and 
joint meeting), seem to have at least 
two things in common: all suggest 
the possibility of profits in the com- 
ing year and each implies the need 
to reexamine basic policies if this 
profit is to be realized. 

Which, coincidentally, happened to 
be the theme of the convention: 
“Proper Policy Produces Profits.” 

This emphasis on the importance 
of re-examining basic policy in light 
of changing conditions was reflected 
in talks delivered during the joint 
business meeting and during the 
luncheon. Joint business meeting 
speakers included A. W. Tucker, vice 
president, sales, for the Henry G. 
Thompson & Son Co., New Haven, 
Conn., and L. J. Friedel, vice presi- 
dent-manager, Globe Machinery & 
Supply Co., Davenport, lowa. Fea- 
tured luncheoa speaker was Earl W. 
Kintner of Arent, Fox, Kintner, Plot- 
kin and Kahn, Washington, D. C. 

Mr. Tucker, discussing “Policy and 
Responsibility,” called for a “return 
to fundamentals” to combat “a heed- 
less type of competition that is a 
challenge to the stability of our in- 
dustry and especially to the cutting 
tool industry.” Exploring the nature 
of this competition, Tucker stated 
that it has been produced by an “al- 
most hysterical” attempt to “grab 
volume for volume’s sake”, and cited 
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some instances of its occurence (i.e. 
the manufacturer who “protects him- 
self first” when distributor sales dip 
by “opening up the area for addi- 
tional distribution;” distributors and 
manufacturers who “meet competi- 
tion” to get large volume accounts 
while “the buyer sits back and waits 
until one outbids the other:” the dis- 
tributor who accepts blanket orders 
“open at both ends” so “if prices Zo 
up the blanket order is a guarantee 
against increases if down, the 
buyer gets the benefit of any de- 
crease.” As current approaches to 
solving such problems, which he said 
“circumvent our vaunted policy state- 
ments” and threaten “our confidence 
in the integrity and veracity of each 
other,” Tucker listed “new pricing 
policies” and “a new approach to re- 
Ulti- 


dis- 


sale and distributor pricing.” 


mately, however, Tucker said, 
tributors and manufacturers “must go 
back to our code of ethics, to our 
statements of intentions” and re-read 
some of the resolutions passed by 
joint industry committees to make 
any plan effective. 

Tucker stated that 


“this whole mess was started without 


In summary, 


collusion; it was started by men who 
willed it. 


common 


If we still have enough 


sense, the common sense 
that made our business prosper, prob- 
ably we can yet perform the miracle 
that we all hope for.” 

In his talk “Your Policy is Show- 
L. J. Friedel analyzed the re- 
sponsibilities of both the distributor 


and the manufacturer for formulat- 


ing,” 


ing policies that will “determine our 
position in industry, our prestige and 
our financial success or failure.” 
The manufacturer, he stated, has 
the responsibility of selecting “true 
industrial distributors’—as defined 
in Buzzell’s “Value Added By Indus- 
trial Distribution” study—as an out- 
let for this product. “Lack of dis- 
cretion in selecting distributors soon 
leads to . . . low price trends (and) 
excessive multiple distribution that 


makes adequate stocks impractical 


for any distributor.” Other areas 
cited by Friedel where manufacturers 


have policy obligations include: 
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* Sales Manufacturers 
should have properly trained repre- 


sentatives in the field and conduct 


Training: 


good schools and training courses for 
their distributors.” 

¢ Distribution Channels: Manufac- 
turers should not compete directly 
and 


“furnish accurate lists of their dis- 


with their distributors should 


tribution . have you ever noticed 
that manufacturers who are selective 
in their distribution have proper 
policies and usually have the high- 
est gross and net margins?” 

On the subject of the distributor's 
responsibility, Friedel suggested the 
following guidelines for developing 
“realistic, workable policies”: push 
lines of “a high enough quality to 
meet customer needs:” institute com- 
modity control programs and insist 
that stocked to 
achieve stock 


turnover: hold proper margins and 


salesmen sell items 


“proper volume and 


if volume falls off as a result, “merely 
shift our efforts to the sale of profit- 
able lines;” streamline paper flow 
and trim unneeded personnel: train 
salesmen “not only in product knowl- 


On this 


Friedel 


edge. but in salesmanship.” 


subject of sales training, 
stated that salesmen generally fall 


“high 


pressure.” “low pressure” and “vacu- 


into one of three categories 


ums” —and that it was “refreshing to 


find a few more salesmen who border 


on the high pressure side. There must 
be enthusiasm in every sale.” 

In his luncheon address “The Fu- 
ture of Free, Competitive Private En- 
terprise”, Earl Kintner first discussed 
anti-trust legislation in terms of its 
historical perspective (“The Ameri- 
can experience has developed indi- 
vidual freedom to its highest point in 
the history of the world, but the 
American experience has also fur- 
nished the world an example of the 
successful use of law to control the 
predatory excrescences of individual 
conduct”), then went on to analyze 
specific provisions of the Robinson- 
Patman law as they affect the selling 
policies of distributors and manufac- 
turers: “in a nutshell, the . . . act is 
designed to allow the small entre- 
preneur an opportunity to compete 
on equal terms with larger competi- 
tors, absent cost differences or other 
special circumstances”; “it must be 
emphasized that the law does not pre- 
vent a seller from giving a lower price 
to a specific customer if that custo- 
mer performs a function otherwise 
performed by the seller”; “danger 
(on quantity pricing schedules) arises 
when the quantity price break bears 
no relation to the manufacturers’s 
cost or . . . schedule is rigged (so) 
a few large customers can take ad- 
vantage of the upper bracket price 


breaks” etc. 


A. W. Tucker (left), H. G. Thompson & Sons Co., and J. L. Friedel (right), Globe 


Machinery & Supply, were featured speakers at association joint business meeting. 
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{ Case for Salesmen 


HOW TO HANDLE THE 


POT-SHOOTERS 
FROM THE 
BIG CITY 


Bob the desk 


sales manager, snuffed out a cigarette in exasperation. 


Salesman Shaw, seated across from his 
“It's not that I'm getting bitter or anything, Frank.” 
he said, “but this is the second time this week I’ve been 
outsold by a lousy telephone call. and it’s getting kind 
of irksome. Isn't there anything we can do about it?” 
Frank Hendler cupped his hands upward in a gesture 
of resignation, 


“Look, Bob,” he said, “you know what the situation is. 


rhings are getting real tight in the big city, so that ‘pot 


shooters’ are 
sticks. 


even if we wanted to. 


starting to hunt around out here in the 
But heck, we couldn’t begin to meet their prices, 
After all, all they have to do is 
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make a couple of phone calls, while we've got te main- 
tain a sales force that travels thousands of miles a week. 
We'd go broke trying to compete with them on price. 
I’m afraid it’s just one of those things we're going to 
have to wait out.” 

“I'm tired of waiting, Frank,” said Shaw, somewhat 
heatedly, “and I’m starting to get tired of the dopey 
attitude of some of these P.A.’s. You take Jenkins over 
at Acme, where | just lost that fat V-Belt order. 
he’s getting a good price on the belts, but what will he 


Sure 


I asked him, and you 
that 
freight is charged up to another department, not his. 


be paying for freight charges 
know what he said? He said he doesn’t care 
So then I ask him what he expects by way of service and 
guarantees, and he tells me that his job is to get the best 
price and the hell with everything else. I mean, what 
can you do with a guy like that?” 

¢ If you were salesman Shaw, what would you do with 
a guy like Jenkins? 

¢ If you were sales manager Hendler. how would you 
advise your salesmen to sell in the face of price competi- 


tion from “pot shooters”. 


Write your solution to: ID’s Case Editor. Industrial Dis- 
tribution, 330 W. 42nd St., New York 36, N. Y. 


(To find out how the case turned out, see page 115) 


INDUSTRIAL DISTRIBUTION 








POWELL MAKES IT A SIMPLE MATTER 


To find the right valve, just call Powell. It’s that 
simple, since Powell offers the world’s largest 
variety of industrial valves for virtually any flow 
control problem ... such as handling water, oil, gas, 
air, steam and corrosive fluids. 


What’s more, you don’t have to wonder about Powell 


a 


fy a 


performance. It’s built-in through sound engineer- 
ing, development, materials and workmanship. 


So, remember, finding the right valve can be a simple 
matter when you specify Powell Valves. For further 
information, call your nearby Powell Valve Distributor 
(there’s one in every major city), or write us direct. 


115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VALVES 


THE WM. POWELL COMPANY ~ CINCINNATI 22, OHIO 
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Old Faithful... 


your Republic Stainiess Steel Distributor 


is the predict typ 


Like the precise physicals of ENDURO" Ste inless Steel, 
your Republic distributor is a known quantity. You 
save money with regularity when you count on him 
for unbiased technical assistance, unbeatable stainless 


steel, unc onditional dedication to SERVICE. 

His business 18 built that w He offers fine stain- 
less steel adequate stocks . . and a full-time 
delivery system that can get material there fast. Give 
him a try. Pressure on oF pressure off. old faithful is a 


good man to know! 


REPUBLIC 
Stainless Steal 
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ELLS "EM ABOUT YOUR STOCK OF REPUBLIC 


ENDURO STAINLESS STEEL—offers p 
oe ' 5 a tart 


REPUBLIC TELLS 

YOUR CUSTOMERS 

WHAT YOU KNOW 

...AND SELL! ie a 


TELLS 'EM ABOUT YOUR STOCK OF REPUBLIC 
BOLTS AND NUTS — ; 3s y fast 


expert wh 


One of the latest beatnik ways of saying 

that something goes ’way beyond the 
ordinary —‘“‘It just won’t quit!” That’s about 
the way it is with Republic distributor- 
support ads! You'll find them, every 

month, in publications read by your best 
customers. These ads “‘just won’t quit!” 


GET A QUOTE WITHIN THE HOUR 
FROM YOUR REPUBLIC PIPE 


FREE REPRINTS WILL GIVE YOU MORE SALES 
MILEAGE! You can build valuable familiarity with 

your customers and prospects, with free reprints of these 
advertisements mailed from your office. Send the coupon 


below to arrange for the quantity you need. 
TELLS "EM ABOUT YOUR STOCK OF REPUBLIC 
STEEL PIPE—ond makes the point t 


are backed by put s new 


REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


Geen ash gee a ANE AN EE en 
Experienced in baiancing material tiow .. 


Your Stee! Service Center comes REPUBLIC STEEL CORPORATION 
bisa . oan OO re DEPT. 1D-2955 
0 le 1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
area. . We'd like more sales mileage! Send information on: 
=a O Republic “tell and sell’””’ © Cold Finished Steel Bars 
ae es ad reprints O Enpuro® Stainless Steel 


smabaenehe Antaseiinnatia 3) = 0 Bolts and Nuts 0 Steel Pipe 
tn reer sae 7 Name Title 








Company 
Address 
City 


TELLS "EM ABOUT YOUR STOCK OF REPUBLIC 
COLD FINISHED STEEL BARS 











“T don’t know who you are. 
I don’t know your company. 
I don’t know your company’s product. 
I don’t know what your company stands for. 
I don’t know your company’s customers. 
I don’t know your company’s record. 
I don’t know your company’s reputation. 


Now—what was it you wanted to sell me?” 


MORAL: 


Sales start before your salesman calls—with business publication advertising. 


_&%: McGraw-Hill 
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McGRAW-HILL PUBLISHING COMPANY, INC., 330 WEST 42nd STREET, NEW YORK 36, N. ¥. 
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Air Hoist—Lightweight, compact. Load King Wire Rope or Link Pul-Lift—Ratchet handle ac- Tractor Trolleys— Motor driven. 
Explosion proof motor. Infinite Chain Electric Hoist— Two brake tion. Self-actuating load brake. Push button control. Pulls any 
speeds. Roller or link chain, safety feature. Weather resis- Fracture resistant safety hooks. type of equipment. Capacities: 
pendant or pull-cable control. tant. Capacities: % to 2 tons. Link or roller chain models. p to 5 tons. 

Capacities: % to 1 ton. Capacities: % to 15 tons. 


As a Yale Hoist distributor, you can offer each customer the 
‘ hoist his job calls for—not a compromise that almost fills 
the bill. 


YQ U Your customer gets the right lifting power, the right sturdiness 
for the load, the right features, the right level of maintenance 


FLL TH F costs, the right operating economies. And the right price for 
his application from the broadest line in the industry. 

This means a strong distributor-customer relationship that 

lets you build a reputation for service . . . a repeat business 

... and good profits. 


0 F TH E Yale Materials Handling Division, 
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Philadelphia 15, Pa., Dept. H-104. Y A | zi 
R | G HT H 0 j ST A division of The Yale & Towne 
Manufacturing Company. HAND, AIR, AND ELECTRIC 


HOISTS * TROLLEYS 











YALE & TOWNE 





Load King Hand Hoist—Portable, 
highly efficient, fast hoisting. Revo- 
lutionary Synchro-matic load brake. 
Ball bearings on all rotating shafts. 
Capacities: % to 12 tons. 

















Midget King Electric Hoist—New Close Headroom Load King Trolley Cable King Electric Hoist—Heavy duty. All 
link chain model picks up loads not Hoist—Adjustable, lightweight, effi- types of suspension. Two brake safety. Air 
directly under hoist. Safety limit cient. Supplied with plain or geared cooling assures long life. Capacities: 4 to 
stops. Roller chain model available. trolley. Capacities: % to 12 tons. 15 tons. 

Capacities: %& to 2 tons. 
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Making far less hose do more work. US has introduced a line of just five hoses that meet 85% of all hose needs. 
The new 5-85 Line, covering air, water, steam, oil, and fire hose, is a product of the design and manufacturing abilities 
that have made US the world’s leading supplier of industrial hose, for every conceivable hose application. 








You'll always have the hose to make the sale when you handle 
the most complete line in the industry. And you'll have the finest, most 
saleable hose as well. Performance and completeness have made US 


the leader in the industry, have made US Distributors the hose author- 
ities in their trading areas. 
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Kaiser Steel depends on U.S. Peerless* Water 
Hose to prevent costly pipe skid burn at its Fontana, 
California, mill. This premium-quality general-purpose 
water hose, here carrying both cooling and heated return 
water, has demonstrated its superior resistance to age, 
abrasion, heat, and pressure in applications throughout 
the entire metal working industry. 
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Long after other hose have failed from the cuts, 
abrasion, and abuse of heavy-duty work, U.S. Matchless® 
Air Hose can be seen powering equipment at mining and 
construction sites everywhere. Its unique ability to with- 
stand the toughest treatment is but one reason why 
U.S. Rubber is the largest producer of hose in the world, 
with a complete line of hose for every industrial need. 
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US Hose washes the “Seminole Chief,” the giant 
new machine in the St. Regis Paper plant in Jacksonville, 
Fla. Receiving no care whatever, this hose works 24 hours 
a day, 7 days a week. It’s roughly handled, lies on the 
floor constantly. Yet thanks to its abrasion resistance and 


durability, US Paper Machine Hose takes care of itself. 
H 129 











For every industrial rubber product need, turn scription. Discover why U.S. Rubber has become 
to US. For Conveyor Belts, V-Belts, the original the largest developer and producer of industrial 
PowerGrip “Timing” Belt, Flexible Couplings, rubber products in the world. See your U.S. 
Mountings, Fenders, Hose and Packings... Rubber Distributor or contact US directly at 
custom-designed rubber products of every de- Rockefeller Center, New York 20, N. Y. 


* 
WORLD'S LARGEST MANUFACTURER U * c St ¢ R be 
OF INDUSTRIAL RUBBER PRODUCTS TRS n q e te | es U er 


MECHANICAL GOODS DIVISION 
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«+. and we, at Bristol, know that it’s not 
enough just to get one foot in the door— 
you’ve got to get both feet in and have 
something to say after you’re there. 
That’s why Bristol doesn’t rest on its 
laurels as manufacturer of the most ex- 
tensive line of precision socket cap and 
set screws on the market, in both stand- 
ard hex and Bristol-originated multiple- 
spline sockets—even though they embody 
the skill and craftsmanship developed 
in 47 years of socket screw experience, 
and more than 70 years as a precision 
instrument builder. Instead we are con- 
tinually on the alert to give you: 
* More Door-Openers. Bristol is con- 
tinually on the alert to give you some- 
thing new to talk about... both to 
prospects and steady customers. Recent 
example: Bristol’s complete line—both 
hex ‘and Multiple-Spline—with famous 
Nylok 


steel 


self-locking inserts, stainless 
socket 
screws of all types, a highly improved 


°T.M. Reg. I 


socket screws, miniature 
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The N ylok Corporation 


Bristol's Hex Socket Screws 
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automatic feeder driver, and the new 
WRENCHKING wrench. 


* More first-rate talking points. Take 
Bristol’s 17-step quality control, for ex- 
ample, that assures your customers of 
a product that is uniformly best, day in 
and day out. 


* More home-office backing. To name 
a few ways, there are fast deliveries, 
national ads to pre-sell your customers, 
a continuous stream of publicity in trade 
papers, industrial magazines, and con- 
stant participation in trade shows, 
displays. 

These are just a few things you get, 
as a Bristol distributor, in addition to 
a top quality product line. For more, see 
column at right—all designed to give 


you more sales, more profits, ACCcO 
easier and faster... because y 

3ristol knows that it pays to } 
give the distributor more = 


than an even break. asaoccer 
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Multiple. 
Spline 
socket 


MORE BRISTOL DISTRIBUTOR AIDS 


Fast Distributor Service 

e One day shipment on urgent orders. 

e Telephone, telegraph, teletype to an- 
swer inquiries fast. 

e E-Z order form has net prices; photo- 
copied to end error. 

¢ Speedy order filling, pricing, stock con- 
trol methods. 

¢ Functional bulk-order packaging. 


Promotion Kit Advertising 

e Easy-to-read catalogs, brochures. 

e Concise technical and product data. 

« Smart self-mailers, envelope stuffers, 
¢ Planned program for mailings. 

¢ Heavy schedule of national ads. 

¢ Publicity, displays, trade shows. 

¢ All inquiries referred to you. 


Distributor opportunities are still open in a few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision instruments. 


-g~@.. Bristol's Multipie- 
* ab Spline Socket 
* Screws 


Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 124” diameter. 





THE 
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COMPANY 
Socket Screw Division 
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Crane diaphragm valves...kind to compressors 


Does your compressor run itself ragged 
pumping air through a leaky stuffing 
box? 

Stop this expensive and annoying leak- 
age with Crane Diaphragm Valves. Their 
“packléss” design makes them ideally 
suited for service on compressed air lines. 

No stem packing is required in this 
valve. The customary stuffing box around 
the stem has been eliminated through 
the use of a flexible diaphragm mounted 
between body and bonnet. The diaphragm 
keeps an absolutely tight stem seal and 
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there is no chance of leakage. 

Crane Diaphragm Valves are available 
in sizes ¥2” to 2” (Screwed ends in Bronze, 
Cast Iron, Aluminum and 18-8 SMo); 42” 
to 14” (Flanged ends in Cast Iron) and 
Yo” to 6” (Flanged ends in Aluminum and 
18-8 SMo). 

The “packless” feature also makes these 
valves an excellent choice for many other 
fluids. For complete details contact your 
Crane Distributor. Or write to Crane Co., 
Dept. B Industrial Products Group, 4100 
S. Kedzie Ave., Chicago 32, !Ilinois. 


AT THE 
HEART 
OF HOME AND 
INDUSTRY 


ne bet SARIN ie 


CRANE 
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VALVES + PIPING + PUMPS 
PLUMBING «+ HEATING + AIR CONDITIONING 
WATER TREATMENT 
ELECTRONIC CONTROLS + FITTINGS 





No other Ratchet 
combines all these « 


% Superior 
Features 


Narrow head © Sturdy, thumb 
operated reversing lever ¢ Ball-and 
spring reversing-lever stop © Easily 
cleaned (wearable parts can be 
easily and inexpensively replaced) « 
Thin handle with knuried grip and 
hanging hole © Fine tooth gear (re 
quires less space to operate) © 
Extremely easy ratcheting action « 
“", %" and %" square drives 


* National 
Aeaains 


During the next 60 days 2,253,719 
copies of leading industrial and 
metaiworking publications will carry 
Series “90° Ratchet advertising. With 
normal “pass 
ten miltion 
readers 
Prospects are directed to ARMSTRONG 


ship, these ads 
will be before 
(ndustria! Distributors 


ARMSTRONG BROS. 


5205 WEST ARMSTRONG AVE. « 


‘ARMSTRONG 


scnes QO’ 


Easiest to Sell..* 
toughest to sell against 


Addition to the ARMSTRONG Line of the new Series “90” 
Ratchet puts the ARMSTRONG Distributor in a position to 
dominate the ratchet market. Here is a tool with easily demon- 
strated superiority that salesmen can carry and promote profit- 
ably. Check the features outlined at the left, and you will see 
why this is so. Since several of these sales points must be seen 
to be fully understood, your ARMSTRONG Representative will 
soon be in to go over the ratchet with you. 

The superior sales points of the new Series “90” ARMSTRONG 
Ratchet are the subject of a promotional campaign being con- 
ducted during Oct. and Nov. 1961. All ARMSTRONG national 
advertising is featuring the new ratchet. Free, imprinted self- 
mailers and ad reprints are available for Distributor use. Special 
demonstrator ratchets and point-of-purchase stock display 
boards will help the ARMSTRONG Distributor capitalize on 
this sales program. Every ARMSTRONG ratchet you demon- 
strate will build sales for your entire line of ARMSTRONG Tools. 

This is a typical example of how ARMSTRONG combines 

expert tool knowledge with effective, 
distributor-minded promotion, to make 
the ARMSTRONG Line easy and 
profitable to sell. 


a 


TOOL CO. 


CHICAGO 46, ILLINOIS 


9 
RATCHET 


* 
Supporting 


Extra Heavy Duty Ratchets 


ARMSTRONG Ratchets come in ali needed 
sizes and types from “Miniatures” to “Giants” 


ft 
Drivers, Extensions and Attachments known 
for their strength and long life—specia! alloy 


steels, precision machined, heat treated and 
beautifully finished 


Drop Forged Wrenches 


Literaljy thousands of types and sizes of 
quality, industrial wrenches Nationally recog - 
nized as the finest 


To exactly meet each need. 
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it became a valuable storage area—and a profitable distributor sale 


Now, lift trucks drive into it, drive thru it—not just drive 
up to it. In fact, thanks to the variety of customized 
arrangements made possible by Acme Steel’s new Drive- 
In and Drive-Thru Racks, any wasted space can pack 
palletized items. They offer faster, more convenient access 
than any other high density storage structure. 


“Customization” needn't scare off your customers. 
Standard components do the entire job. They tailor the 
installation to best suit type of material stored, loading 
and unloading requirements, and the physical layout of 
the warehousing area. 


But the story doesn’t stop here. You've got unsurpassed 
safety, strength and stability to sell. You've got the easiest 


rack set-up and adjustment story in the industry. Even 
“tough” customers will sit up and listen—and buy! 


New Drive-In and Drive-Thru Racks extend the quality 
and convenience that has made Acme Steel’s AIM Brand 
‘*All-Putpose”’ Rack universally successful. 


ACME STEEL COMPANY, Fabricated Materials Division, 
Dept. IHD-121 135th St. & Perry Ave., Chicago 27, Ill. 


ACME 


IDEA LEADER IN 


FRAMING 


STEEL 





BARNES 1s 4 


KEY DISTRIBUTOR LINE 


A complete line of top quality products used by 
9 out of 10 plants you call on. 


Consumeable products build repeat sales. 


Higher profit, more turnover than most other 
key lines. 


Agressive sales assistance by factory-trained sales 
engineers. 


Distributor sales policy geared for creative 
distribution. 


For complete facts on the BARNES line 
contact your Barnes sales engineer or write— 


w.o. BARNES co., 1nc. 


1297 TERMINAL AVENUE 
DETROIT 14, MICHIGAN 


BAND SAW BLADES HACK SAW BLADES HOLE SAWS 
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THE Zee LOW-COST 
>5"MULCORAM' 


MULCONROY COMPANY 
54th and Jefferson Sts., Phila. 31, Pa. 


We are interested in the new No. 5 “MULCORAM.” 
Send Complete Details. Have Field Representative Call. 








Company 


Address 





City 











"MULCONROY Siéardi... 
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To make it easy and inexpensive for 


you to give your customers coupled hose 





of any kind... for every high or low 
pressure service ... almost as quickly as 


you can now make delivery of plain hose. 


This new, compact “MULCORAM” occu- 
pies a space only 14" x 22" on the 
bench... is easily operated by any man 
in your shop... attaches a “HOLEDALL” 
COUPLING (%" to 1") to the hose in a 


matter of seconds. Uses 110 or 220 volts. 


Mail Coupon for Details, Prices 


“HOLEDALL”’ COUPLINGS— Unequalled for effi- 
ciency, safety and long service life. Attached to 
any type of hose without buffing or skiving. Insep- 
arably integrated with hose structure as shown in 
cross-section. Made of steel, with male or female 
1.P.T. Streamlined design. 


WHERE OTHERS S. 








PROFITABILITY 


ents $59.50 net billing r indéistr 
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QUALITY 


that's why Machinist's Vises 
. and particularly WILTON Vises 
are worthy of your investment in sales effort « mai inventory! 


WILTON 


WILTON TOOL MANUFACTURING CO., INC Schiller park, Illinois 
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easy to handle with Bethlehem braided slings 


This propeller is 22-ft across, 4-ft thick at the hub, and weighs 62,500 pounds. It’s one 
of two screws which will propel the largest merchant ship ever built in the United States 
—a 106,500 dwt tanker with a capacity of 38,242,000 gallons. 

Easily handling the big wheel are two Bethlehem 8-part braided flat-body slings, 
each 18-ft long. The wire rope used to braid the slings is %-in. diam Purple Strand. 
Flat-body types, in this case 4-in. wide by 1%-in. thick, have wider load-bearing surfaces 
than standard slings. They are well-balanced, too, extremely flexible, safe, and highly 
resistant to kinking. In the larger sizes especially, they are much easier to handle. 

Bethlehem makes a wire rope sling for every job—in single- and multi-part construc- 
tions, and with a complete line of end fittings. If you'd like to handle Bethlehem slings, 
or just want to explore the subject, write us in care of Wire Rope Sales Department. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. Export Soles: Bethlehem Stee! Export Corporation 
for Strength 


. . « Economy 
Versatility 
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I NEEDLE VALVE MAY BE 8 
- COMBINED WITH ANY 
OTHER CAPITOL ITEMS 


: FOR FREIGHT ALLOWANCE » 


Nennnnnnend 























) globe pattern- 
} angle pattern 
also available 


This new needle valve was made to 


i. educe maintenance 


Long, trouble-free life has been engineered into this 
Capito. forged steel needle valve. 
t ">> _siIntensive study of forged steel needle valves in service 
9 Upper Seat — allows repacking — showed the vulnerable points. CapiroL combined proven 
under pressure while valve is in use. design, quality materials and careful workmanship to pro- 
; z duce a superior needle valve. 

10 Packing problems are eliminated with miracle Teflon, rec- 
Bonnet — power tightened soit can ommended for temperatures to 450° F. Tight connections 
not be accidentally Gymemabies, are assured by more pipe threads, double checked by Army- 

y ” Navy gaging practices. All 12 major features, listed at the 
Pt ass 5 oh left, combine to insure worry-free service. 
11 sun Td — tare OES open Service: Engineered for service in chemi- 
pat cal, petrochemical and allied process in- 
dustries. Pressure Rating: 5000 psi at 
70°F. Testing: Each valve leak-tested at 
100 psi; custom-testing to 10,000 psi upon 
request. Sizes: 4” thru 4”. 


CAPITOL MANUFACTURING CO. 
Division of Harsco Corporation, 
Columbus, Ohio 


SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION 
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NEWS 


Products 74 
Markets SO 


People 100 





SUPPLIER TELLS DISTRIBUTORS OF POLICY 90 


Carborundum held 14 meetings in various parts of the United States to apprise 
its distributors of its policy published in the form of 110-page manual. 
Several films were also shown to emphasize cardinal points. The company’s three 
divisional sales heads shared the job of presenting the policy to distributors. 


FORECASTS SEASONED WITH INDICATORS 92 


In working out its sales forecasts and prognosticating the sales future, Dodge 
Mfg. Corp. employs a technique of relating them to some general economic indi- 
cators—such as estimates of plant expansion outlays, the supply of money, etc. 


AFBDA SPOTLIGHTS DISTRIBUTOR PROBLEMS 100 


Members of the Anti-Friction Bearing Distributors’ Association met in Chicago 
to talk over their distribution problems. New members were welcomed during 
the sessions and officers were elected for the coming year. Business potential 
and specific problems affecting profits were discussed during seminars. 


CAMPBELL’S NEW PRODUCT SHOW 112 


With more and more new products being put on the market every day, Campbell 
Industrial Supply, Seattle, decided to turn the problem into an opportunity 
by holding a new products show in Seattle headquarters and its Tacoma branch. 





NEW PRODUCTS ON THE 


MARKET New ad 





IMPACT WRENCHES 


Series 400 pneumatically operated 
impact wrenches have a '4-in bolt 


hex 


14-in 


capacity with a 4-in female 


quick change chuck, %4 and 
drive squares. All models have a 
\4-in pipe tap, are available with 
either pistol grip or straight type 
handles. Wrenches operate on low 
air consumption, have a high run 
down speed. Impact mechanism 
doesn’t depend on springs or centri- 
fugal force for operation, and all are 
reversible, with full power in either 
direction. Airetool Mfg. Co., Spring- 


held, Ohio 


Hip-roof tool box is also 
a two-drawer tool chest 
Hip-roof tool box. Model 110. is a 


combination box and chest, easily 
carried in one hand by the top handle, 
that full- 
length tray. 


two 
tote 


opens up to reveal 


drawers and a 


Separation of tools is excellent, 


maker claims. Drawers move on 
spillproof compound slides, tote tray 
is drawn of one piece of steel and 
has smooth, easy-to-clean, rounded 
corners. Tray has a socket compart- 
ment and a comfortable-to-grip tubu- 
lar handle. Box-chest closes with 
two heavy-duty latches. There is also 
a padlock hasp. Dimensions are 20 
x 9 x 9%-in. Huot Mfg. Co., 500 


N. Wheeler, St. Paul 4, Minn. 


SPACE HEATER 


Space heater is a portable oil-fired 


unit for temporary heating and dry- 
ing in frigid working areas on con- 
and farms, and for 


struction sites 


industrial emergency applications. 
Unit’s low pressure firing is said to 
provide .90 gallon fuel consumption 
per hour, permitting heater to operate 
13 hours continuously at low fire. 
Burner atomizes fuel centrifugally 
so there is no odor, smoke or build-up 
of fumes. Unit has no nozzles, burner 
orifices to become 


tips or small 


clogged, requires no adjustments. 
Temperature output of 70,000 to 
125,000 B.T.U. is controlled by turn- 
Unit 
operated 


ing dial from low to high. 
weighs 42 lbs., 
standard 


can be 


wherever electric voltage 
exists. Thor Power Tool Co., Aurora, 


il. 


Motor reducer features 
involute helicoid thread form 


Motorized worm gear speed reducers 
have high-capacity involute helicoid 
thread form designed to facilitate 
installation and interchange of mo- 
tors. Reducers are available in eight 
sizes for motors from one to 20 hp, 
with center distances from 2% to 
8-in, speed ratios of 5:1 to 70:1 and 
higher. Either single or double-en- 
shafts 
Motors are readily attached to or 


tended gear are available. 
detached from a flange in gear case. 


Motor and worm shafts are con- 
nected by couplings which require no 
lubrication. De Laval-Holroyd Inc., 


121 First Ave., Trenton 2, N. J. 


GUN KIT 


Gun kit consists of company’s 8L00B 
soldering gun and a “Kormat” solder 
dispenser which is said to offer maxi- 
mum soldering convenience, keep 
solder clean and reduce solder waste. 


Weller Electric Corp., Easton, Pa. 
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Improved Products with Sales Possibilities for Industrial Distributors 
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STEEL GATE VALVES 


Inside-screw small steel gate valve, 
designed for fast installation in a lim- 
ited space, has screw or socket ends, 
available in a bolted bonnet design 
in 11%” and 2” sizes, and in a union 
through 1”. 


Features include inside-screw rising 


bonnet in sizes 1%” 
stem, solid-wedge disc, and rolled-in 
seat rings. Valves are rated 800 lbs. 

850°F. 2000 Ibs—100°F. 
Lunkenheimer Co., Cincinnati 14, 
Ohio 


and 


% 


Motors operate on all standard 
voltages, single or polyphase 


Line of integral-hp, explosion-proof 
a.c. motors, ranging from 1 thru 5 
hp, operate on power supply of all 
standard voltages and frequencies, 
single or polyphase. Single phase 
motors are capacitor start induction 
run producting high torques from 
250 to 350% and overload capacities 
averaging 250% of full load torques. 
Polyphase motors are of squirrel 
cage design, also providing high 
starting and, as specified, normal and 


Motors 


UL approved for operation in Class 


high running torques. are 
I, Group D and Class II, Groups E, 
F, G hazardous locations, continuous 
and intermittent duty. Leland Ohio 
Electric Co., subsid. Howell Electric 
Motors Co., 1501 Webster St., Day- 


ton, Ohio 
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RETAINING RING PLIERS 


Line of “Truarc” retaining ring pliers 
are available in a wide range of sizes 
to handle rings from \%& to 10-in 
diam., includes “internal” pliers for 
rings in a bore or housing; “ex- 
ternal” pliers for rings about a shaft; 
with 
pivots for either internal or external 


“universal” pliers adjustable 
type rings. “Field” plier is recom- 
mended for maintenance and general 


field 


springs and adjustable positive stops, 


use; “standard” plier, with 
is recommended for production line 
assembly. Plier tips are permanent. 
Owatonna Tool Co.. Owatonna, Min- 


nesota 


a 
# 


ORBITAL SANDER 


Lightweight. 


sander produces satin smooth finish- 


heavy-duty orbital 


ing of wood, metal, plastics or plaster 


on flat, vertical or overhead surfaces. 
maker claims. Sander sands up to 
vertical edges and corners, leaves no 
swirl marks. Power: 115 volt AC-DC 
230 
volts available. Direct drive action. 
Diam. of orbit Y%-in, 10,000 orbits 
per minute. Weighs 5 lbs., is 534-in 


(oversize) motor standard, 


high x 35¢-in wide x 10%4-in long. 
Furnished with package of 10 as- 
sorted sandpaper sheets. Milwaukee 
Electric Tool Corp., 5340 W. State 
St., Milwaukee 8, Wis. 


Cutting wheel converts tubing 
cutter into plastic pipe cutter 


Cutting wheel, for use in company’s 
No. 205 tubing cutter, converts this 


tool into a plastic pipe cutter in a 
matter of seconds, maker claims. Rec- 
ommended for either thin or heavy 
wall rigid plastic pipe, cutter has a 
capacity to 2-in Schedule 120 plastic 
pipe (14-in wall thickness). Wheel 
eliminates both internal and external 
burrs by means of a specially de- 
signed radius, insuring uniform dis- 
tribution of solvent on the inner sur- 
face of the fitting when making up a 
joint. Cutter is said to offer an ad- 
vantage over hacksawing plastic pipe 
in that an absolutely perpendicular 
proper 


joints, is guaranteed with each cut. 


cut, essential in forming 
Wheel may be removed or inserted 
in a matter of seconds and stored in 
Ridge Tool Co., 


handle of cutter. 


Elyria, Ohio 





“We can depend on 


—) 
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Jenkins for the answer... 


Much of our success in selling valves 
has been built on service to valve users. 
Helping to solve their problems... 
helping to reduce their costs requires 
real know-how. Whatever the prob- 
lem, we can depend on our Jenkins 
Representative for the answer. Jen- 
kins policy makes him part of us, just 
as we are treated as a part of Jenkins 
rather than as a customer.” 


From the “arapevine” that carries back 
some of the things distributors say about us 


® 
MOST TRUSTED TRADEMARK IN THE VALVE WORLD 
SINCE 1864 


Sonhins Broj 
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Lubricator has “sight” dome to 
see changing oil delivery rate 


Compressed air line lubricator, called 
the “Sight Feed” 


transparent dome 


lubricator, has 


through which 


changing oil delivery rate can be ob- 


served during manual adjustment. 


Lubricator is offered in 14, 8., 4%, % 


and l-in pipe sizes for service to 150 


psi, will provide accurate, constant 
oil delivery in applications that move 
as little as one to two cubic feet of 
Unit 


changeable inlet and outlet ports for 


air per minute. features inter- 


easy installation. a bowl that can be 
easily removed and replaced without 
tools. Hannifin Co., Dept. 506, 501 


S. Wolf Rd., Des Plaines, Ill. 


Valves are designed 
for extreme service 


Line of high pressure, 1500 |b. gate, 
globe, “Y”, and lift check valves for 
positive control of reactive hydro- 
carbons and chemicals have internal 
areas designed to provide minimum 
turbulence for efficient fluid handling 
and control. Choice of butt welding 


or flanged ends is offered on any of 


socket ends 


valve 


new valves: welding 


available in sizes 2-in and 


under. Globe and lift check valves 
available in sizes 14-in to 4-in, gate 
types in sizes 114 to 4-in, and “Y” 
types in sizes 4% to 1%-in. Design 
features include an extended bonnet 
which enables handwheel and stuffing 
bow area to be located in an isolated 
position away from low temperatures 
of the cryogenic system; austenitic 
stainless steel construction for cor- 
resistance, 


Steel 


rosion 
{lloy 
eB 


impact strength. 


Products Co., Linden, 


HARD RUBBER FUNNEL 


Reinforced. 


chemical resistance to wide variety of 


one-quart funnel has 


corrosive materials, is developed 


specifically for chemical processing 
industries. Features include increased 
top diam. to permit molding of 1 ,'y-in 
reinforced lip which, thick-stemmed 
spout makes funnel more stable and 
impact resistant, while retaining 
light-weight characteristics. Stokes 


Molded Products, Trenton, N. J. 


Bond allows more economical wet 
or dry grinding of carbide 


Resinoid bond for diamond wheels. 
designated B-56, is said to perform 
substantially better on wet grinding 
operations than other wheels desig- 
nated for wet grinding only. Wheels 
made with bond also outperform 
dry grinding 


Wheels 


available in all 


wheels designed for 


only, maker claims. made 


with bond are 


sizes and shapes. In general, bond 
does not require a change in wheel 
specification for doing same opera- 
Co., 


tion as former wheels. Norton 


Worcester 6. Mass. 


Portable air drills 
weigh less than 3 pounds 


“Series 94” air drills, in straight and 
offset models, have a drilling capacity 
to ;'s-in and a choice of eight speeds 
for efficient drilling of a wide range 
of materials including steel, cast iron, 
and plastics. 


non-ferrous metals 


Available in straight models with 
lever throttle or pushbutton throttle, 
and offset grip models with trigger 
throttle. Weight ranges from 17% to 
27, lbs. Speeds available range from 
500 to 16,000 rpm. Thomas C. Wil- 
son, Inc.. Long Island City, N. Y. 


HEAT PUMPS 


Line of commercial heat pumps offer 
trouble-free, year-round heating and 
cooling using most reliable, simple 
and economical design concept yet 
developed, maker claims. Pumps, 
made for use in the 20 to 300 ton 
field, are based on positive forced 
feed circulation of refrigerant thru 
respective summer or winter evapo- 
rator. Evaporators have advan- 
tageous heat transfer rates and com- 


fully 


slugging during operation, switching 


pressors are protected from 
and defrosting. Design eliminates 3 
and 4-way valves, expansion valves, 
oil separators and oil receivers, many 
Unit 
availability in both air to air and air 


refrigerant controls. features 


to water operation, replacing conven- 


INDUSTRIAL DISTRIBUTION 





tional heating applications. Recom- 
mended for schools, churches, hospi- 
tals, apartment houses, factories and 
shopping centers. Worthington Corp., 
Air Conditioning Div., East Orange, 
Vew Jersey 














Tube benders boost 
work speed, accuracy 


Two tube 
364-FH and _ the 
164-FH, are 


positioning and handle crossing while 


benders, the 3-Position 
Double Action 
said to eliminate re- 
making bends to 270-deg. 3-Position 
model gives three selective starting 
positions for bends to 90, 180 or 
270-deg., is ideal for work in close 
calibrated for 


quarters. Bender is 


bend angles, available for *, ,', and 
14 O.D. tubing. For difficult bending 
Double Action 


%%.in OD tub- 


ing, completes bend in practically one 


jobs over 90-deg., 
bender, available for 


motion, without distortion. /mperial- 
Eastman Corp., Chicago, Ill. 


WELDING HELMET 
“Wide-Vision” 


helmet, No. 880, is light weight (22 


Fiberglas welding 
) 
ozs. complete with lens, uses lens 
4% x 


vision, has weight equivalent to units 


size 5\%-in for maximum 
using smaller 2 x 414-in lens, maker 


claims. Helmet is recommended 
where increased vision is desired for 
welding and for heavy impact face 
protection. Fibre-Metal Products Co., 


Chester, Penna. 
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NUTDRIVERS 


Line of “Hold-E-Zee” 


available in nine sizes. from *s 


nutdrivers are 
thru 
‘%-in, are of chrome plated, hard- 
tempered steel, and incorporate such 
features as a special socket design 
which holds nut for quick, easy ap- 
plication; a hex shaped socket and 
shaft which permits using a wrench 
for applying extra torque ; handles of 
shock-proof, fire re- 
sistant “Tenite II”; and a “Lok-Blok” 
insert in handles which makes them 


unbreakable, 


impact and twist proof, maker claims. 
Nutdrivers also available in Vinyl 
roll kits, for the workbench, hanging 
on a peg board or carrying in pocket. 
Upson Bros., Inc., Rochester, N. Y. 


Epoxy cement offers exceptional 
flexural strength, resists abrasion 


Silica-filled cement, called 


Sonite EG-2, sets rapidly at room 


epoxy 


temperature following a one-to-one 
mix of its two parts. Electrical prop- 
erties are excellent and shrinkage 
negligible, maker claims. Applica- 
tions to %4-in thickness may be made 
on vertical surfaces without resulting 
sag. Smooth-On Mfg. Co., Jersey City 


= 


ae 


Liquid pumps are designed to 
handle petroleum in bulk storage 


Line of self-priming petroleum liquid 
pumps, called “Prime-Line”, is de- 
signed to provide a complete line of 
pumps for handling petroleum in 
bulk storage plants. Consisting of 
11 different models with suction sizes 
from 3 to 6-in, units are powered 
with either long or close-coupled elec- 
tric motors and have capacities from 
100 to more than 1200 gpm. Pumps 
offer fast priming against static dis- 
charge head, pump efficiencies as 
high as 74%, “Remite” shaft seal 
which assures virtually leak-proof 
unit, long life. Marlow Pumps, Div. 
Bell & Gossett Co., Box 200, Midland 


Park, N. J. 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Sales Mgr. 


Manheim Manufacturing 
and Belting Company 


| are referring to the 
next ten years as the “Soaring 
Sixties.’”” They are predicting that 
our gross national production will 
expand from $500 billion this. year 
to $700 billion by the end of 
the decade. 

These same economists point out 
that one of the important factors in 
achieving this higher economic pros- 
perity is greater machine productivity. 

That’s where we come in. 

You and I both know that Veelos 
adjustable v-belt drastically cuts 
machine downtime, is easier and 
faster to install, reduces vibration 
up to 90%, is longer lasting because 
its flexible link construction allows 
it to run cooler. 

And Veelos offers you a very 
definite economic benefit, too. With 
every sale you make a cool 324% 
profit on your investment. That’s 
more than you make on endless 
v-belt. Here are just a few examples 
(using comparable amounts of end- 
less belt): 

On a 100’ reel of A size Veelos you 

make over $16.00 more than on 17 

A-75 endless belts. 

Ona 100’ reel of B size Veelos you 

make over $12.00 more than on 33 

B-38 endless belts. 

On a 100’ reel of C size Veelos you 

make almost $21.00 more than on 

25 C-51 endless belts. 

With all the advantages that 
Veelos offers you and your 
customers, wouldn’t you be wise to 
give Veelos an extra sales push 
right now? If you want more facts, 
I'll be glad to supply them. Just 
write me. 


One Cltparide) 


®eeeeeeeeeeeeeeeeeeeeeeese 
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NEW! VEELOS TOOL wll ° 
Use this new Ak —_— 


tool to increase op” === 
your adjustable 

v-belt business. 

It makes uncoupling and coupling 
any link v-belt simple and easy. 
And it makes selling Veelos easy, 
too. Show it to prospects as well 
as present users. for bulletin. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 





MORE IN IT FOR YOU! 





Best deal anywhere! Sel! top 
quality Abell-Howe handling 


equipment 


earn a big and 


better percentage. And listen 
to this—you can sell Abell- 
Howe products because you 
not only can meet but usu- 
ally beat competition when 


wend 


NOW 


READY 
FOR YOU! 


JIB CRANES 


8 types. Rugged, economical, 
free swinging. Also special jibs 
for your customer requirements. 


DO-IT-YOURSELF JIBS 


A fast-selling item. Abell-Howe 
Wall Bracket Jib Crane Fittings. 
Customer supplies I-beam and 
tie-rods. Good profit for you! 


PORTABLE GANTRY 


Inexpensive utility crane for 
countless lifting-moving jobs. 
Use with either hand chain or 
plug-in type electric hoist. Pros- 
pects unlimited! 


ABELL-HOWE CO 


7779 Van Buren Street . 


it comes to price and 
Abell-Howe guarantees 
its products to be the 
finest available today 
So there you have it 
products you can 

really sell, and a far 
better deal for you 
Let's get together 


WRITE 
WIRE OR 
PHONE 
TODAY! 


MPANY 


Forest Park, illinois 


Chicago Phone EStebrook 9-6300 





: 


Reel stand is designed for small | 
volume users of steel strapping 


Lightweight steel strapping _ reel 


stand, said to be more economical 
than previous dispensers, has same 
coil capacity up thru 34-in x .028 
mill wound coils. Called Model NRE, 
stand is made of square steel tubing 
and weighs up to 10 lbs. less than 
similar reel stands, maker claims. 
Unit located 


strap guide which holds strap ready 


features conveniently 
for each application, plus an adjust- 
brake. Stanley Steel 
Strapping, Div. Stanley Works, New 


able friction 


Britain, Conn. 


Penetrating oil works quickly 
to free frozen or rusted parts 
“Lab-Lube”, 


oil with a built-in rust preventative, 


a jet spray penetrating 


spreads and wets out rapidly, pene- 


trates closest of tolerances between 


metal surfaces, freeing part and 
leaving a non-corrosive film of lubri- 
cation. Oil also cleans and lubricates 
small tools, locks etc. Spray container 
allows user to spray up, down and 
sideways. Alvin Products, Inc., 20-22 


Houghton St., Worcester 4, Mass. 


INDUSTRIAL DISTRIBUTION 





VENTURI FLOW NOZZLE 


Venturi flow nozzle, welded insert 
type, Model 134, is a differential pro- 
ducing primary flow metering ele- 
ment for service involving high pres- 
sures, high temperatures or severe 
thermal stresses such as are encount- 
ered in steam generating plants, 
petroleum-product pipe lines, and re- 
finery, applications. Nozzle is pro- 
vided with ends beveled or flanged 
for easy installation. No drilling or 
tapping of pipe line required. Ven- 
turi element is contained in a section 
of seamless steel pipe, permitting 
high working pressures. B-]-F In- 
dustries, Providence, 1, R. I. 


Dyna-Switch eliminates 
overloading of cranes, hoists 


Cable-socket type overload Dyna- 
Switch immediately stops motor on 
cranes and hoists when attempts are 
made to lift loads beyond preset 
limits. Cable socket feature permits 
installation in tight quarters when 
valuable head room is at a premium. 
Instead of eyes and hooks, lifting 
cable and socket are electrically 
welded directly into switch’s deflec- 
tion beam. Switches have a safety 
factor far in excess of strength of 
cable used. W. C. Dillon & Co., Inc., 
14620 Keswick St., Van Nuys, Calif. 


DANGER FLAGS, VESTS 


Line of high visibility, vinyl coated 


nylon, fluorescent danger flags, vests 
and sleeves, called “Fire-Glo”. are 
extremely resistant to sun fading and 
damage from weather exposure, 
maker claims. Vinyl coating is flexi- 
ble and adheres tenaciously to fabric, 
is easily cleaned with a mild detergent 
solution. Flags are available plain, 
with standard or special lettering, 
with staff or 


diagonal reinforcing, with wooden 


without; also with 
rod sewn in top with reinforcing wire 
and center loop at top. “Bulldog” 
flag clamp, with roughened neoprene 
coating on jaws, is available with 
flag. Charleston Rubber Co., 5 Stark 
Industrial Park, Charleston, S. C. 
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CUT IT 


CLOSER 


with Black & Decker Sabre Saw’s 
off-set blade design 


Cutting flush-to or around corners 
. . . B&D Sabre Saw gets closer 
with its unique off-set blade de- 
sign. Three-way blade spindle 
turns 90° and 180° to cut out 
pockets, quicker . . . cut into cor- 
ners, easier. Exclusive long-stroke 
action to go clean through every- 


Long-stroke action (1” blade stroke) 
for faster work and longer blade life. 


thing, safeguard blade guide for 
up-front control, rock ’n’ lock 
shoe design for steadiest handling 
... all assure solid sawing results. 


Black s Decker: 


CUTS MAN-HOURS TO MINUTES 


Adjustable blade spindle turns to cut 
right or left, backward or forward. 











4 
Donnelley-built 
catalog 

iS easy 

to buy from 
because 

it is 

CONCISE 

and 

WELL ORGANIZED 


tt 
Hn 


Example: Information on this full page from the latest Wilton cata- 
log is carefully condensed into a Donnelley Unit of only 3% x 4% 
inches—less than ¥ the size of the original page. The full page is 
appropriate for a manufacturer, but when the information becomes 
part of a Distributor’s widely-diversified catalog, concise presen- 
tation is required to enable the buyer to make quick, easy compari- 
sons. Let us show you how a compact Donnelley-built catalog can 
help increase your sales by making your customer’s job easy. No 
obligation to you, of course. Please call or write today. 


The Lakeside Press 

R. R. DONNELLEY & SONS COMPANY 

2223 South Park Way, Chicago 16, IIlinois 

Catalog Department Direct Telephone: 431-8174 (Area Code 312) 


SALES OFFICES ALSO AT 
220 East Forty-second Street, New York 17, Telephone YUkon 6-1144 
3460 Wilshire Boulevard, Los Angeles 5, Telephone DUnkirk 5-2946 





ELECTRIC BRAKES, CLUTCHES 


Fast-acting miniature and fractional 
HP electric clutches (pictured), 
brakes, and clutch-brake packages 
range in size from less than 1-in. 
diam. to 4-in diam. and in torque 
ratings of 1.5 to 240 lb. in. Appli- 
cations include aircraft components, 
servos, data-processing equipment, 
instrument drives, computers, testing 
equipment, similar equipment which 
requires rotary drives which cycle 
automatically or by remote control. 
Warner Electric Brake & Clutch Co., 
Beloit, Wise. 


~¢ -_ 
Chuck holds work as 
small as .001-inch 


“Micro-Mesh” 6 x 18 permanent 


magnet chuck has a close-spaced pole 
arrangement using  barium-ferrite 
magnets which permits machining of 
small, thin work (from .001-in). 
Chuck is said to show a holding 
power of 2'% lbs. per sq. inch for a 
piece .008-in thick. Because holding 
power over entire magnetic surface is 
uniform, chuck can be used fully 
loaded for maximum production. 
Usual weak zone in handle area has 
been elimiated by locating handle 
shaft support mechanism on chuck 
exterior. Over-all width of 618-4 
chuck is maintained at 9,',-in. Brown 
& Sharpe Mfg. Co., Industrial Prod- 
ucts Div., Providence 1, R. I. 
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IDLERS 


Bronze 


bushed \ ee 


added to company’s line are available 


pulley idlers 
in 4 different sizes for single groove 
A and B section Vee belts. are made 
of cast iron and feaure a one inch 
bore. Line also includes 14 sizes of 
flange flat pulleys and _ sprockets. 
Brewer Machine & Gear Co., 1441 


Second St., St. Louis 6, Mo. 


Oil filters offer two-stage 
micronic filtration 


“OFM” series oil filters, with capaci- 
ties to 300 gpm, are designed for two- 
stage filtration to trap and retain 
foreign particles over 8 to 10 microns 
in size. Applications include mobile, 
industrial, and marine and ordnance 
hydraulic systems. Two stage filtra- 
tion is achieved by using 2 layers of 
Alpha Cellulose. Filters offer full 
flow filtration at low flow rates. At 
high flow rates, pressure differential 
across filter causes a poppet valve to 
open, directing a portion of oil over 
poppet where it rejoins that portion 
of oil directed thru filter element. In 
three basic sizes, a variety of porting 
arrangements. Div. 
Sperry Rand Corp., Detroit 32, Mich. 


Vickers Ince.., 
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CUT IT ALL 


... with Black & Decker Sabre Saw’s 
exclusive long-stroke action 


Wood, metal, plastic or plaster 
... the B&D Sabre Saw cuts 
clean through everything. Fas- 
ter, too, with its exclusive long- 
stroke action. Unique rock ’n’ 
lock shoe design makes one- 
handed sawing on any surface 
a cinch. Safeguard blade guide 


SPECIAL INTRODUCTORY 
KIT OFFER. . . $99.50 
Regular Price $109.00 

LIMITED TIME 


gives you up-front control, ad- 
justable blade spindle makes 
perfect pocket cuts. Start to 


finish is shorter than ever be- 
fore with the B&D Sabre Saw. 


CUTS MAN-HOURS TO MINUTES 


@ Black s Decker: 


New, Sturdy, B&D Sabre Saw Kit makes taking the tool to the job easier, tool- 
protection no problem. Also contains 5 new B&D Blades for all-purpose use. 








Engagement 


AERO-SEAL JET’ worm drive hose clamps 


Clamp makers have tried to work out various devices and gadgets to provide 
a quick-attach worm drive hose clamp that won’t work loose, shake loose or 
knock loose—but meanwhile AERO-SEAL has gone ahead and done the job 
with the AERO-SEAL Jet. The patented Jet mechanism has the same size 
and general appearance as the regular AERO-SEAL, but you just insert the 
end of the band under the worm, squeeze, 
and z-z-zip!, the clamp is snug around the 
hose, ready to tighten. Threads engage 
positively with the band slots and can’t 
shake loose. 
AERO-SEAL bands and saddles are 302- 
18-8 stainless steel. All stainless also 
available. Sizes from 7/16” diameter to 
15 feet. (These big ones solve some tricky 
industrial fastening problems.) Try AERO- 
SEAL Jets and you'll never settle for any- 
thing less. 


BREEZE CORPORATIONS, INC. 
700 Liberty Avenue, Union, New Jersey 
BET ° Cable Address: Breeze, Union, N. J. 





Portable rotator has 
structural improvements 


Model 200 portable drum rotator, de- 
signed to agitate or mix drum con- 
tents to 500 lbs. in 30 and 55 gal. 
drums, has been strengthened with 
two horizontal channel sections to 
give greater rigidity to equipment. 
Idler reduction housing now has slot- 
ted brackets for chain adjustment and 
shaft size has been increased, with a 
chain guard now standard equipment 
on exposed sprocket for safe opera- 
tion and a reinforcer added to safety 
nose piece for greater stability. 
Morse Mfg. Co., Inc., 727 W. Manlius 
St., E. Syracuse, N. Y. 


TEFLON LINED HOSE 


“Teflon” lined hose is said to offer 
exceptional heat resistant high burst 
pressure-corrosion resistant service. 
Hose has inner core of 100% virgin 
TFE 6 Teflon, with metal over-braid- 
ing said to provide outstanding re- 
sistance to flexing, pressure, and 
vibration fatigue. Inner core will 
withstand temperatures from —65 
deg. to plus 500-deg. F. Timely 
Technical Products, Inc., 100 Pine 
St., Verona, N. J. 
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Small, rugged six-watt bulb 
developed for pilot lights 


Six-watt incandescent lamp is only 
half an i 


long, 


inch in diam. and 1,%-in 


including candelabra screw 
base. Lamp produces 36 lumens, has 
filament design that spreads light so 
it can be used with lenses of all colors 
in dial lights or other indicator ap- 
plications (i.e., miniaturization of 
pilot light assemblies used on many 
industrial and electric equipments) 
Voltage rating is 125, giving bulb an 
average life of 1500 hours. General 
Electric Co., Nela Park, Cleveland 12, 
Ohio 


Attachments convert hand-feed 
woodworking machines to power feed 


Attachments are said to double pro- 


duction from woodworking saws, 
jointers, band saws and shapers, with 
only half as many operators. Two 
models, with either 2 or 3 pairs of feed 
rollers, which are split to straddle 
indi- 


underslung saw blades, and 


vidually sprung to automatically 
adjust to uneven surfaces or work 
Both 


models feed in either direction, are 


pieces of varying thicknesses. 


powered by enclosed *4 hp motors. 
Boice-Crane Co., 939 West Central 
{ve.. Toledo 6. Ohio 


December 1961 





DRILL IT RIGHT 


... with the Black & Decker 
Right Angle Drill’s reversible head 


Give your construction and main- 
tenance jobs the right twist .. . 
with the B&D Right Angle Drill’s 
reversible head for 3%” to 1%’ 
capacities in wood. One end gives 
you slower speed, higher torque 
.. . the other, higher speed with 
less torque. Both get around cor- 
ners, in between pipes and joists 


SPECIAL INTRODUCTORY 
KIT OFFER... $95 
Regular Price $104.50 
LIMITED TIME 


with equal ease. You'll find the 
B&D Right Angle Drill the top 
tool for installing pipe or BX and 
conduit. Cuts user-fatigue with 
easier handling, quick operation. 


@) Black « Decker: 


CUTS MAN-HOURS TO MINUTES 


Husky B&D Right 
Angle Drill Kit makes 
this handy tool 
handier. Perfect for 
safe keeping. Con- 
tains hex socket 
wrench, gear chuck, 
reversible handle 
and 3-wire cable 








WOODINGS-VERONA 
TOOLS 


salable items—widely used 


A ee 




















Woodings-Verona tools in- other items that are in steady 
clude, in addition to the above, demand by industrial and rail- 
sledges, adzes, hammers, chisels, road buyers. Highest quality— 
wrenches, mauls, punches and__ well designed and made. 


WOODINGS-VERONA TOOL WORKS 


VERONA, PENNSYLVANIA 
MAKERS OF CONSTRUCTION AND RAILROAD TOOLS 


SA ZAEZLLE ZL 


Shown above are some of the more widely used Woodings- Verona Tools 





Nylon anchors replace | 
six different anchors 


“Tap-It” nylon anchors can be used 
in place of toggles, fiber anchors, 
nail or pin drives, lead wood screw 
anchors, and caulking anchors, hold 
fast in any material including con- 
crete, cinder block, brick or steel, 
maker claims. To install, installer 
drills hole, inserts anchor and taps 
drive-screw with a hammer. Anchors 
are removable and reusable, rust- 
proof and won't conduct electricity. 
Available in round or flat head de- 
signs in three sizes ;*; x l-in; 4 x 
l-in; 4% x 1%-in. U.S. Expansion 
Bolt Co., York, Pa. 


OVERLOAD SAFETY DEVICE 


Overload safety device, the “OSDC”, 
provides overload protection thru use 


of company’s basic OSD unit com- 
bined with a roller chain coupling 
half counterbored to fit the OSD 
flange. Standard double width roller 
chain is used to couple basic unit and 
coupling half. Devices automatically 
disengage when a set maximum load 
is reached, are re-engaged auto- 
matically when overload is elimi- 
nated. Units adjust easily with a 
torque wrench to a specific maximum 
torque load. Dalton Gear Co., 212 
Colfax Ave., N., Minneapolis 5, Minn. 
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Slings have self-releasing device 
for safer, easier materials handling 


“Gripper” metal-mesh slings feature 
a self-releasing choker hook which 
allows automatic unhitching of sling 
when unloading bundles of materials, 
thus eliminating need for a rigger 
to unhitch sling. Device consists of 
a sliding choker which engages and 
holds female handle of sling. Under 
load, tension holds choker hook in 
an upright position. When load is 
lowered, and tension removed, 
weighted arm of choker hook falls, 
disengaging handle. 
Cambridge Wire Cloth Co., Cam- 
bridge, Md. 


female _ sling 


Chain renders optimum service 
in acid pickling operations 


“Full Stud Acid Pickle Chain” is 
designed to render optimum service 
in applications involving high tem- 
peratures and sulphuric or nitric acid 
pickling operations. Chain has a full 
stud incorporated as an_ integral 
part of each link to resist deforma- 
tion under load and insure increased 
chain life. Full stud construction also 
31% in 


recommended working load limits. 


provides an increase of 
Chain is non-kinking and crush re- 


sistant, resists concentrations of 
sulphuric acid to 20% and tempera- 
tures to 200-deg. F. 
sizes 9/32 thru 
lengths and in a variety of assemblies. 
American Chain  Div.., 
Chain & Cable Co., Inc., 454 East 


Princess St., York, Pa. 


Available in 


34-in, in continuous 


American 
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DRILL IT ANY WAY 


...with Black & Decker Right Angle 
Drill’s 360° self-locking swivel head 


Right from the start, you’ll find 
the Black & Decker Right Angle 
Drill has a head for getting around 
corners. It goes to any degree 
(up to full 360°) and locks, to get 
into tight places. Its 2-speed 
head at the business end, remov- 
able handle for use on either side, 
its heavy-duty ball-bearing con- 
struction throughout . . . all make 


this drill your right choice from 
any angle. Black & Decker tools 
are sold by leading distributors 
everywhere. For sales or service, 
look in the Yellow Pages of ros | 
your telephone book under 


Black s Decker- 


CUTS MAN-HOURS TO MINUTES 


Tue Biack & Decker Mec. Co., Dept. 4012 


Sanders 


Towson 4, Md. (In Canada: Brockville, Ont.) 


©) Please arrange for a demonstration of 


C Please send me more information on 


} Vacuum Cleaners Company 


Address 








"THAT'S THE NAME TO REMEMBER” 


The Dependable 
QUALITY 
BRUSH LINE 
that gets business 
and keeps it! 


@ The Milwaukee Industrial Brush line 
consists of power driven and hand brushes 
to meet practically every requirement of 
industry both for general production and 
maintenance work. 


Make Milwaukee your source of supply and give your 
customers the kind of service that builds business for you. 
We are in a position to make prompt deliveries on orders 
of all sizes. 


@ Production Brushes for power use 
®@ Production Brushes for hand use 


@ Brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 





Drill has chuck that combines 

big capacity with light weight 

Model 79 14-in drill has a heavy duty, 
chuck with all 
parts for longer job life and chrome 
Chuck’s 
light weight provides handling ease 
with less drill 


Drill also features rugged 5-ball and 


compact hardened 


finish for rust resistance. 


strain on bearings. 


3-needle bearing construction and 


precision cut gears, housing of die 
Recommended for 


drilling of 


holes to %-in diam. in metal and 


cast aluminum. 
applications requiring 
l-in diam. in wood. 3-amp motor pro- 
vides 500 rpm at no load, 300 rpm 
at full load. Also available with 750 
or 1000 rpm at no additional cost. 
Skil Corp., 5033 Elston Ave., Chi- 
cago 30, Ill. 


TWO-POLE LIMIT SWITCH 


AW oil-tight limit switches are 
available with a 2-pole, double-throw 


Ty pe 


snap switch which may eliminate 
need for a second limit switch or con- 
trol relay. Switch can control up to 
inter- 


Type AW 


Available with a wide 


four circuits. and mounts 


changeably with other 
limit switches. 
election of operators including push 
rods, roller plungers and roller arms 
in a variety of lengths 
Both flush 
vices available. 


SA, 4041 
12. Wise 


and designs. 
and surface-mounting de- 
Square D Co., Dept. 


\. Richards St., Milwaukee 
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New Sheffield High-Strength Bolt saves 
up to 40% in fastening time. 


SHEFFIELD 


High-Strength Structural Bolts 7 


Old Type High-Strength Bolt 


For years, Sheffield High-Strength Bolts have 
provided the strongest and lowest cost fastening 
for structural use. 

Now here’s the next step ahead in hi-bolt design. 
This entirely new Sheffield High-Strength Bolt 
has shorter thread length, heavier head design 
and half as many washers. Net result: faster, 
easier installation; fewer holes required at joints 
for specified total shear strength; this means 
important savings. 


aap 





No more threads in shear 
plane. Bigger shear area; 
higher working stresses. 





Only one washer instead of 
two. Single washer goes 
under nut or bolt head, ac- 
cording to which is rotated 
in wrenching. 





Fast, easy installation: Can 
be inserted by hand in 
standard oversize holes, 
even when holes are out of 
line by 1/16”. 








The pictures here tell the story in greater detail. 
And remember, Sheffield High Strength Bolts are 
only one example of Sheffield’s ability to furnish 
specialized bolts for special uses. In addition, 
Sheffield is ready to supply more than 50,000 
different standard and special bolt products. 


You are invited to contact us to help fill your 
needs. Address Sheffield Division, Armco Steel 
Corporation, Sheffield Station, Kansas City 25, 
Missouri. 


ARMCO ‘Sheffield Division 
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NEW IDEAS IN MARKETING What Manufacturers Are 





Each meeting was conducted by divisional sales heads (from left) pr: N. Roger (elec- 
tro-minerals div.), F. W. Scott (bonded abrasives), J. F. Claydon (coated abrasives). 
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Carborundum Holds Meetings 
On Distributor Policies 


Through a series of 14 meetings held 
in principal U.S. cities, sales and 
marketing executives of Carborun- 
dum Co., Niagara Falls, N. Y., have 
discussed its marketing policy with 
its distributors. Each meeting con- 
sisted of a day-long session during 
which a 102-page publication em- 
bodying the policy was reviewed. 
Titled “Marketing Policy for Dis- 
ributors,” the publication originated 
as the “Abrasives Marketing Manual” 
which was the result of 12 months 
of intensive study of the company’s 
marketing practices and plans. Led 
by Carborundum’s president, Gen. 
Clinton F. Robinson, a group of 25 
men, including product division 
heads and key sales management and 


marketing division people, met regu- 


larly to discuss and iron out long- 
range marketing ideas. 

Next, the company trained all its 
own marketing people in the under- 
standing and use of the manual. Be- 
tween September, 1960, and January, 
all the people having any connection 
with sales attended a three-day train- 
ing course. Included in this course 
were all district men, district man- 
agers, salesmen, sales engineers, dis- 
trict office managers. 

The marketing policy publication 
now in the hands of distributors is 
identical to the original manual, ex- 
cept for statements having to do with 
some internal company procedures 
and with Canada. 

Each of the meetings was con- 


ducted jointly by the sales heads of 


Carborundum’s three product divi- 
sions—J. F. Claydon, vice-president of 
the coated abrasives division, F. W. 
Scott, general sales manager of the 
bonded abrasives division, and D. N. 
Roger, sales manager of the electro- 
But 


marketing policy rather than product 


minerals division. overall 
dominated each meeting. 

The manager of market research, 
W. R. Burrows, and assistant man- 
ager of sales traininz, D. W. Seyba, 
also took part in the meetings. 

At each meeting major sections of 
the policy statement were explained 
and discussed, punctuated by the 
showing of films depicting the impor- 
tance of abrasives, Carborundum’s 
marketing organization, etc. 

Described were the characteristics 
of the abrasive industry and its 
products which affected its marketing 
patterns, how Carborundum had 
organized to carry out its marketing, 
the policy it had adopted with respect 
to channels of distribution, and vari- 
ous factors which entered into the 
conduct of this policy. 

It was pointed out, for example, 
that the great variety in abrasive 
products coupled with the variety of 
industrial several 


users requires 


channels of distribution. “Specializ- 
ation in organization is necessary by 
product, application, and major 
industry classification.” 

Another characteristic of the in- 
dustry noted was the “increasing 
trend among large consumers to 


of the 


total cost of stock removal and finish- 


evaluate abrasives in terms 
ing rather than to consider only the 
cost of the abrasives.” Such a trend 
naturally demands a higher level of 
technical training and competence on 
the part of both manufacturers’ and 
resellers’ salesmen. 

It was further explained how the 
company had divisionalized by major 
product group in response to indus- 
try characteristics, and how these 
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Doing to Help Distributors Build Profitable Sales Volumes 





characteristics affected the assign- 
ment of the manufacturer’s salesmen 
—only one salesman for a division 
assigned to cover a given customer, 
one salesman to handle his division’s 
affairs with one reseller, one sales- 
man for a division assigned to a 
geographical area, one division sales- 
man assigned to cover the customer 
of a reseller. 

Other aspects of the company’s 
policy covered were the reason for 
direct vs. indirect sales, product lia- 
bility, standards of delivery per- 
formance, etc. 

Spelled out in the policy statement 
and discussed at each meeting were 
the company’s “qualifications for in- 
dustrial supply distributors.” In 
general, the company expects these 
qualifications to include 
financing, competent management, 
outstanding service to customers, a 
well-trained and external 
sales organization, balanced inven- 
tories, and records of data required 
to analyze and control the business.” 
Carborundum suggests also that “pro- 


“sound 


internal 


vision for continuity of ownership 
and management of the distributor 
firm is esential.” 

The company makes clear in its 
statement that any changes in its 
distribution channels would be made 
“only after a careful analysis of all 
the pertinent and sometimes conflict- 
ing factors.” 

Carborundum 
up these 


to follow 
with further 
sessions with individual distributors 
conducted by its field men. 

It is also actively assisting dis- 
tributors in working out the profit- 
ability of product lines (cost analy- 
sis), product liability insurance, re- 
cruiting and employment procedures 


intends 
meetings 


(including psychological testing serv- 
ices), sales training, and advice on 
Thus far, Carborundum 
has interviewed over 75 of its dis- 
tributors regarding cost analysis. 


financing. 
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DISTRIBUTORS JOINED HANNA SEARCH FOR OLDEST CYLINDER 


Hanna Engineering Works, Chicago, 
has just ended a nationwide search 
for the oldest hydraulic or air-pow- 
ered cylinder made by the company 
and still in use by a factory. Cele- 
brating its 60th year in business, 
Hanna Engineering recruited the help 
of its distributors’ salesmen in the 
search, offering money rewards for 
their getting their 
customers to enter the contest. 


assistance in 


Hanna’s sales manager, David 
Shanks, reports that distributors re- 
quested more than 15,000 copies of 
the contest announcement and the 
official entry blanks. The company 
searched its records and sent clues 
consisting of lists of oldest customer- 
users in their respective territories to 
distributors. 

The distributor salesman  sub- 
mitted names of his customers who 
believed they had the oldest cylinders 
in use, and Hanna in turn sent the 
salesmen entry blanks typed with the 
customers’ names. The salesman was 
then to help each customer fill in his 
entry blank, getting answers to four 
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SEARCH FOR THE OLDEST 
HANNA CYLINDER 
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questions — serial number, bore, 
stroke, and mounting of the cylinder; 
years cylinder has been in operation 
and how it has been used; number of 
times daily it operates; total number 
of times it has operated. 

The three oldest cylinders found in 
operation will each win $100 for each 
of three customers. If distributor 
salesmen were involved in their win- 
ning, they will each receive a $50 
reward. 

In its announcement to distribu- 
tors, Hanna points out that the con- 
test will benefit them in several ways 
—getting new cylinder orders from 
“old and inactive accounts,” getting 
salesmen plant contacts they didn’t 
have before, picking up replacement 
and parts business, stressing Hanna’s 
replacement parts policy, etc. 

The company announced the search 
through natioral advertising in user 
publications and in direct mail 
beamed at users. 

Winners in the search will be an- 
nounced six weeks after the Nov. 30 
deadline. 


ve 


By helping his customers to fill out entry form (left) detailing the age of cylinder 
still in use, distributor salesman qualifies for cash prize or trophy (right). The 
customer could also win cash prize for oldest cylinder. There'll be three winners. 
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Dodge Seasons Forecasts 
With Economic Indicators 


Here’s a manufacturer who refines his sales forecast by relat- 
ing it to such general indicators as plant and equipment 
expenditure expectations, changes in money supply, D&B outlook 


By relating them to general economic 
Dodge 
Corp., Mishawaka, Ind., has greatly 


indicators, Manufacturing 
improved the accuracy of its com- 


pany sales forecasts. Speaking at 
the recent marketing conference of 
the National 
Board, Dodge’s director of market 
Donald E. 


forecasts are 


Industrial Conferences 
research, Gates, detailed 


how made and what 


indicators are used to refine them. 


Why Forecasting Needed 


He explained that forecasting is 
particularly important to Dodge as 
a durable goods manufacturer (me- 
chanical power transmission equip- 
ment) for three reasons: 

1. About 90% of the firm’s pro- 
duction is for stock, involving the 
distribution of more than 4,000 stock 


items. 


2. Manufacturing lead times are 
relatively long, ranging from two to 
five months, 


3. Dodge’s sales fluctuate rather 
widely in the business cycle, a char- 
acteristic of capital goods. A varia- 
tion of 15% to 30% from one year 


to the next is common. 


Consequently, the company must 
make forecasts to schedule produc- 
tion, determine the number of em- 
ployees and working hours, and con- 
For these 


forecast is made for each 


trol its inventory. pur- 
poses, a 
month, four months ahead. 

“We also make annual forecast for 
budgetary purposes for sales plan- 
“We 


ten-year 


ning and quotas,” Gates said. 


make occasional five- and 


forecasts, especially when major ex- 
pansion or financing plans are 
anticipated.” 


The company has a “forecasting 


committee” consisting of the manager 
of production control, executive vice- 
president, manager of engineering 
sales, the secretary-treasurer, and 
Gates. The committee meets monthly 
to review the operating forecast and 
to make other forecasts as required. 

With 


scheduling, one of the forecasting 


reference to production 
committee’s big jobs is to reconcile 
the “divergent viewpoints” of the 
sales, manufacturing, and accounting 
departments. The sales department, 
for example, wants immediate avail- 
ability of anything it may happen to 
sell, but the factory wants a stable 
level of operation “just comfortably 
full 
stantly having to hire and fire and 
The 


treasurer, on the other hand, “wants 


below capacity without con- 


scramble to meet emergencies.” 


a reserve of cash in the bank to meet 
any and all contingencies, and hence 
wants a low inventory.” 

There are five steps in Dodge’s 
forecasting method: 


1. Determine what specific busi- 
ness functions require forecasting, 
organize work to satisfy these needs. 


2. Gather historical data on what- 
ever is being forecast. 


3. Refine the 


statistically. 


historical data 


4. Consider special and non-eco- 
nomic factors (changes in technology 
style, etc.) 


5. Relate general economic fact- 
ors to the forecast. 


In carrying out the last step, the 
forecaster assumes that the ups and 
downs of the economy describe a 
“sawtooth” pattern, the upward and 
downward movements being repre- 


sented by straight lines with sharp 
turning points in between. Forecast- 
ing then becomes a matter of estimat- 
ing the slopes of the upward and 
downward movements and the dura- 
tion of time between the various turn- 
ing points. 

In the Dodge business, Gates said, 
the rate of increase of seven cyclical 
upslopes since 1932 has been fairly 
2.05% 


The downtrends 


consistent, between and 
3.14% per month. 
have been, however, much more 
variable in slope. 

After the turning point is estab- 
lished, the rate of slope of the up- 
swing or downswing is forecast, 
based on past experience, until it has 
run long enough to set its own trend. 
Then the company’s forecast is modi- 
fied to match the trend. The dura- 
tion between the turning points is 
estimated in the and 


same way 


adapted to the forecast. 
Refining Forecast 
The 


trough, tends to run from three to 


business cycle, trough to 
four years, unless distorted by wars, 
major financial crises, or other major 
disturbances. The upswing is usually 
longer than the downswing. This 
gives the company a first approxi- 
mation just after a turn has taken 
place. Then, as the business cycle 
progresses, various factors or indi- 
cators are considered to help antici- 
pate when the next turning point 
is being approached. 

These factors or economic indi- 
cators include the survey of new plant 
and expenditures _ pre- 
pared by the Securities and Exchange 
Commission and the Department of 
Commerce, the NICB’s survey of 
capital appropriations, various indi- 


equipment 


cators of changes in the money sup- 
ply, a trend line derived from a group 
of financial indicators, and the Dun & 
Bradstreeet Survey of businessmen’s 
expectations. 
“Some years,” Gates said, “our 
results have been very good. Other 
years they have been disappointing. 
But we have been able, in the past 
dozen years, to cut to less than half 
the errors we would have made had 
we simply assumed that next year 
would be the same as last year.” 
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A leading distributor tells us: 


“When we take on a line, we expect good quality, of course. 
But just as important are service, strong competitive 
advantages, delivery and a fair return for our efforts.” 


INDUSTRIAL 
PRODUCTS 


Says Chris McCririe, Reliable Bearing & Supply Co., 


San Bernardino, California: 


““Gates sound distributor policy 
provides maximum opportunity 
for growth.” 


“Profitability, field service, quality that’s known and accepted, prompt de- 
livery, inventory control assistance—all these are important factors in our 
success with a line. Gates provides all of these in a sound distributor policy 
that is built on mutual confidence. It’s a working arrangement that has 


enabled us to improve our position in this market, to build our profits.” 


Building the future on 50 years of progress ca, % 
The Gates Rubber Company : 
Ee 


Denver, Colorado 
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are “cleaner cutting,” 
all others on the market. Nor 
our service or delivery being more 
that of our most conscientious 
—is that every Star product 

local Clemson Star distributor will do 

o. That it will come to you at @ 

and with the solid , 

ican company, goes without saying. 


‘ i Clemson Star 
‘The only thing that may be unique about 
is the absence of fantastic claims. And that's policy! 4 


CLEMSON STAR ro} 


- 9 
CLEMSON BROS INC. @ MIDDLETOWN, N.Y. @ METAL CUTTING PRODUCTS o> 302 





QT Tool Offers 
New Service, New Line 
QT Tool Co., Bedford, Ind., is now 


offering 24-hour delivery on a new 
line of decimal width milling cutters. 
Called “Deci-Mills,” the cutters are 
manufacturered in widths from .015 
to 1.025 in. by .001 in. 

Charles Hague, sales manager of 
the company, says: “This new service 
eliminates delays of three to four 
weeks and has been needed for many 
years in modern day industry.” 

By use of a new pricing system, 
orders for these special cutters can 
be priced by the user without delay 
for quotations. 

A new brochure describing fea- 
tures, types, sizes, and complete pric- 
ing is available from the company. 


Flodar Issues Brochure 
On Hydraulic Fittings 


Flodar Corp., Cleveland, has issued 
a four-page brochure describing its 
“Maniport” MK series of hydraulic 
fittings. 

The publication describes the 
“building-block” principle whereby 
the fittings can be screwed together 
to assemble manifolds. Each fitting 
is equipped with 10 combinations of 
pipe threaded, rube, and hose con- 
nections. 

The brochure contains diagrams of 
standard fitting arrangements and 
instructions on how to order the 
units. 


Industrial Tectonics 
Bulletin on Bearings 


Industrial Tectonics, Inc., Compton, 
Calif., has issued “Tec-Tonic” bul- 
letin no. 8 on its thin cross-section 
bearings used in equipment operat- 
ing at low or oscillating speeds under 
light to moderate loading. 

The bulletin illustrates a typical 
bearing mounted in rotating elec- 
tronic equipment and _ describes 
OD/ID dimensions, material, and 
production tolerances. Advantages of 
the compounds are described. 
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United Foam Sheet guspl —a complete line of storage equipment — 


= 


Describes Pipe Covering 
United Foam Products Co., Bethel 


Park, Pa., has issued a data sheet 
on its new “Hewflex” flexible ure- 
thane pipe insulation. The sheet 
gives the physical characteristics of 
the product, including density, ther- 
mal conductivity, water absorption, 
temperature limits, etc. 


Manufacturers Step Up 
Their Management Help 


Over the past few years, more and 
more manufacturers have been offer- 
ing their distributors management 
assistance of one kind or another. A 
brief run-down shows that many as- 
pects of the distributor’s management 
spectrum are now covered by manu- 
facturers’ counselling and help. All 
such assistance is, of course, given 
only when the distributor requests it: 

*SKF Bearings helps distributors 
with management continuity prob- 
lems, recruiting of salesmen, etc. 

¢ Carborundum is helping distribu- 
tors set up systems of data collection 
for cost analysis. 

¢ Allis-Chalmers has established a 
one-week executive-action course to 
help distributors with overall top 
management problems. 

*Dayco Corp. is conducting re- 
gional seminars to help distributors 
with sales management problems. 

¢ Jones & Laughlin Steel has spon- 
sored and underwritten a week-long 
distributor management seminar. 

¢A bearing manufacturer is pre- 
paring to set up a course in ware- 
housing technique for its distributors. 

There are other manufacturers con- 
sidering similar assistance to their 
distributors. This trend indicates a 
growing awareness by manufacturers 
that they are selling “through” and 
not just “to” their distributors. The 
fact that many of these manufacturers 
are also taking pains to train their 
field men to discuss management 
problems with distributor executives 


suggests they are giving more than 


lip-service to the manufacturer-distri- 


butor partnership idea. 
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ALL 

from 

ONE 
SOURCE 


EQUIPTO is the only complete line 
sold only thru you — the Distributor 
— never direct. Don’t sell just half a 
line, sell the full line. Save time, save 
effort .. . only ome catalog to handle, 
one purchase order to make, one lower 
combined freight rate, only ome in- 


voice to handle. 


EQUIPTO’s ability to provide prompt 
service, quality merchandise and a fair 
and impartial dealer policy, plus 
consistent advertising in national pub- 
lications, and generous supplies of 
free literature, makes EQUIPTO 
products a leading line with aggres- 
sive distributors. If you are not han- 
dling the EQUIPTO line, it will pay 


you to get full details now! 


Cpple 











FOR Qeick-Pactsune 
Poof Couuecliowa 


ON AIR HOSE AND” 
COMPRESSORS . . . 


ALSO WATER, OIL and SPRAY HOSE in FIELD or FACTORY 


Two Hose Ends Connected 
Mole |. P. T. End (With Auxiliary Lock) Female |. P. T. End 


“Air King” Quick-Acting, Universal Type 
Coupling. Built on plain, rugged lines to assure 
long trouble-free service under all conditions. 
Will reduce operating costs wherever quick 
connections cre desired. Locking heads iden- 
tical for all sizes of hose or threaded ends 
within the “Air King” size range. To connect, 
simply press together and apply qvarter- 
turn. Reverse to disconnect. Equipped with 
auxiliary locking device for added safety. 
... Regularly furnished in bronze or rustproofed 
~ malleable iron, but can also be made in 
special metals, in sizes up to 1". Triple Con- 
nections and Blank Ends available. 


FOUR-LUG STYLE 
Same os above in locking action, but for lorger 
hose sizes. Compact design and light in weight 
yet exceptionolly strong and durable. 


Made in Hose Ends 
ond |. P. T. Ends in 
sizes 1%", 14" 
ond 2". 


"Air King’’ Couplings Are Completely Described in Catalog 250. 





Starrett Starts Series 
Of Direct Mail Pieces 


L. S. Starrett Co., Athol, Mass., has 
started a program of direct mail 
pieces for distributors consisting of 
four-color mailers featuring its pre- 
cision equipment products. There 
will be six mailers in the series, im- 
printed with the distributor’s name 
and address in three places on each 
piece. The mailers will be im- 
printed, sealed, and shipped to the 
distributor for his own addressing 
and mailing. 

Three of the pieces are already 
being used. The remaining three 
will be available next year, according 
to the company. 


New Catalog Describes 
Tape-Controlled Drills ‘ 


Burgmaster Corp., Gardena, Calif., 
has issued a 16-page catalog on its 
six- and eight-spindle tape controlled 
turret drilling, tapping, milling, and 
boring machines. Four basic models 
are illustrated and described, and the 
procedure for programming work 
and making tape is explained. Many 
new features and optional attach- 


ments are shown. 


Cutler-Hammer’s Brakes 
Shown in New Folder 


Cutler-Hammer Inc., Milwaukee, has 


issued a brochure on its type “S” 
brakes. The brochure contains rat- 
ings, wheel data, and dimensions of 
the a-c solenoid-operated brakes, and 
lists construction features. 


Merrill Issues Brochure 
On Its Line of Clamps 


Merrill Bros., Maspeth, N. Y., has 
issued a brochure on its line of 
clamps for the use of distributors. 
Designed as a catalog insert, the bro- 
chure is condensed version of the 
firm’s standard catalog. It contains 
specifications, dimensions, and de- 
scriptions of the various materials 
handling devices. 
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Cleveland Folder Explains 
Hex Head Advantages 


Cleveland Cap Screw Co., Cleveland, 
has issued a brochure explaining to 
users the advantages of hex head cap 
screws. 

The literature points out that the 
hex head cap screw, made to ASA 
Standard B-18.6.2, can outperform 
both the hex bolt and the hex screw. 
Neither the hex bolt nor the hex 
screw, says the publication, is de- 
signed for use in a tapped hole. The 
hex head cap screw is designed 
for both a tapped hole and for 
a nut, offering therefore the addi- 
tional advantage of inventory simpli- 
fication and economy. 

Specific design features are de- 
scribed and illustrated in the new 


brochure. 


Fafnir Has Packaging 
Of Another Color 


Fafnir Bearing Co., New Britain, 
Conn., has revamped its packaging, 
advertising, and other media by es- 
tablishing a strong corporate identity 
through color as well as typography. 

Using the company colors of 
shades of red and green, the program 
has resulted in new packaging for 
the company’s 10,000 different bear- 
ing products, and is carried through 
into such items as labels, annual re- 


ports, product literature, etc. 


Wood's New Bulletin 
Covers Pillow Blocks 
T. B. Wood’s Sons Co., Chambers- 


burg, Pa., has issued a bulletin titled 
“Bearings,” covering all sizes and 
styles of its “Life-Lube” permanently 
lubricated ball-bearing pillow blocks, 
flange units, and take-up units. It 
also covers porous-bronze and 
babbitted pillow blocks. 
Newly-published information in 
the bulletin includes a page of bab- 
bitted bearing information on load 
ratings and maximum shaft speeds. 
New items in the catalog are two-hole 
flange units, in shaft sizes of from 


Y2 to ly in. 
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New Money-maker Product For You... — 


MEASURE RPM EASY - 
IMMEDIATELY — 
ELECTRONICALLY! 


self 
contained 


completely 


portable 
direct 


reading 


meter 
NEW 


Pioneer Photo 


“UANGHONE WE 


Here’s a new product with great sales potential for you. The Pioneer Photo 
Tachometer makes it possible to get accurate instantaneous RPM measurements 
on grinding wheels, drills, presses, lathes, drives and similar equipment. And 
not only will it sell big . . . you stand to make big money from the realistic 
mark-up structure built into its list prices. Selective distributor territories are 
now available . . . so we suggest your early inquiry. 














THE Pioneer’ 


/ELECTRIC & RESEARCH CORPORATION 


Subsidiary of Penn Controls, Inc. 
739 Circle Avenue Forest Park, Illinois 
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THE FASTENER MARKET 
is as big and profitable as you... 


and PHEOLL make it! 


The urgency for more efficient fasteners places a higher burden than 
ever before on the fastener distributor and his manufacturing source. 


Pheoll meets this challenge head-on — putting fasteners to work in nu- 
merous new ways profitable to manufacturers in all kinds of industries. 


This ability to cope with the unusual —extends the profit potential of 
the Pheoll line far beyond your stocking abilities—far beyond one of 
the largest inventories of standard bulk and packaged fasteners avail- 
able from a single source! 


Here is an opportunity for the distributor salesman, with Phoell sales 
engineering support, to capture a bigger share of the growing fastener 
industry. 


The selective Pheoll Distributor Policy is your passport—to go after it! 


PHEOLL MANUFACTURING COMPANY, INC. 
5700 West Roosevelt Road . Chicago 50, Illinois 








1. Selective Selling — mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 


2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts. 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover. 


4. Competitive Pricing — consist- 
ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


PHEOLL DISTRIBUTOR POLICY 


ee 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 

6. Cooperative Advertising and 
Sales Promotion — helps Pheoll 
Distributors—at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council—provides mutual under- 
standing of distribution objec- 
tives and operating policies. 





HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 
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FROM PHEOLL EXPERIENCE 


comes the biggest selling opportunity 
in FASTENERS today! 


You can’t sell fasteners entirely “by the book”. Although Pheoll regular- 
ly stocks one of the largest inventories of standard fasteners available 
from any single source, the sales opportunity for the aggressive Pheoll 
distributor is by no means confined to mere catalog pages. Your profit 
potential is as great as the unlimited creative capacity of Pheoll Sales 
Engineers — who time and again come up with new solutions to every- 
day fastener problems— saving thousands of dollars for your customers; 
creating tremendous new volume for you, the distributor. 


As the liason between the growing fastener needs of industry and the 
most advanced thinking in the fastener field, the Pheoll distributor 
stands on the threshold of today’s biggest selling opportunity in 
fasteners. It’s as big as you — and Pheoll — make it! 


PHEOLL MANUFACTURING COMPANY, INC. 
5700 West Roosevelt Road . Chicago 50, Illinois 
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PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 
2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts. 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover. 

4. Competitive Pricing — consist- 
ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 


6. Cooperative Advertising and 
Sales Promotion — helps Pheoll 
Distributors—at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council—provides mutual under- 
standing of distribution objec- 
tives and operating policies. 








HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 
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NEWS OF PEOPLE AND EVENTS % Keep You 





AFBDA Convention Studies Industry Conditions 


Panel Sessions 


{nd Seminar Discussions Held By Anti-Friction 


Bearing Distributors Probe Industry Problems At Annual Meeting. 
£ of 


New officers, new members and some 
old problems shared the spotlight at 
the annual meeting of the Anti-Fric- 
tion Associa- 
16-17 at the Ed 
Hotel in Chica 


Distributors’ 
tion he!d Or tober 
Beach 


Bearing 


water oO. 


oP. 
p* 
o 


illinois. 

Jack Cunningham, AFBDA presi- 
dent said that the theme of the con- 
“Let’s take a look at 

distributors.” Many 
phases of the distributor operation 


vention was 


the bearing 


were covered by panels and seminars 
at the meeting. 

Talking problems, 
AFBDA members agreed that the 


biggest headaches are slipping profit 


about their 


margins, rising costs of doing busi- 
ness and ways of finding and hiring 
better employees. Although some ap- 
proaches to these problems were sug- 
gested, of course no solid answers 
were found to solve everyone’s prob- 
lems. It was agreed that group dis- 
cussion of these problems by mem- 
bers was a good starting point. 
Everybody agreed, however, that 
the potential for plenty of good busi- 
exists. 


ness 


One member put that 
idea this way: “Our future is good, 
provided we keep our businesses on 
a sound basis. New entries into the 
field find they require more and more 
capital; new sizes, new lines, new 
items, and rising prices make this 
so. There are also plenty of prob- 
lems profit-wise, margin-wise and 
They can all be licked, 


though, and there is plenty of room 


sales-wise. 


for expansion. 

The directors meeting was held 
October 15 and the general meeting 
took place October 16 & 17. 

Frank Timble, president of Bear- 
ing Headquarters Co., Chicago, and 


AFBDA president in 1960, was mod- 
erator of a panel on “The Delevop- 
ment of Market Potential.” 

New officers elected for 1961-62 
include Caldwell Marks, 
Richards Co., Birmingham Alabama, 


Owens- 


treasurer; John Walmsley, Walmsley 
Bearing Co., Memphis, Tenn., di- 
rector; and J. Claire Midcap, Baleros, 
S..A, Mexico City, director-at-large. 
The 


new members this year: E. R. Yeager, 


association welcomed three 
Trans Bearing Corp., East Syracuse, 
N. Y.; Chris McCririe, Reliable Bear- 
ing & Supply Co., San Bernadino, 
California; and Walter S. Corneiile. 
American Ball & Roller Bearing Co., 
Oakland California. 

Two associate members were also 
admitted to membership at the fall 
meeting: Charles J. Faltermeir, C&G 
Bearing Co., Kansas City, Missouri; 
Montreal 
Montreal, 


and Warren, 


Ltd.. 


George T. 
Bearing Service, 
Canada. 

This year’s fall meeting was one of 
the best ever held, according to mem- 
bers who attended. They gave their 
president Jack Cun- 
Houston, 


Cunningham, 
Co., 
Texas, a pat on the back for that. 


ningham Bearing 
President Cunningham found ways 
to make his members talk it up dur- 
ing the meetings, they said. 

Although invitations were not ex- 
tended to manufacturers for the 1961 
fall meeting, an association spokes- 
that the 
would again be invited to join with 


man said manufacturers 
the distributors at the meeting to be 
held October 15-17, 1962. 

Next meeting of the Anti-Friction 
Bearing Distributors’ Association is 
tentatively scheduled for May 20-22, 


in New Orleans, Louisiana. 


John Collins 


Collins Named President 
Of Walworth Co. 


John W. Collins was named president 
of the Walworth Co. He will remain 
president of Walworth’s subsidiary, 
Grove Valve & Regulator Co. W. 
Frederick Spence is board chairman 
and chief executive officer of the firm. 
During his 18 years with Grove, 
Mr. Collins was treasurer, senior vice 
president and then president. 
Under the new president, who will 
head up the sales and marketing divi- 
Hellmuth Strauss 
named senior vice president. 
Chairman W. Frederick Spence, 
Mr. Collins and Mr. Strauss will be 
responsible for major policy decisions 


sion, has been 


for overall company operations, ac- 
cording to Mr. Spence. 


Hellmuth Strauss 
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Informed of News Developments Among Industrial Distributors and Manufacturers 





Boston Conference Focuses 
On Trends And Forces 
Affecting World Distribution 


More than 500 business leaders from 
throughout the nation assembled in 
October 16-17, for the 
33rd annual Boston Conference on 
Distribution. Theme of the two-day 
meeting, held at the Statler-Hilton 
Hotel, was “Distribution—Key To 
World Progress.” 

This year’s conference was under 
the the International 
Marketing Institute. The conference 
focused on an appraisal of the eco- 


Boston on 


direction of 


nomic forces and trends affecting the 
distribution of goods and services. 

Highlight of the conference was the 
induction of nine distinguished Amer- 
icans into the Hall of Fame in Dis- 
tribution. Leaders present for the 
citation were William S. Beinecke, 
president Sperry & Hutchinson Co.; 
Howard T. Lewis, professor of mar- 
keting emeritus, Harvard Graduate 
School of Business Administration; 
Edward R. Mitton, president, Jordan 
Marsh Co.; D. Maynard Phelps, pro- 
fessor of marketing, University of 
Michigan; Sol Polk, Polk Bros.; 
Elmo Roper, Elmo Roper Associates. 

Herbert Hoover, former President 
of the United States; Neil H. Mc- 
Elroy, chairman, Proctor & Gamble 
Co. and former Secretary of Defense; 
and Sidney R. Bernstein, vice presi- 
dent, Advertising Age, were unable 
to be present to receive their citations. 

Individual sessions were devoted to 
International Distribution Problems, 
the Future of Retailing, Distribution 
Costs and Their Relation to Profits, 
the Advertising Delemma and the 
New Frontiers of Fashions. 

Leonard C. Truesdell, president of 
the Zenith Sales Corp., urged market- 
ing men to close the “national bar- 
gain basement” of merchandising by 
price instead of quality. 
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Thomas H. Clynes 


Howard B. Begg 


TOM CLYNES REPLACES HOWARD BEGG AS SQUIER, SCHILLING HEAD 


Thomas H. Clynes has been elected 
president of Squier, Schilling & Skiff, 
Newark, N.J., succeeding Howard B. 
Begg, who retired November 30. 

Mr. Clynes, previously executive 
vice president, assumes complete re- 
sponsibility for the operation of the 
company. 

Squier, Schilling & Skiff is a lead- 
ing selected lines industrial distribu- 
tor with four locations in the North- 
east. Besides its Newark headquarters, 
it maintains locations in Trenton, 
N.J., Easton, Pa., and White Plains, 
N.Y. The White Plains sales office 
and warehouse were opened recently. 

Mr. Clynes joined Squier, Schilling 


Chaitin Equipment Opens 
New San Francisco Quarters 


Chaitin Equipment Co., San Fran- 
cisco, recently moved to new quarters 
at 162 Main Street. 

The new facility provides four 
times as much space as the firm’s 
previous location, according to Chai- 
tin management. 

A material handling distributor, 
Chaitin specializes in loading dock 
equipment and engineering conveyor 
systems. 


& Skiff in 1940 and has served succes- 
sively as store manager, assistant gen- 
eral manager, vice president for 
administration and executive vice 
president and a member of the execu- 
tive committee. He is vice chairman 
of the National Industrial Distribu- 
tors Association Joint Industry Com- 
mittee. 

Mr. Begg’s management posts have 
been successively, secretary-treasurer, 
general manager and president and 
chief executive. He has been active 
in NIDA, recently as a member of 
the Area 2 Nominating Committee 
and representative to the Joint Dis- 


cussion Committee. 


CONVENTION DATES CHANGED 


Dates for the 1962 Triple Industrial 
Supply Convention have been 
changed to June 4, 5 and 6. The 
will be held on 
Monday morning, therefore registra- 


opening session 
tion will open on Sunday Morning. 

The change was made to eliminate 
difficulties with reservations of mem- 
bers checking into hotels on Monday 
evening, according to the American 
Supply & Machinery Manufacturers’ 
Association. 











Trade Commission Bans Aggressive Price Cuts 


Two Robinson-Patman Act opinions, 
one official, the other unofficial had 
industry pondering the legality of 
that 
traversial pricing legislation. 
The Federal 


in a 4-to-1 ruling, declared that com- 


some transactions under con- 


Trade Commission, 


panies can offer discriminatory price 
reduction in good faith to old cus- 
tomers, but such reductions are not 
legal when used by firms to obtain 
new customers. 

Earl W. Kintner, FTC 


chairman, recently cast doubt on the 


former 


validity of some “national buy” con- 
tracts, in a talk before a trade as- 
Pebble Beach, 
Calif. Kintner said that purchasing 


sociation group at 
agents and vendors may be courting 
trouble if they agree to national buy 
price transactions that do not comply 
with the cost justification and meet- 
ing competition defenses provided in 
Act. 


The FTC ruling came on a specific 


the Robinson-Patman 


case involving the sale of a food prod- 
Kintner’s 


views pertained to an entirely sepa- 


uct in the Cleveland area. 


rate aspect of R-P and were in no 
way related to the coincidental FTC 
action. 

The FTC ruling was viewed as a 
decision that could water down the 
good faith defense for discriminatory 
the Act. 
This good faith defense prohibits dis- 
the 


price cutting barred by 


crimination by a seller unless 


vendor can prove this lower price 


was offered in good faith to meet 
competitive pricing. 

One commissioner, Philip Elman, 
dissented from the majority opinion 
and said the ruling would tend to 
protect monopoly and prevent com- 
petition. 

The ruling came in an FTC com- 
plaint against Sunshine Biscuits, Inc., 
which charged the company granted 
discounts on potato chip prices. These 
discounts ranged from 5% to 7% 
and were given to nineteen of its 
customers in the Cleveland area. It 
is illegal under the Robinson-Patman 
Act to grant discounts to some, but 
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all, 


among themselves. 


not customers who compete 

Sunshine replied that it made the 
price cuts in good faith to meet prices 
of competitive potato chip makers. An 
FTC hearing examiner agreed and 
dismissed the complaint. 

The full commission, though, ruled 
that Sunshine was making the price 
cuts to get new customers, not to 
retain old ones. The majority opin- 
ion draws a distinction between de- 
fensive price suits to retain old cus- 
tomers and aggressive discounts to 
get new ones. The good faith defense 
applies only to defensive price-cutting, 
the majority of the FTC ruled. 

Commissioner Elman 


the 


that 
be- 


denied 


law makes any distinction 
tween defensive and aggressive price 


He the 


majority is establishing a practically 


cutting. said commission’s 


unworkable standard for business- 


men. The line between the old and 
new customers is far easier to state 
than it is to apply to the myriad sit- 
uations that do develop in actual 
business relations between buyers and 
sellers, Mr. Elman said. 

In raising the question of whether 
national buy contracts meet Robin- 
son-Patman regulations, Kintner told 
his Pebble Beach audience to pro- 
ceed warily before agreeing to such 
He illustrated his talk 
with a discussion of a hypothetical 


transactions. 
case involving a purchasing agent 
who proposed a contract with a ven- 
dor to supply a product at a single 
national price reflecting a volume 
sales for 25 plant locations. 
Indicating a belief that some firms 
have negotiated contracts on a na- 
tional price basis in violation of Rob- 
Act Mr. 
Kintner said that vendors and sellers 
should first check the legality of their 
proposed deal to determine whether 


inson-Patman provisions, 


or not the lower prices demanded can 
be justified on a cost or competitive 
basis. If the buyer refuses and signs 
up with a competitor, Mr. Kintner 
said, then the seller should demand 
an investigation by the FTC. 


Frank W. Nelson 


Nelson Joins Machinist's 
As Vice President, Sales 


Frank W. Nelson has joined Machin- 
ist’s Tool & Supply Co., Los Angeles, 
as vice president, sales. 

Mr. Nelson had been with Garrett 
Supply Co., of Los Angeles, division 
of The Garrett Corp., for the past 24 
years, holding a number of sales and 
executive posts. Most recently he was 
manager of industrial operations, 
Garrett Supply. 

He is active in the National Indus- 
trial Distributors’ Association and is 
currently serving as the association’s 
Area 6 Representative. This is the 
top association office for affairs of 
association members in the Pacific 
and Far Western states. 

Machinist’s Tool & Supply, a lead- 
Los Angeles distributor for tool- 
ing components and equipment, is 
headed by Robert A. Donovan as 
president. 


ing 


“Frank Nelson’s association with 
our company,” Mr. Donovan said, “is 
another step in the growth of our 
firm, and is a part of our continuing 
effort to serve Southern California 
industry as a major source of indus- 
trial supplies and materials.” 

Machinist’s Tool & Supply was 
started 38 years ago. It has grown 
from a one-man organization to one 
with more than 40 employees. The 
firm’s headquarters are at 2827 
Supply Avenue, Los Angeles. 
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Purchasing Executives Report 
Business Continues Climb; 
No Boom Seen This Year 


October business continues the uphill 
climb to the anticipated good fourth 
quarter, seen in last month’s report, 
according to the composite opinion 
of purchasing agents in the Business 
Survey Committee, National Associa- 
tion of Purchasing Agents. 

While figures are encouraging and 
a good tone of optimism prevails, 
purchasing executives are quick to 
point out that they see no boom for 
at least the balance of this year. 
51% 


creases. Only 13% report them lower, 


In new orders, report in- 
but this is up from a low of 6% so 
reporting in September. No change 
is reported by 36%. 

While not fatal, it appears that the 
automobile strike is a thorn in the 
side of business and has had more of 
a depressant effect than originally 
anticipated. This is offset to some 
increased 


degree by government 


spending, which is now showing 
signs of being felt in the economy. 

Signs of lengthening lead time 
command the purchasing executive’s 
attention. While tight inventory con- 
trol, stiff competition, excess vendor 
capacity, and a buyer’s market, are 
still very much in evidence, buyers 
indicate they are reviewing purchas- 
ing and inventory policies on a day- 
to-day basis. 

Purchased materials inventory fig- 
ures in this month’s report are note- 
worthy. While a healthy 49% report 
no change, 27% report higher in- 
ventory levels, up from 23% last 
month, thus continuing the steadily 
increasing number since the low of 
12% noted last June. The small de- 
gree of accumulation noted in the 
September report continues. Lower 
stock levels were reported by 24%, 
18% in September. The 


seeming conflict in these figures is 


up from 
better understood when reviewing 
the remarks of NAPA reporters. 
These show that at least part of the 
reduction was not intended, and that 
new orders and production moved 
stocks out faster than replacement. 
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Booth used by White Bearings Co. was lauded for the use of mobile displays to show 


its principal products and services at Southeastern Show & Seminar, Greensboro, N. C. 


White Bearings Receive “Best Booth Award” At Southeastern Show & Seminar 


White Bearings Co., Charlotte, North 
Carolina, recently was named ex- 
hibitor with the best booth at the 
Southeastern Plant Engineering and 


held at the 


Greensboro, 


Maintenance Show, 
Greensboro 
N. C. 
Robert L. White, 
White Bearings, receive a plaque for 
the best booth in the show. The award 
was made as a highlight of the three- 


Coliseum, 


president of 


day show and seminars. 
White Bearings was awarded first 


place because it used mobile displays 
to show its principal products, with 
plastic housing over cut-away prod- 
ucts to show the inner working of 
speed reducers and couplings. 

The show and seminar drew plant 
and building maintenance engineers 
The show featured 
exhibits of the latest and best in engi- 


from ten states. 


neering and maintenance equipment. 
The seminar presented experts from 
the field to discuss practical, scientific 
solutions to engineering problems. 


L. H. Shingle Co. Holds Transmission Belt Seminar In Watertown, N. Y. 
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A transmission belt seminar was held in Watertown, N. Y., led by factory representa- 
tives of the L. H. Shingle Co. More than 30 maintenance, production and engineer 
representatives of paper mills in the area were in attendance, Participating were 
(1 to r): Robert E. Fowler, Shingle; W. E. Forsthoff, Syracuse Supply Co., Syracuse ; 
George L. Abbott, Shingle; Robert Bruck, Black Clawson Co., C. M. Drinkwater, 


Shingle. Discussions included synthetic belts and making nylon core belts endless. 
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NIDA COST ANALYSIS SEMINARS OPEN 


The advantages of employing cost 
accounting for product, salesman and 
customer profitability were presented 
to 38 officials of 24 industrial supply 
and equipment firms by Robert M. 
Fridrich of the NIDA-SIDA Rela- 
tive Profitability Committee in Phil- 
adelphia on Oct. 27. The session was 
the first of five NIDA sponsored 
Profitability Analysis seminars to be 
held this winter. 

Fridrich, who is secretary-treasurer 
of the Orr Iron Co., Evansville, Ind., 
emphasized the importance of using 
some sort of cost accounting method 
to determine what and how much 
various sales 


segments products, 


salesmen, customers—contribute to 
the company’s profit and to eliminate 
waste of resources. Results of profit 
analyses, he emphasized, provide the 
basis of sound management decisions. 
To illustrate his points, Fridrich gave 
several examples of what cost ac- 
counting revealed to management of 
his own company and how the results 
led to corrective action and an im- 
proved profit picture. 

The idea that nothing can be done 
about the results of cost accounting, 
Fridrich stated, is a misconception. 
Using his own company’s figures, he 
showed that analysis not only ex- 
posed trouble areas but also indicated 
the cause of the trouble. In one prod- 
uct line which showed up badly, re- 
sults of analysis showed the cause was 
storage costs. Closer investigation of 
inventory revealed obsolescence as 
the reason for high cost. As a result, 
purchasing in the line was sharpened 


and the profit picture improved. In- 
variably, Fridrich added, half of the 
trouble uncovered by cost analyses 
is the result of faulty management 
assumptions based on lack of facts. 

After discussing various methods 
of cost accounting, Fridrich endorsed 
Simplified Operating Statement Cost 
Analysis (SOSCA, ID July 1959) as 
the most practical and easiest to use. 
The company initiating this method 
does not have to adapt its chart of 
accounts and the results are as reli- 
able as that of other methods. How- 
ever, he emphasized the need for one 
official in the company to study the 
method and “sell” its use to other 
key personnel. Key men in the com- 
pany have to accept the idea of cost 
accounting and participate in plan- 
ning as well as use the results. 

Since the Sosca method of cost ac- 
counting is based on the percentage 
of fixed cost and percentage of vari- 
able cost in each account of expense, 
Fridrich explained how any distribu- 
tor could determine these percentages 
for himself. The table of percentages 
published in the Sosca method is 
based on a study of variable and 
fixed costs in several supply firms but 
can be changed to suit the conditions 
of each individual firm. 

The method by which Orr Iron Co. 
collects the basic data for cost ac- 
counting—sales, gross profit and 
lines of billing—by lines and by cus- 
tomers was explained in considerable 
detail. At Orr, this data is collected 
as part of the routing order-handling 
system. Each one attending the sem- 


Profit saving experiences cited by Mr. R. M. Fridrich interest Eastern distributors. 
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inar was provided with a kit of paper- 
work samples illustrating the method 
of collection. 

Fridrich repeated the seminar in 
November at the Central States 
Industrial Distributors Association 
meeting in Chicago. Other seminars 
scheduled are: 

Jan. 29—New England Industrial 
Distributors annual meeting, Statler 
Hotel, Hartford, Conn. 

Feb. 11—Western States Industrial 
Distributors Conference, NIDA Areas 
5 and 6, Fairmount, San Francisco. 

April 27—Sheraton-Cleveland Ho- 
tel, Cleveland, Ohio. 


Sanson & Rowland Holds 
Tenth Annual Sales Conference 


Sanson & Rowland, Inc., Philadel- 
phia, recently held its 10th annual 
sales conference at Mt. Pocono, Pa. 

The meeting was conducted by 
Richard W. Goodby, president and 
James G. Pepper, vice president. 

At the meeting, The Earl H. 
Goodby Award was presented to 
Peter N. Svennihgsen. The award 
was instituted in 1960, to be pre- 
sented each year to an individual who 
most exemplified the characteristics 
of the late Earl H. Goodby, former 
president of the philadelphia firm. 

Following the award, movies and 
slides of previous meetings were 
shown. 

One morning was devoted to vari- 
ous phases of the business, with com- 
plete participation by all members 
present. That afternoon James Pepper 
presided at a “brain buster” session, 
which developed over 300 ideas on 
doing a better sales job. 

John L. McNevin, one of the firms 
sales representatives, addressed the 
gathering at the closing meeting. 


DOUGLAS SUPPLY PURCHASED 


Douglas Supply Co., Roseburg, 
Oregon, was purchased by American 
Steel Warehouse Co., Portland. The 
firm will continue operation as an 
industrial supply distributor. The 
firm’s name will be changed to Amer- 
ican Steel & Supply Co. 
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to help boost your 
pipe tool and die sales! 


RIZaID Ne. 60 SWING-AROUND FLOOR DISPLAY 
Display is Free ...You Pay Only for the Tools! 


Here’s an easy way to build sales of 
26 popular RIG Work-Saver 
hand tools and thread cutting oil. 
Attractive, hammered aluminum 
finish and brilliant RIT1D red are 
sure to draw attention. Give it just 
16” of floor space, even in a corner, 


for it rotates freely, and listen to 
your cash register ring. Tools are 
locked in place . . . pilfer-proof. 
Display and tools are shipped com- 
pletely assembled in a special 
container . . . ready to start selling 
when opened. Order yours today! 


RIEFAID No. 51 DIE DISPENSER for Drop Head, 


Three-Way 
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Dispenser is Free...You 
Pay Only for the Dies! 


You’ll be delighted with in- 
creased die sales when you 
hang this attractive 13's’ x 
14”’ metal dispenser where it 
will be a constant reminder to 
your customers that they 
need new dies. Only dies with 
high sales volume are in- 
cluded in the display assort- 
ment. What’s more, you get 
easy die size selection . . 
spot inventory control. 





Announcing 2 FREE RIGS&AID. 
Sales-Boosting Displays 


Se ee 





Dies are finest tool steel for greatest thread cutting accuracy. Dies are 
shipped in dispenser . . . ready to start selling the minute you put it up. 


Don't lose sales. 
Order your #51 Die Dispenser today! 
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Another Reason Why 


is the 
"BIG PROFIT LINE 


A GREAT 
DOOR OPENER 


Everybody Needs Pack- 
ings. Distributors find 
that the Belmont Line— 
because of its complete- 
ness including plastics, 
mechanical seals and 
spiral wound gaskets— 
gains them entrance to 
many tough customers 
and makes friends 
through the broader 


service it offers. 


IF IT’S IN 
THE PACKING LINE 
BELMONT 


HAS IT 


BELMONT 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa. 











Walter R. Trezise 


Dexter-Ross Co. Formed 
To Market Tapping Fluid 


The Dexter-Ross Co., with offices in 
Los Angeles, and Norwalk, Conn., 
was formed to market Moly-Dee 
Tapping Fluid. 

The two principals of the firm are 
M. Dexter Johnston and Walter Ross 
Trezise. 

Mr. Johnston owns and operates 
the M. D. Johnston Co. on the West 
Coast, while Walter Trezise was most 
recently general sales manager of an 
East Coast abrasive company. 

The Dexter-Ross sales force is now 
contacting distributors in the United 
States, including Alaska and Hawaii. 


Robert G. Burson 


FOOTE PROMOTES BURSON 


Robert G. Burson, recently appointed 
director of marketing, gear products 
and chain drive products for Foote 
Bros. Gear and Machine Corp., was 
elected a vice president, according to 
J. R. Fagan, president. 
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MAGAZINE CIRCULATION 


NOVEMBER 
DECEMBER 





American 
Machinist 





Automatic 
Machining 





Machine & Tool 


Blue Book 46,668 





Machinery 36,759 





Mill & Factory 60,106 





Modern 


Machine Shop — 





Production 31,083 





Purchasing 


Week 18,409 





Tool Engineer 41,487 














lovember and December 
Kg 349,559 BUYERS 
2 5 gre to -s/ Drills 


CHICAGO-LATROBE 
DISTRIBUTORS 
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It’s the business of engineers at Chicago-Latrobe 
to solve metal-cutting problems. Whether it’s a case like the 


one above or a sophisticated setup involving tape control, C-L is 


certain to have experience that can save you time and money. 


i a Begin the contact by calling in your 


local C-L Distributor or C-L Sales Engineer 


---or by writing Chicago-Latrobe 


CNWICAGOLA. TRO, Wie E direct ...do it today. 


o you have aC-Lc 


It is free on request. 


CHICAGO-LATROBE -432W. ONTARIO ST. 
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sells itself in seconds...try it! . 


EXCLUSIVE BRIGGS & STRATTON 
“EASY-SPIN” STARTING SYSTEM! 


Cuts starting effort in half — and it’s yours 
on all current Briggs & Stratton engine models at 
no added cost! Improves safety too; lessens chances 
of accidentally tipping powered equipment when 
starting. “Easy-Spin Starting” is completely new 

.- patented . . . exclusive. 

The secret: a unique cam designed to hold the 
intake valve open only 1/100th of an inch for a 
fraction of a second during the compression stroke. 
This tiny opening — precisely controlled — is just 
enough to bleed-off compression and cut the re- 
quired effort 50% at starting speed. Yet, at run- 
ning speeds, the engine develops full rated power. 

There’s nothing to get out of order — nothing 


to adjust. ““Easy-Spin” is foolproof and tamperproof. 
A system even amateur mechanics can’t “throw out 
of kilter.” 

Try it yourself to appreciate the improvement. 
See if you don’t agree it’s a “natural” for clinching 
power-equipment sales! Look for the “Easy-Spin” 
label on all new equipment powered by Briggs & 
Stratton engines; every current model has it. 


BRIGGS eS <STRATION 


GASOLINE ry @ 
ENGINES 
oe Pens in power. 


BRIGGS & STRATTON CORP. MILWAUKEE 1, WISCONSIN 


most respected 
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“KOOL-BORE” 


- another engine 
exclusive from 
Briggs & Stratton 


Chrome-plated, aluminum-alloy 
piston . . . high silicon-copper 
aluminum alloy cylinder. “Kool- 
Bore” type engines from Briggs 
& Stratton are stronger —tough- 
er — cooler running — use less 
oil—need less service, and last 
longer! 11 million “Kool-Bore” 
engines have achieved an un- 
matched record of performance. 
And “Kool-Bore” is an exclu- 
sive Briggs & Stratton design. 


“sales power extras”- 
look for many of 
them on your equip- 
ment powered by 
Briggs & Stratton... 


¢ “Oil Foam No-Spill” patented 
sealed polyurethane sponge 
air cleaner 


Gum-resistant, rustproof, 
epoxy sealed gas tank 


Efficient, full-power 
carburetion 


Reliable, sure-fire ignition 
Vented crankcase protection 


Wear-saving positive 
lubrication 
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John H. Parker 


Rockwell Mfg. Names Parker 
Sales Development Manager 


John H. Parker was named sales de- 
velopment manager, Power Tool Divi- 
sion, Rockwell Mfg. Co. He will be 
responsible for sales promotion of the 
firm’s line of stationary and portable 
power tools. 

Mr. Parker joined the firm’s 
Porter-Cable subsidiary in 1954 as a 
sales representative. He was pro- 
moted to his most recent position, 
assistant to the marketing vice presi- 
dent, in 1959, 

Prior to joining Porter-Cable, he 
was with Mall Tool Co., Syntron 
Electric Tools and Warsop Power 


Tools, Ltd. 


Freeman J. Hill 


Hill Named Sales Manager 
For Carborundum’s Southern Area 


Freeman J. Hill was appointed 
bonded abrasives sales manager for 
the Southern district, Carborundum 
Co. 

Mr. Hill was formerly an abrasive 
salesman in the Philadelphia area. 





slip through 
your fingers! 


Your salesmen miss an extra profit 
bet when they fail to talk up Kennedy 
tool boxes, tool chests and roller 
cabinets. Every industry, mainte- 
nance shop and garage is a pros- 
pect. Consider the plus benefits you 
get selling Kennedy... 


1. A complete line of premium quality 
tool boxes, tool chests and roller cabinets. 
Built to stand up under heavy service any- 
where. Many models and combinations. 


~ Top quality — prestige leadership. 
Kennedy is nationally advertised in lead- 
ing trade journals in the automotive and 
industrial fields. 


- ¥ Maximum profits with minimum in- 
ventory. Kennedy's fast service protects 
you against lost sales of out-of-stock 
items. 


4. Having the Kennedy line puts real 
wallop in your selling for faster turnover. 


Claim your share 
of this ready busi- 
ness. Stock up, 
talk up Kennedy. 
Write for com- 
plete distributor 
information 
today. 


Kits 


High Quality Tool and Tockle Boxes 





Pioneer manufacturer of metal tool kits 
and fishing tackle boxes 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM33 
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Exclusive new tap selector answers 
basic questions, trouble-shoots 
problems, makes tap selection 
easy and profitable. 


PROFITS—they're bound to be better 
if you use the revolutionary Besly tap 
selector. Tap decisions are faster, 
they're right and they'll rate you re- 
peat business. 


NO MORE MYSTERY-—this new 
COLOR-CODED Besly-Welles tap 
selection system is as fool-proof as we 
could make it. A// you need to know to 
make 75% of all tap selections—and 
make them right—is the metal to be 





EXPERTS 
OFFER 
SELLING 
HELP 


tapped and four colors. It couldn't 
be easier. 


BASIC QUESTIONS ANSWERED 
—those questions about taps you've 
always wanted answered—are answered. 
And simply. The ‘‘what,"’ ‘‘why"’ 
and ‘‘how."’ 


TROUBLESHOOTING—we do our 
best to keep you a step or two ahead 
with the straight answers. 


A Besly Franchise is the key to it all. 
Write us for all the details including 
information on the complete Besly line 
of taps, cutting tools and gages. 


BESLY-WELLES CORPORATION 





106 Dearborn Avenue, South Belolt, Illinois 





Julian Warczak 


Bearing Headquarters Appoints 
Warczak Sales Manager 


Julian Warczak was appointed sales 
manager of Bearing Headquarters 
Co., Division of Ray M. Ring Co., 
Chicago. 

Mr. Warczak, who will have head- 
quarters in Chicago, joined the firm 
in 1946. For the past several years, 
he has been closely associated with 
the sales management functions of the 
firm. 


Bunting Brass Opens 
Precision Plating Department 


The Bunting Brass & Bronze Co. re- 
cently opened a new precision plating 
department headed by Elmer T. 
Blackney, a graduate chemist with 
more than 16 years experience in the 
precision plating field. 

The 


equipped to perform close-tolerance 


new department will be 
plating of sleeve bearings and other 
parts by either the electrolytic or 
immersion process. 


Sandvik Opens Seattle Office 
Nelson Named District Manager 


Sandvik Steel, Inc., recently estab- 
lished a new branch office in Seattle, 
Washington. 

The new office will be under the di- 
rection of Raymond F. Nelson. Mr. 
Nelson was named district manager 
for Sandvik sales in Washington, 
Oregon, Idaho, Montana, Wyoming 
and Alaska. 


NEWS continued on page 116 
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An Advertising Crusade 
That Helps Your Customers 
and Helps YOU Sell... 








Enlist 


Crusade 
for 


Accidents on the job cost industry more than $4 billion 
a year,” reports the National Safety Council. 230 mil- 
lion man-days were lost, nearly 2 million disabling in- 
juries were suffered in 1959. As rough as these figures 
look, they represent progress. The accident rate has 
been cut in half since the twentieth century started 


In plant after plant demonstrations by Union fieldmen 
have pointed the way to accident reductions. They show 
how the correct use of the right set-up of Union's Tuffy 


Slings and Hoist Lines affords greater safety and longer 
service life 


Proper Fittings Add Safety, Too 


Union provides a sling fitting for every need. Fully de- 
scribed in the Tuffy Sling Handbook. Have them fac- 
tory-fitted when you order slings or rig them yourself. 
Enroll in Union Tuffy’s safety-lift club. Start by send 
ing for the two books offered below 


Union Wire Rope Tuffy.Tips on safe use of Slings and Hoists 


Lifting Strains Take 
High Toll of Injuries 


Did you know that in some states one 
in every six compensation claims in 
volves back injuries? And that one in 
surance company says back injuries 
constitute 60% of their claim expense? 
Hernia is another hazard of materials 

i handling. One manufacturer reported 

i 75% of his compensation claims in 
volved hernias. This high incidence of 
hernias and back injuries can be 
greatly reduced by proper lifting 
equipment and methods. 


Free! Two Valuable 
Tuffy Handbooks 


1. “Tuffy Tips” include many more 
safety hints. Also tells how to use wire 
rope and slings to get longer service 
life. Tuffy Tips do's and don't’s can 
mean money in your pocket 


2. “Tuffy Sling Handbook.” Tells all 
about slings from A to Z. Contains 
helpful data on the selection and use of 
slings—types, dimensions, weights, fit 
tings, rated loads, safety-approved 
signals 


BOTH FREE! Write Union Wire Rope, Armco Steel Corporation, 2100 Manchester Ave., Kansas City 26, Missouri 


oe 


ARMCO Union Wire Rope 
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Still Another 
Informative Ad 
in the 1961 
Series In— 


National Safety News 

Plant Engineering 

Modern Materials 
Handling 

Factory 

Steel 

Purchasing 


Total circulation: 262,178 
Total audience: 786,534 
(Estimated at 3 readers 
per copy) 


LIVE LEADS 
Hundreds of 
Requests for 
These Free 

Books Go To 
UNION TUFFY 
DISTRIBUTORS 


We Have Some Good 
Territory Open. Ask 
About the Union 
Distributor Plan. 
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Manufacturers’ 


representatives demonstrated new products to Campbell’s guests. 


Show Highlights New Products 


Flood Of New Products Influences Campbell Supply To Hold 
New Products Industrial Show Both In Seattle And Tacoma 


Campbell Industrial Supply, Seattle, 
Wash., held an 


show at its Seattle headquarters and 


recently industrial 
at a nearby branch. 

Faced with thé task of introducing 
more new products this year than in 
any single past year, the Campbell 
turned the 
problem into an opportunity by hold- 
Tool 
Show both at its headquarters in 
Seatle, Wash., then 
branch in nearby Tacoma, Wash. 


Industrial Supply Co. 


ing a New Products Industrial 


and at a new 

The show was held first in Tacoma, 
for two days. Then all the exhibits 
were loaded into trucks and moved 
about thirty miles to Seattle. Here a 
second two-day show was held after 
an interval of only one day. 

Participation in the shows was 
limited to manufacturers who have 
introduced a new product in the last 
six months, said Wallace Campbell, 
president of Campbell Supply. 

The shows were promoted by the 
mailing of two giant postcards, a 


112 


month apart, to Campbell customers. 
Also used were displays in the August 
and September issues of Campbell’s 
Industrial Supply News. 

Some two hundred persons were 
attracted to the Tacoma displays, and 
about five hundred fifty to the Seattle 
affair. Visitors were greeted by 
Campbell salesmen and introduced to 
the new products, set up at various 
booths, by manufacturers’ representa- 
tives. 
75 ft. area. The show was held each 
day from noon to 8:00 P. M. 


introduced a 


Displays occupied a 50 ft. by 


American Pulley Co. 
new Kase King tublar steel hand 
truck. Black & Decker displayed a 
No. 8 H. D. Nibbler. Kennametal, 
Inc., showed Kendex BB 7000 K-bars 
in package form. Lincoln Engineer- 
double-action 
lever-type grease gun. Utica Drop 
Forge & Tool Co. offered a bent chain 
nose plier. J. H. Williams & Co. pro- 
moted a combo socket set. Whitman 
& Barnes put forward a No. 209 SF 


ing Co. exhibited a 


high-speed single-flute counter sink. 
Norton Co. presented Cut-N-Saucers 
wheels with Dis-Card mounts. 

The Campbell Co. encouraged at- 
tendance by serving a catered meal 
both at Some 
visitors came a considerable distance 
and stayed for more than two hours. 


lunch and dinner. 


“T oolmobile” 


Campbell Supply has put part of its 
merchandising operation on wheels, 
for better sales penetration into out- 
lying area. 


Introduce 


A Volkswagen van, espe- 
cially fitted for the purpose, functions 
“Toolmobile” at Campbell’s 
Tacoma branch. The vehicle services 
many mills and small shops in the 
Northwest hinterland. Bringing the 
distributors stock right to the door of 
the buyer. 


as a 


Ths van was purchased from Pratt- 
Gilbert, which 


used it as a mobile warehouse serv- 


Phoenix, Arizona, 


icing job shops. Campbell plans to 
use it primarily for display, and ex- 
pects to replace it with a larger 
vehicle in the near future. 

The vehicle is used as a travelling 
demonstrator on the firm’s many 
as a service to cus- 
tomers in distant areas. 


country calls, 


“We feel a floating display is essen- 
tial in a spread-out, small industry 
territory like ours,” said Campbell 
management. 

Ray Renz, Tacoma manager, is or- 
ganizing the Toolmobile operation 


for Cambpbell Industrial Supply. 


"SME 
wart 


Wallace Campbell (right), president and 
Ray Renz, Tacoma manager, greet guests, 
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Loosened Purse-Strings 


starts on page 38 


area where production has increased 
most since this spring. However, the 
nondurables are not far behind—the 
petroleum industry, for example, 
plans to step up investment by 10%, 
and rubber will be up by 11%. Here 
is a closer look at some of the indi- 
vidual manufacturing industries: 

*Iron and steel producers will 
spend a healthy 15% more next year 
than they did in 1961, for a total 
outlay of $1.33-billion. While the 
operating rate was still at a disap- 
pointing 74% at the end of the third 
quarter, it is much better than the 
52% figure reported a year ago at 
this time. Sales are expected to in- 
crease 7%, but capital goods prices 
are up 2.8%. 

* Electrical machinery will decrease 
their 62 spending by 9% next year. 
Even so, the expected $620-million 
outlay will be the second highest 
yearly total on record. The operating 
rate of 78% is off the preferred level 
of 93% by 15%. Sales volume is 
expected to be up 5% in 62. 

¢Nonferrous metals forsee an 
outlay of $280-million this coming 
year, up 7% over the $260-million 
spent in 1961. This group expects 
the greatest sales increase of any 
single category next year: 9%. 

¢ Autos, trucks and parts, though 
possessing more than adequate ca- 
pacity, will up their outlay next year 
by 3% for a total of $700-million. 
Sales are expected to be up a bright 
8%, with compacts more popular 
than ever. 

¢Other metalworking industries 
(fabricated metals and instruments) 
expect the greatest single percentage 
increase in capital investment next 
year: 18% to reach a total record of 
$1.06-billion. With a current op- 
erating level of 79%, they are only 
11% off the preferred rate of 91%. 

¢ Rubber expects the greatest in- 
crease, percentage-wise, in their cap- 
ital spending among the nondurables 
in "62, upping outlay by 11%, to 
reach a total of $240-million. Sales 
are foreseen jumping by a respectable 
8% ; current operating level: 87%— 


continued 
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FOR Rem Line 
TOOL CHESTS 


"th Pio 
FOR Zypov i 


Rem Line 


FOR REDUCING COSTS 


Si 


FOR SAVING TIME 


FOR $ SAVING PRICES 
WHEN you see the extra 
tool storage, the heavy 
plated hardware, the 
rugged steel construction, 
WHEN you try the smooth 
drawer action... 

You will really 
appreciate how special 
Rem Line is. 


Wy 


and you'll buy Rem Line 


There are 


14 


Rem Line Units oh ME gy, 


* 2 ROLLER CABINETS 
* 6 TOOL CHESTS 


luding a machinist’s chest) 


( 
* 6 TOOL BOXES Rem Line 


All priced for quick profitable sale DIVISION 
All built for dependable service 4620 W. Nineteenth Street 


ic 50, Illinoi 
Write for Free Rem Line Catalog sata i 























end to end! § 


SIZES — 9/32" thru 2° 


Taylor's special analysis alloy 
steel... electric flash welding 
...controlled heat treating, 
and patented Tayco Hooks 
make TM Alloy Sling Chains 
tougher! These qualities plus 
rigid link-by-link inspection, 
scientific testing, and signed 
Test Certificate, also make TM 
Alloy Sling Chains sell faster 
and easier to safety engineers 
..- Material handling men and 
production superintendents 
everywhere! Get full details! 
Call or write for Bulletin 14-A. 


Chain is our specia/ty—not our sideline! 


aylor 
ade 


CHAIN “+ 
1873 


S. G. TAYLOR CHAIN CO., Inc. 


General Office: Hammond, Indiana 
Piants: Hammond, Ind., and Pittsburgh, Pa. 
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Loosened Purse-Strings 


continued from page 113 


only 9% off from preferred rate. 

* Petroleum refining will lay down 
a tremendous $3.06-billion next year, 
up a healthy 10% over 1961, for the 
greatest dollar expenditure of any 
manufacturing category. However, 
sales are expected to be up only 2%. 

*Food and beverages, as usual, 
continue to prosper and expand in 
nourishing our growing population. 
Next year, this group expects to up 
their capital investment by 6% over 
1961 levels, laying down $1.04-billion 
for new plants and equipment. Sales 
are also expected to increase by 6%, 
and at the current rate of 82%, op- 
eration levels are below preferred by 
11%. 

* The chemical industry, which has 
spent well over $1.-billion every year 
since 1951, plans a slight decrease in 
investment next year (2%), because 
of the spare capacity which exists in 
most chemical lines. Even so, this 
group expects to spend $1.62-billion 
in 1962. Sales will increase by 7%. 

* Transportation equipment (largely 
aircraft and missiles) manufacturers 
expect a 7% increase in their spend- 
ing, up to $420-million from the year- 
earlier figure of $390-million. Much 
of this is accounted for by additional 
defense orders, since most airlines 
are as fully converted to jets as they 
are going to be for awhile. A sales 
of 3% 


September operating rate was the 


increase is expected. The 
lowest among all the manufacturing 
categories: a low 71% against a pre- 
ferred level of 95%. 

¢ Machinery makers expect to spend 
6% more (up to $1.17-billion) next 
year, with office machinery leading 
the group, with a smart 7% increase 
foreseen in the sales level. This group 
was operating at 74% of capacity at 
the end of the third quarter this year, 
but prefer a rate of 92%. 

¢ Paper and pulp producers, usually 
a bellwether of the 


sector, are upping their capital invest- 


non-durable 


ment to $760-million in 1962, an in- 
crease of 6%. Executives expect a like 
At the 


end of September, this category had 


amount of increase in sales. 


the highest operating rate—90% 


only 10% off from the preferred op- 
erating level of 100° capacity. 


¢ Stone, clay and glass makers see 
€ 


an 8% increase in capital expendi- 
tures during 1962, up to a hefty 
1961’s estimated 


$490-million. Sales are also expected 


$530-million over 


to increase by a good 8%. 

¢Textile producers are spending 
10% more in 1962, according to their 
preliminary plans, making a total 
capital outlay of $520-million. Chron- 
ically plagued by overproduction and 
foreign imports, this industry has 
much obsolete equipment and is 
making a stalwart effort in trying to 
capture more sales. Sales increases 
are expected to be up by 5% next 


year. 
Plans in Nonmanufacturing 


Railroads plan to invest 1% more 
in 1962, reflecting an improved level 
of rail traffic and earnings since the 
recession. In other transportation, 
trucking and bus lines expect to 
spend more next year while airlines, 
having made substantial purchases of 
jetliners in the past few years, expect 
a smart reduction in outlays next 
year. 

The mining industries as a whole 
expect to spend the same next year 
as this. While iron ore and coal com- 
panies expect to boost investment in 
62, nonferrous and nonmetallic min- 
ing firms foresee a reduction. 

Electric and gas utilities together 


are scheduled to spend 2% more next 


year, while commercial business re- 
ports plans to increase capital spend- 
ing by 4%. This would bring invest- 
ment in this area to a record $8.7- 
billion, reflecting continued expan- 
sion in new shopping centers, office 
buildings, warehouses and _ other 
service establishments, as well as pur- 
chases of electronic computers and 
business autos and trucks. 

The commercial area in this survey 
includes only large banks, insurance 
companies, large chain, mail order 
and department stores. 

Business expects the prices paid for 
new plant and equipment to be less 
than 3% higher than in 1961. This 
is an average for all types of facilities, 
and the price for any individual item 
may vary considerably from this 
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average. But it does indicate roughly 
how much of the increase in planned 
capital spending may be due to price 
increases. 

A price increase of this magnitude 
does not suggest that business as a 
whole expects inflation. Historically, 
capital goods prices have risen at a 
faster rate than other prices during 
an inflationary period. Thus, if these 
prices are held down to less than a 
3% gain in 1962, it augurs well for 
the economy as a whole. 

The food and beverage industry 
expects the prices they pay to rise the 
smallest amount—only 1%—while 
machinery companies foresee a price 
rise of 4.5%. Among all other indus- 
tries, price expectations cluster close 
to the average for all business of 2.6%. 

This survey, made by the McGraw- 
Hill Department of Economics, is 
based on industry’s replies to a ques- 
tionnaire received during October 
and thus represents industry’s think- 
ing as of that time. 

A record number of companies re- 
sponded to this survey. Companies 
that participate in the McGraw-Hill 
survey are usually the larger com- 
panies in their industry, and this fact 
may affect the results of the survey. 
But, as usual, in each successive sur- 


vey a concerted effort is made to 


include more medium-sized and 


smaller companies, and more such 
companies cooperated than ever 


before in this survey. 





How the Case Turned Out 


starts on page 56 


At the next sales meeting, sales man- 
ager Hendler brought the subject of 
the “pot shooting” competition up for 
general discussion, asking for ideas as 
to what could be done to handle the 
situation. The response was varied: 
one of the salesmen suggested trying 


to compete on price “until the heat is 
off”; another suggested that accounts 
that purchased on price alone should 
be “dropped”, while two others took 
the opposite view that these accounts 
should be called on more often to 
“impress them with our services. 
The last suggestion, it was agreed, 
was a positive approach and, despite 
Shaw’s impatience, should be tried. 
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FROM THE HOT HAMMERS AT 


BONNEY 


THE WORLD'S FINEST 


FORGED 
hy 7 & 
FITTINGS 


BONNEY 








itl POSITIVE PROTECTION for 
MOTORS and MACHINERY 


Limit switch 





Adjusting nut 
Worm 


























Removable cover Gear Shaft rotation — 


As long as applied torque is within pre-determined limit, spring bears 
against end of worm and holds it centered on gear. Excessive torque 
causes worm to move axially along splined motor shaft, compressing 
spring and bringing cam surface in contact with limit switch which 


cuts power, stopping motor. 


..- JANETTE Adjustable Torque Overload Cutout 


Here’s dependable protection for drive units, driven mech- 
anisms, personnel, and work in progress . . . and a sure-fire way 
to reduce down-time. 

Janette Adjustable Torque Overload Cutout is far more 
sensitive than conventional shear pins, or friction clutches and 
similar devices. Its sliding worm on a spline shaft (described 
above) assures shutdown of the driving motor within closely 
controlled torque overload limits. Unit is easily reset when 
cause of overload is removed. 

Color-coded, interchangeable springs permit selection of a 
wide range of torque limits. Each spring has a simple linear 
adjustment over its own range. Protect your equipment and 
avoid costly downtime the positive way . . . with Janette 

Adjustable Torque Overload Cutout. 
Write today for Bulletin 5-7. 


GEAR MOTORS 
MOTORS 
SPEED REDUCERS 


Division of Holtzer-Cabot Corp., Boston 19, Mass. 
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Tuch Heads Group 
Buying American Screw Co. 


Albert Tuch, a partner of Warren & 
Bailey Co., Los Angeles, one of the 
oldest industrial supply houses on the 
West Coast, is heading a West Coast 
group which is buying the American 
Screw Co., Division cf Noma Lites, 
Inc., for about $4,500,000 to $5,000,- 
000. 

American Screw was purchased by 
the Christmas lights manufacturer in 
1960, for 801,752 shares of Noma 
Lites common stock. 

The operation of American Screw 
Company will continue without inter- 
ruption, Mr. Tuch said. The division 
had assets valued at $9,517,025 on 
December 31, 1959. 

Noma Lites said it will receive 
$2,250,000 cash at the time of closing, 
with the rest to be paid in the form 
of a mortgage on real estate and par- 
ticipation in royalties and commis- 
sions for five years. 


Clemson Names Perry 
To Additional Territory 


James W. Perry was appointed dis- 
trict sales representative covering 
Ohio, northern Kentucky, and the 
greater part of Indiana, in addition 
to his present territory of Michigan, 
by Clemson Bros., Inc. 

Mr. Perry will supervise sales and 
field service of Clemson Bros. and 
Victor Saw Works, Inc. 

Prior to joining Clemson, in 1958, 
Mr. Perry was employed by Reliable 
Supply Corp., Muskegon, Mich. 


District Representatives 


Walter C. Todd was appointed dis- 
trict sales representative for Okla- 
homa, Arkansas, Louisiana and the 
greater part of Texas. 

Ralph E. Miller was named district 
sales representative for Kansas, Neb- 
raska, Missouri and the greater part 


of Iowa. 


INDUSTRIAL DISTRIBUTION 





Jamesbury Corp. — Peouble-Geat” Ball Valves — Sales Curve 
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Through Qualified Stocking 





This is our selling philosophy. The sales record it has accom- Distrib utors’”’ 


plished serves to underscore the fact that our distributors are 
the most important people in our organization! The James- 
bury Distributor can expect to enjoy better profits today and 
better profit potentials for tomorrow. 


Who Qualifies asa Jamesbury “Double-Seal” There are only a limited number of territories 


open to qualified distributors. These territories 


Ball Valve Distributor? are in areas not currently covered by members 


Before answering this question let us make this statement: 6 ee ee ee 
The Jamesbury policy is to work with a closely knit group of Wad He cougar to HRS S SUNN GEaE eee 
distributors ...no more than are needed to provide national 
distribution. Jamesbury does not “collect” distributors. 


Now ... to answer the question of “Who qualifies?” 
First, Jamesbury seeks organizations who recognize the 
growing importance of the ball valve in all industry. Then, 
Jamesbury looks for proved records of “product line” 
success. 


Essentially, Jamesbury is interested only in the strongest, 
most aggressive distributor organizations in a given territory. 
When such a distributor is located and named to handle our 
line they will have the complete support of the most produc- 
tive distributor policy in the valve industry. 


JAMESBURY CORP. 
648 Lincoln St., Worcester, Mass. 


Gentlemen: 

We are interested in talking with you regarding distri- 
bution of “‘Double-Seal"’ Bal! Vaives: 

Name 

Company 

Address . Street (Ave.) 

City 


Territory(s) covered 


------------- = 7 


er 


Jamesbury “Double-Seal” Ball Valves* 
“As Versatile as Industry Itself” JAMESBURY CORP. 


648 Lincoln St., Worcester, Mass. 


DISTRIBUTORS IN PRINCIPAL CITIES 


*patented 
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UTICA TOOLS / 4¢ 


NEW y 


UA-200 


THE VERSATILE ) 
MULTI-PURPO 
POWER CU 


FOR INDUSTRY 
WITH 
INTERCHANGEABLE 
CUTTING HEADS 


i, 2 
diagonal cutting head | {\ \s 
SHOWN 
FULL SIZE 


This latest and most versatile addition to the Utica line of production 
tools is available with four optional, interchangeable cutting heads. 
Each head is designed for a specific cutting purpose and all have 
electronically induction hardened jaws. The air cylinder is lightweight, 
shock-resistant Delrin plastic and the UA-200 is easily operated with 
a long trigger that fits either hand. And the UA-200 is four times 
more powerful. Maximum cutting speed with minimum operator 
fatigue assures higher production in almost any cutting operation. 
Each UA-200 is equipped with an 8 ft. air hose and your choice of 
one cutting head. Write for complete information. 


OPTIONAL HEADS FOR VARIED USES 
Qe AOS «ee 
~~ ale ap 


B-6 Cutter B-7 Cutter B-8 Cutter 


Hairline flush edge Cutter-crimper head Diagonal cutting head 
diagonal cutter head for printed circuits for plastics only 


UTICA 


UTICA TOOLS © DIVISION OF KELSEY-HAYES COMPANY, UTICA 4, NEW YORK 








Dobbs Heads New Ingersol-Rand 
Unit To Finance Durable Goods 


William A. Dobbs was elected presi- 
dent of Ingersoll-Rand Financial 
Corp., which provides distributors of 
durable goods with facilities for 
financing the sale and lease of indus- 
trial machinery and tools. The Del- 
aware company was recently organ- 
ized as a subsidiary of I-R. 

The new financing corporation, ac- 
cording to Robert H. Johnson, chair- 
man of the parent company, will 
operate primarily in the short-term 
and medium-term areas, and should 
help to meet the increasing demands 
of customers for longer payment 
terms. 

Facilities of the new firm will be 
available to distributors of all types 
of durable products, he continued 
regardless of whether they are made 
by Ingersoll-Rand. In this way, 
funds can be provided for manufac- 
turers and distributors, relieving 
them of carrying slow-moving re- 
ceivables on their books. The financ- 
ing organization will operate in both 
the domestic and export fields. 


Vogt Names Flower 
To Head New Orleans Office 


James S. Flower will serve as man- 
ager of the New Orleans district 
office for Henry Vogt Machine Co. 

The sale of all Vogt products will 
be handled from this office. 

Mr. Flower was formerly with 
Ross-Wadick Supply Co., New 
Orleans. 


James S. Flower 
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Robert Ingersoll Succeeds Roy Ingersoll As Chairman of Borg-Warner Corp. came a Borg-Warner director and 


president of the Ingersoll subsidiary. 
Within a few years he was named 
president of the five company 
divisions. 
Mr. Porter, Borg-Warner’s new 
president, has been with the firm 27 
years. In 1951, he became treasurer 
of Borg-Warner and in 1953 was 
named administrative vice president. 
a : He became a director in 1955 and 
Robert S. Ingersoll Roy C. Ingersoll Lester G. Porter was elected executive vice president 
in 1956. 
Robert S. Ingersoll was appointed and development organization. 
chairman of the board of directors of From 1942 to 1948 he was a works 


Borg-Warner Corp. He succeeds Roy manager in Kalamazoo. Then he be- Longhorn Supply Promotes Peters 
C. Ingersoll, who is retiring and came vice president of the Ingersoll T 
0 Houston Store Manager 


career of more than 53 years. At _ elected president. David Peters was promoted to Hous- 
the same time, Lester G. Porter was Roy Ingersoll began his business ton store manager for Longhorn Sup- 


bringing to a close an active business Products Division. In 1956 he was 


named president of the company. career in 1908 as general manager ply Co., Houston, Texas. 

Robert Ingersoll was elected presi- of the Galesburg-CoulterDise Co. In Mr. Peters, who formerly served as 
dent in 1956. A son of Roy C. Inger- 1927 he was elected president. In a Houston-area salesman, has been 
soll, he has been with B-W since 1929 he consolidated the firm with associated with Longhorn for the 
1939, first as an engineer with the the Borg-Warner Corp., which was _ past two years. His background in 
Ingersoll Steel & Disc Division and seeking a source of special steels for oilfield equipment sales includes serv- 
later as manager of amphibian vehi- products it then manufactured. ice with Houston Oil Field Material 
cle development in the firm’s research A few months, later, Ingersoll be- Co. in south and west Texas. 
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*Sprayon Aerosols / 
for Industry \ 


—_ etch Open Gear and Wire 


Rope Lubricant 
P ‘ z * Light Oil Lubricant 
This package is saving American in- Penetrating Oil 
dustry millions of maintenance hours a Dry Graphite Lubricant 


year. That means millions of dollars, too. ~*~ aya 


’ ’ . . . . Clear Plastic 
That’s why industrial distributors are Siicone bhehd feleoce 


finding their sales of aerosol paints, lubri- Wrinkle Finishes 
cants, solvents and other products are High-Heat Aluminum 
shooting up and the repeat orders steady Zinc Chromate Primer 


aa Red Insulating Varnish-Enamel 
and profitable. How about you? Sattery Terninal Preteder 


To get a share of these sales, stock and Sve Loyout Paid 
Layout Fluid Remover 


sell the Sprayon line, the widest and the Anti-Rust Spray 
best*. Sprayon is the oldest and the lead- Electric Motor Degreaser 
ing packer of aerosol specialties. Engine Degreaser 
Color Code Enamels 
For full details and sales facts, write Marking Enamels 
to Industrial Supply Division, Sprayon “ wren 8 
Products, Inc., 2075 East 65th Street, a 


. Gray Primer-Surfacer 
Cleveland 3, Ohio. Jet-Pak Self-Powered Spray Gun 
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Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 


Edward Va/ves, /ne. 


Chances are you are carrying 
in stock thousands of products 
produced by hundreds of com- 
panies. Did you ever ask your- 
self, “why am I carrying this 
particular product?” If you have, 
perhaps the answer was “great 
demand” or “best of its kind” 
or “good service.’’ There are a 
lot of good reasons. 

But we think there may be 
some reasons you haven’t seri- 
ously considered . . . reasons why 
having Edward valves in your 
inventory makes good sense. 

EDWARD VALVES, INC., 
has been, for over 50 years, a 
pioneer in the research and de- 
velopment of forged and cast 
steel valves from \% to 18 in. for 
high-pressure services in many 
industries. At our research center 
in East Chicago (see illustration 
above) are assembled more skilled 
technicians and research tools 
than in any other laboratory in 
the world devoted exclusively to 
cast and forged steel valve re- 
search. From this laboratory has 
come a consistent stream of valve 
pioneering developments to make 


working parts last longer, to 
make safer, tighter closing, easier 
operating valves. This kind of 
consistent research and develop- 
ment makes for leadership. And 
leadership makes for a better 
product and increased sales. 


WHAT EDWARD RE- 
SEARCH MEANS TO YOU: 
When you carry a complete stock 
of Edward cast and forged steel 
valves you are taking advantage 
of the leadership and pioneering 
research for which Edward Valves 
is known throughout industry ... 
a reputation that means more 
valve sales for you. This is just 
one of many good reasons why you 
should make Edward Valves the 
leader in your line too. 

Edward builds a complete line 
of forged and cast steel valves 
for pressures to 10,000 Ib. in 
pressure-seal, bolted, union or 
welded bonnet construction from 
¥g to 18 in. for power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chicago, 
Indiana. Subsidiary of Rockwell 
Manufacturing Company. 








One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 











George E. Gregory 


Gregory Named President Of 
Powder Actuated Tool Institute 


George E. Gregory was elected presi- 
dent of the Powder Actuated Tool 
Manufacturers’ Institute, Inc., with 
headquarters in New Haven, Conn. 
Mr. Gregory is president of Gregory 
Industries, Inc. 

The institute carries out an educa- 
tional training program through trade 
schools and in cooperation with 
building trade unions. It also repre- 
sents the powder actuated tool and 
fastener manufacturer industry in 
work with the U. S. Department of 
Labor, local building code authori- 
ties, insurance boards and others. 

Alvin G. Lane is executive director 
of PATMI. Other institute members 
include Ramset Division of Olin- 
Mathieson Chemical Co.; Omark In- 
dustries, Inc.; Remington Arms Co., 
Inc.; Star Expansion Bolt Co. 


Goodwill, Fenske Named 
To New Posts At Allis-Chalmers 


R. E. Goodwill was appointed sales 
manager, Norwood Works electrical 
department and J. F. Fenske was 
named manager, motor sales in the 
Pacific region, by Allis Chalmers 
Mfg. Co. 

Mr. Goodwill had been manager, 
industrial equipment division sales in 
the Central region, since 1959. He 
has been with the firm since 1954. 

Mr. Fenske was manager of indus- 
trial sales in Norwood before being 
named manager of electrical depart- 
ment sales last year. He joined Allis 


Chalmers in 1948, 
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Strong fi. 

Tough ; 

Economical © Steel 

Efficient 3 Z 

Lasting - A. PA 
wes 


» Problem — Another unique need—so our bolt headquarters 
Th is i was contacted with only a very rough sketch. A squarehead, 
shoulder bolt with special dimensions was needed. Just enough 

variation from any of our 50,000 standard and special bolt 


is the bolt. products to require special engineering. What is its use? 


Solution—Sometimes requests like this are top secret. All we 

G really know is that it is used to hold wire screening in place in 
a n you a chemical cathode unit—and the customer is happy with it. 

You may never have a call for a bolt exactly like this one, but 


- 
pl n point you can depend on Sheffield for whatever you do need in metal 
fasteners. Sheffield has one of the 


world’s largest completely integrated bolt SHEFFIELQ 


~ 
its use? plants—with the engineering and designing 
skill and the large scale production facilities Bg 
to back them up. OLT PRODUCTS 


Ask your Sheffield bolt man. He can fill all your bolt needs—particu- 
larly the tough ones. Sheffield Division, Armco Steel Corporation — 
Houston, Kansas City, Tulsa. 


€ ; are 
ARMCO Sheffield Division 


V 
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PRODUCTS 


F. D. Arnout L. G. Leddy 


SHOP EQUIPMENT AND STEEL SHELVING 


Your customers seeking top quality steel equipment can be 
selective and satisfied with BAY’s complete line. New products 
with exclusive features maintain the same high BAY standards 
of proper design—produced right, unconditionally guaranteed. 
And, BAY’s system of limited franchise distribution and com- 
plete distributor protection insures freedom from wanton 
price cutting—maintains BAY’s top quality line for distributors 
to sell. Check our new catalog and prove it to yourself. 
Modular Benches « Steel Shelving « Work Benches e Stock Carts 
¢ Handicabinet* Benches « Service Trucks « Stacking Boxes « Parts 
Bins ¢ Small Parts Cabinets and Cases. 


Clemson Expands Districts 
For Two Sales Representatives 


F. Douglas Arnout, sales representa- 
tive for Clemson Bros., Inc., and its 
affiliate Victor Saw Works, Inc., has 
had his territory extended to include 
all of the state of New York, except 
the metropolitan area. 

At the same time, Leo G. Leddy 





was appointed district sales repre- 





sentative for West Virginia, in addi- 








tion to his present territory. 





ASTM CHANGES NAME 


BAY PRODUCTS DIV. The name of the American Society 


AMERICAN METAL WORKS, INC. 


1843 W. Cambria St., 
Philadelphia 32, Pa. 


BAidwin 9-1805 for Testing Materials was officially 
changed to the American Society for 


The change 


in name was the result of study and 





Testing and Materials. 
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CMOOTHLY. 


ROLL-A-REEL 


for pay-out or discussion with members throughout 


take-up of any- 


> CC _ ing ever: 
Gian ao: coats the country, extending over s al 


years, the Society said. 


Molly Corp. Appoints Neuser 
Manufacturers Representative 


W. F. Neuser & Associates was ap- 


No pulling heavy reels 
... no pushing . . . JUST 
LOAD and away you go! 
pointed manufacturers representative 


Easily portable 
No jeck: 


3 
Handle any ree! diameter 
Heavy steel 


frame 


by Molly Corp. 
The firm will represent Molly Corp. 


in Wisconsin and upper Michigan. 


Slanted 

front 

Ball-bearing adjustable 
rollers 


Positive roller lock for 
unloading 


STYLE B— 4,000 ibs. cap. for 
1 reel up to 48” wide; or for 
2 reels up to 24 wide each. 
Weight 1102. 

PRICE $84.50 

f.o.b. Cincinnati 


All are drilled for optional 
auxiliary ball-bearing side 
rollers, $5.00 per set extra. 


STYLE A — 2.000 Ibs. cap. for 
reels up to 28 wide. Weight 
60 


PRICE $46.50 
f.0.b. Cincinnati 


®@ Special sizes on request. 


ROLL-A-REEL 





Reading Road 
Cincinnati 29, Ohio 
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Craighead & Associates Formed As 
Minnesota Factory Representative 


Craighead & Associates, factory 
representatives, was recently formed 
at South Griggs St., Saint Paul, 
Minn., by J. F. Craighead. 

Mr. Craighead, a 30 year veteran 
in the power transmission field, re- 
cently resigned from Baldwin Supply 
Co. 

He said that his firm hopes to go a 
step further in the specialty area of 
application engineering assistance. 
This will be done by promoting the 
“package” plan which relieves the 
customer of responsibility of sizing 
several parts, but allows him to buy 
a unit system from one source. 

The firm’s efforts will be divided 
between sales and engineering, hop- 
ing to insure customer confidence in 


the firm’s program. 


Chicago Screw Works Extra Day 
For Community Chest Drive 


The Screw Co. recently 
designated Saturday, October 14. 
1961. as its 10th Annual Extra Work- 
day for the Community Chest. 


Chicago 


As in the past years, this sixth day 
was planned so all personnel could 
make a substantial contribution to 
the Community Chest of their choice. 
Since the joint union and manage- 
ment program was inaugurated in 
1952. more than $106,000 has been 
raised for Chicago and suburban Red 


Feather agencies. 


Roebling’s Appoints Burtch 
General Sales Manager 


Forest S. Burtch was appointed gen- 
eral sales manager for the John A. 
Roebling’s Sons Division, The Colo- 
rado Fuel & lron Corp. 

Mr. Burtch was serving as general 
product manager for the Roebling’s 
construction materials division. He 
had previously served as manager of 
wire rope sales, head of the aircraft 
industry division and assistant chief 
wire rope engineer. He joined Roe- 


bling’s in 1923. 
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Two-Stage Automatic 
ompressors 


Ves RANGE OF USES for air and 
water under pressure is increasing 
year by year. Assure yourself your 
share of this industrial growth by 
being a Champion distributor. 
Champion manufactures two lines 
of air compressors; Champion, from 
14, to 20 hp., single and two stage, 
many of which are equipped with the 
exclusive Oil Monitor which pre- 
vents cycling without enough oil in 
the crankcase, and Challenger, a fine 
compressor made to a price. 


Hi-Pressure Jet Rig Washers de- 
liver up to 25 gpm. at 500 psi. 
They are widely used in canner- 
ies and food processing plants, 


Self-Lubricating 
High-Pressure Washers 


domed upper 
cylinder design 
more air & 





delivery 
per stroke 


Single-Stage 
A Automatic Compressors 


Portable 
Compressors 


exclusive 
oil monitor 
prevents 
breakdowns 
... stops 


losses ! 


oil extractive and automotive industries. 


WRITE FOR CATALOG 


HAM PION 


PNEUMATIC MACHINERY CO. 


810 Pleasant Avenue * 


Princeton. Illinois 





YOUR BEST 
PERFORMERS 


Dependability’ 


NEW PROCESS 
HAND TAPS 


Accuracy and Dependability in the 
Hand Tap family join the list of star 
performers in the NEW PROCESS 
line! You'll want to see our new 
group of hand taps and fractional 
hand taps . . . available in Taper, 
Plug, Bottoming and Sets. 

They come from an industry approved 
line that assures you of accurate and 
dependable results . . . always. 


To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to Sales Manager at the 
address below. 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 





James P. Townley 


Townley Elected President 
National Hardware Association 


James P. Townley, president of 
Townley Metal & Hardware Co., Kan- 
sas City, Mo., was elected president 
of the National Wholesale Hardware 
Association, at the concluding session 
of the association’s 67th annual con- 
vention in Atlantic City, October 25. 
The meeting was held in conjunction 
with the 5lst annual meeting of the 
National Association of Sheet Metal 
Distributors. 

Mr. Townley previously served as a 
member of the executive committee 
and was a vice president for the past 
four years. 

The convention registration started 
on Saturday, October 21, and con- 
tinued on Sunday. 

The Executive Committee and ad- 
visory board of the association met in 
the Oak Room at the Hotel Dennis, 
from 10:00 A.M. to 4:00 P.M. This 
was followed by the president’s recep- 
tion from 5:30 to 7:00 P.M. 

On Monday, the general session 
opened at 10:00 A.M. All manufac- 
turers were invited to this session. 
This lasted until luncheon. 

The Conference Booth Plan began 
at 2:00 P.M. and ended at 5:00 P.M. 
Admission was by badge only. 

In the evening there was a musical 
hour and also an informal dance. 

Tuesday opened with a joint meet- 
ing of NASMD, NWHA and AHMA, 
in the Shelburne. This meeting lasted 
until lunch. The Conference Booth 
Plan continued again from 2:00 to 
5:00 P.M. 

Wednesday morning was a general 


open session, to which all manufac- 


No Lubrication Required 


Industrial Distributors: The 
Gerbing line offers many ex- 
clusive features and benefits. 
Available in various designs 
and models to cover most 
applications . . . and for spe- 
cific problems, factory engi- 
neering at your service! Fast 
delivery. 


Write for Bulletin FC-1 


MANUFACTURING CORP. 
ELGIN, ILLINOIS 











turers were especially invited. How- 
ard Price, outgoing president, pre- 
sided. Mr. Price is executive vice- 
president of The Salt Lake Hardware 
Co., Salt Lake City, Utah. 

Thomas A. Fernley, Jr., managing 
director of the association, spoke on 
the association activities. This was 
followed by the president’s annual 
address. 

Next, Robert A. Haw, president, 
Haw Hardware Co., Ottumwa, Iowa, 
spoke on “The Problem of Security.” 

Following Mr. Haw’s talk the nom- 
inating and resolutions committee 
made its report. A panel discussion on 
“How to Motivate Salesmen” took 


place at this session. 


APPOINTED REPRESENTATIVE 


C. W. Carr Associates was appointed 


representative for Forstoria Corp.'s 
critical work area lighting and elec- 
tric infrared comfort heating equip- 
ment in western Pennsylvania and 
West Virginia. 
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Anthony J. Favara 


Heli-Coil Appoints Favara 
Assistant Sales Promotion Manager 


Anthony J. Favara was appointed as- 
sistant sales promotion manager of 
Heli-Coil Corp. His duties also in- 
clude Phelps Mfg. Division, and Grip 
Nut Co., a Heli-Coil subsidiary. 

In his new post, Mr. Favara will 
have responsibility for coordinating 
trade show activities, technical pub- 
licity, sales bulletins and brochures. 
He will also direct the activities of 
the Techmobile. a traveling engineer- 
ing laboratory. 

Mr. Favara was formerly advertis- SLING USED PROPERLY 
ing manager of Allmetal Screw RING REMAINS ROUND 


Products Co.. Inc., Garden City, 


CAMPBELL SENTRY’ SLINGS 


Capewell Appoints Lowman The revolutionary Warning Ring* acts as a joiner link on Campbell’s 


he : new Sentry Sling. It is stronger than the chain itself yet elongates 
Michigan Sales Engineer sbyecncg ee P 

= measurably and visibly when the chain has been overloaded . . . before 
David Low a. Makes re ars the sling is damaged by the overload. It’s a plus factor in recommended 
engineer, > state o chigan, . . i . ° ° 
—e - -" : . C ic Pee ae inspection procedures. This means easier-than-ever inspections, lower- 
ape ‘ fg. 40, e ‘ 

ete to joining Capeweil, Mr. than-ever repair costs, better-than-ever sling safety programs. 

eae peat a : Laughlin Sentry Slings, available in all types, are made from Cam-Alloy steel 
Stee oO. an Jeve.ane ap ocre : : 
_ ee ‘t ide chain only. All carry the Campbell Guarantee and Certificate of Test 


Co. 
—and can be re-tested and re-certified for service. 


SENTRY SLING CHECK GAUGE 


The check gauge makes it easy to 
measurably determine the first signs of 
overload. When the gauge turns freely after 
being inserted in the Warning Ring, you 
know elongation has not taken place. If it 
will not turn, remove complete sling from 
service and return to nearest Campbell plant 
for repairs. Handle of Check Gauge measures 
elongation of individual links, as well. 

*Pat. No. 2966878 


Get information from your Campbell representative, or write direct. 


Denil Cownnes CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
WAREHOUSES: Medford, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, lll.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, 








“Why 


Dumore...2 


A special brand of excellence is 
built into every Dumore Tool 
that’s sold. It is born of our 
determination to build the finest 
industrial tools available, and it 
reflects the intense pride of work- 
manship that’s felt by the skilled 
workers in the Dumore Plant. 


To you, this quality means greater 


acceptance of the Dumore line. 
It means cleaner, more trouble- 
free sales with fewer callbacks. 


Sound design, precision manufac- 


ture, and rigid inspection of our 
tools enable your customers to do 
finer work. And your customer’s 
satisfaction with Dumore 
dependability and continued 
precision performance means 
more repeat sales. 


When you sell Dumore, you get 
all of the advantages of quality 
plus a strong profit margin that 
isn’t frittered away by callbacks 
to make the sale stick. Dumore 
quality is just one more reason 
why you should put your sales 
effort behind the Dumore line, 


- 1324 
Sincerely, 


CoS rma 


Bos HAMILTON, President 


The Dumore Company 
Racine, Wisconsin 





Sprayon Product’s Industrial Supply Division Holds First Sales Meeting 
1 


Company management poses with sales agents. Front row center is occupied by division 
manager, Don Powers. John G. Ellis, president of Sprayon, is second from the left. 


ha 


New products and applications were explained to the 20 sales agents who attended. 


Building distribution and industrial 
distributor aid was the theme of 
Sprayon Products Industrial Supply 
Division sales meeting held recently 
in Cleveland, Ohio. 

All of the 20 sales agents, repre- 
senting the division throughout the 
U. S. and Canada, attended the two- 
day meeting 

The bulk of the meeting time was 
devoted to the topic of “Effecting Dis- 
tribution.” Don Pcwers, division 
manager re-emphas‘zed the policy cf 
selective distribution thrcugh recog- 
nized distributors. Aid from repre- 
sentatives received special attention 
as a means of increasing distribution 
in distributor sales programs. 

In addition to talks by company 
periods, 


management, discussion 


a 


question and answer sessions, and in- 
plant demonstrations were held. 

Selling points such as quality con- 
trol and the attributes of aerosols for 
industrial use were shown in a plant 
tour, illustrating Sprayon’s research 
facilities, production and quality con- 
trol methods. 

Following a film entitled “The 
Finishing Touch,” describing the 
how and where of aerosols, salesmen 
were given an opportunity in a sec- 
ond in-plant meeting to try their 
hand with the firm’s products. 

At a meeting, William Moonan, 
vice president, pointed out that the 
first year growth rate of the indus- 
trial division was greater than that 
of the parent corporation in its first 
year in existence. 
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From the broad H-R line... 


UNION ASA 
STANDARD ROLLER CHAIN 


UNION FLEXIBLE COUPLINGS 


tpt 


UNION APRON 
CONVEYORS 


UNION ROLLER 
CHAIN SPROCKETS 


UNION ASA 
STANDARD FLAT TOP 
ROLLER CHAIN 


UNION HB STEEL 
ROLLER CHAIN 


UNION HB STEEL 
DRIVE CHAIN 


UNION 
DESIGNED-TO-APPLICATION 
CHAIN 


UNION DRIVE AND CONVEYING CHAIN 


Let your H-R power transmission specialist show you 
how to select the right chain to fit your power drive 
or materials conveying needs, at “off-the-shelf” 
savings. 

Your H-R specialist is in the best position to give 
you an unbiased recommendation. He is backed by 
Union Chain, a division of Hewitt-Robins, with a 
complete line of chain, sprockets, and chain type 
flexible couplings. He has at his command a wealth 
of Hewitt-Robins experience in ali phases of power 


HEWITT-ROBINS 


“Conveyor Machinery and Belting + Power Transmission 
“Hose + Processing Equipment + Engineering Services 
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drive and materials conveying applications. 

Hewitt-Robins sales offices, warehouses, and 
stock-carrying distributors are conveniently located 
throughout the United States and Canada. To put 
an H-R specialist to work for you, give your nearest 
H-R sales office a call. 
ee fs 

oudirmird 2 er 


ah “jh kvednig (ube Tors 
ou Enguneseey Lid Sucre, 
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Stamford, Conn. 








HARRISBURG 


FLANGES 


Among OIL PRODUCERS, 
SHIP BUILDERS, PIPE FAB- 
RICATORS AND THE CHEM- 
ICAL INDUSTRY, Harrisburg 
Steel has maintained a long- 
standing reputation of high qual- 
ity and integrity. 


Flanges produced by Harrisburg 
are made to A.S.A. standards. 
They are available in threaded, 
butt-welding, slip-on welding, 
Van Stone and blind types. They 
are shot-blasted and dip-coat fin- 
ished with a rust preventative 
black lacquer. Prompt shipment 
in small quantities or carload lots. 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
HARRISBURG 18, PENNSYLVANIA 





Four distributor salesmen representing two distributors from Mexico and two men 


from a distributor in Canada attended the three-day 


Falk. 


sales seminar given by 


Falk Corp. Holds Two Sessions of Distributor Sales Seminar; 37 Graduated 


Falk Corp. recently held the conclud- 


ing two Distributor Sales Seminars 
for 1961. The two three-day sessions 
were held in the Falk plant in Mil- 
waukee, Wisconsin. Thirty-seven 
men were graduated from the two 
sessions. 

The seminars are held four times 
each year. Attendance is limited to 
approximately 18 or 20 men, to give 
as much indivdual attention as pos- 
sible, according to A. R. Peroutka, 
manager of distributor sales. 

The programs are conducted by 
Falk engineering and sales personnel, 
who are specialists in the fields they 
cover with the students. 
these distributor 


From the time 


salesmen begin the get-acquainted 


session until the three day session is 





over, they have a jam-packed sched- 
The 


instructors train students to recognize 


ule of information to absorb. 
applications for Falk products in the 
field. They show the distributor men 
how to apply the proper product in 
each situation, how to price it, and 
give up-to-date technical information 
to work from. 
One of the 
international 


sessions took on an 


flavor, as there were 


salesmen representing distributor 
firms in Mexico and Canada. 
Since Falk began these seminars in 


1952. 740 
salesmen have taken the course. 


distributor 
The 


seminars are all built along the same 


more than 


general pattern, but are constantly 
being updated and expanded, accord- 
ing to the Milwaukee firm. 


Class is part of more than 740 distributor salesmen who have completed the course. 
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Down go your costs 


with an H-R Wire Rope Conveyor! 


Here is the simplest, most efficient conveyor con- 
struction you could imagine . . . an H-R wire rope 
conveyor. The initial cost is significantly less than 
other constructions. New H-R Style L idlers (pat. 
pend.) and wire rope design allows 13% greater load- 
carrying capacity, absorbs shock and impact, and 
thus increases belt and idler life and lessens spillage 
considerably. 

Engineering costs are kept to a minimum because 
H-R modular designed components fit together like 
building blocks. This allows greater flexibility in se- 
lecting a conveyor for a specific application without 
intricate engineering. 


HEWITT-ROBINS 


Conveyor Machinery and Belting + Power Transmission 
Hose + Processing Equipment + Engineering Services 





Another point in your favor; H-R is the only man- 
ufacturer of both belt and major machinery compo- 
nents of a conveyor. This single-source responsibility 
is your best assurance of quality. 

See an H-R wire rope conveyor in action . . . above 
or below ground; call your H-R field engineer, or 
write Hewitt-Robins, Stamford, 
range an inspection tour. 


Connecticut to ar- 


efi 


Ufaur Cusirmen? 
aM eb thy le 


Ww ZI VAL, Qe Mle i tat ge, 


Dit bi Luuavey nd and [Cock [tate 
@ sstomiors, cove. 
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Packaged 
PIPE NIPPLES 


Pressure Tube Nipples 
A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye" to 1%" Standard and Extra 


Strong Weights, Black Grade 
es 


Yr" tol Va"Double Extra Strong 
Weight, Black, Grade "A 

TO ORDER: 
Grade“B” Galvanized, Cold 
Drown in Larger Sizes 


® Avoid errors. Nipples ore 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Tttsburgh NIPPLE WORKS, Inc. 


1455 SPRING CARDEN AVE., PITTSBURCH 12. PA 
FLORIDA PIPE & NIPPLE MFG., CO., HIALEAH, FLA 





PRECISION BRAND 


, ARBOR 
paket SPACERS 
and SHIMS 


sf 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 


| ptanin | a 

. ordering ee 
PRECISION STEEL 
WAREHOUSE, INC. 


vam.) (sea was DOWNERS GROVE LLING 





Macklin Promotes Hunt to Assistant to President; Arnst To Sales Director 


Malcolm Hunt 


Malcolm Hunt was promoted to the 
new post of assistant to the president 
of Macklin Co. 


Jack Arnst was named to succeed 


At the same time. 


Mr. Hunt as director of sales. 

Mr. Hunt will work directly with 
R. C. Franklin, president, on develop- 
ing company long-range policy. He 
will also act as executive coordinator 
on all company plans which cut 
across departmental lines. 


Mr. Arnst will be in charge of the 


Standard Types Of Hack-Saw Blades 
Now Being Revised By Commerce 


\ proposed revision of the Simplified 
Practice Recommendation for Hack- 
Saw Blades has been submitted to 
the industry for written approval, ac- 
cording to the Commodity Standards 
Division, Office of Technical Serv- 
ices, U.S. Department of Commerce, 
Washington 25, D.C. 

This revision, which was requested 
by the Hack and Band Saw Manu- 
facturers America, 
will be the sixth concerning SIMPLI- 
FIED PRACTICE RECOMMENDA- 
TION R90-53 FOR HACK-SAW 
BLADES. Each of these revisions, 


in accordance with procedures of the 


Association of 


Commodity Standards Division, has 
been submitted to the industry for 
consideration and general acceptance. 
The current revision establishes two 
new high-speed, double-edged power 
hack-saw blades as standard items. 
In addition, four such blades, which 
were included in the Amendment of 
1957 for cutting the special alloy 


materials, have been deleted because 


“Sy 


: 


Jack Arnst 


company’s national sales and distri- 
bution policies, heading up the entire 
sales organization. 

Both Mr. Hun and Mr. Arnst are 
members of the Macklin 25 year club. 

W. L. Wolfe was appointed sales 
representative for Macklin in the 
Indianapolis area. 

Prior to joining the firm, he was 
an abrasive sales engineer for an 
abrasive manufacturer and a Mid- 


western abrasive distributor. 


of a lack of sales volume. 

Copies of the proposed revision— 
submitted to the trade for considera- 
tion as SP-4659 


request from the Commodity Stand- 


are available upon 


ards Division, U.S. Department of 
Commerce, Washington 25, D.C. 


Worcester Valve Names Two 
As Assistam Sales Managers 


George Pollard and Paul Hayes were 
named assistant sales managers by 
Worcester Valve Co. 

Mr. Pollard is assigned the Gulf 
Coast area with headquarters in 
Houston. Prior to joining Worcester. 
he was with Stanley Works, Harvey 
Ltd., and Chapman Valve Co. 

Mr. Hayes is assistant sales man- 
ager for the area covering southern 


York and New 


headquarters are in 


Connecticut, New 
Jersey. His 
He was 


Englewood, New Jersey. 


Eastern sales manager for Goulin 
Mfg. Co. prior to taking his new 


assignment. 
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to stay 


in the black... 


Sell 
Leschen 


RED-STRAND! 


Black . . . the most attractive color in bookkeeping. 
There’s no magic formula for staying in the black, 
but careful consideration of the right type and 
make of wire rope can cut costs substantially— 
10%, 20% or more. 

RED-STRAND users are accustomed to longer- 
than-expected wire rope service, because higher- 
than-catalog-rated quality is built into the rope. 


il 


December 1961 


They know that Leschen distributors and field men 
make sure they have the best rope construction for 
the job at hand. They know, and so can you, that 
for wire rope and sling needs—specify RED- 
STRAND and stay in the black! For more specific 
information on how you can become a Leschen 
Distributor, write: Leschen Wire Rope Division, 
2727 Hamilton Avenue, St. Louis 12, Mo. 


LESCHEN WIRE ROPE DIVISION 
H. K. PORTER COMPANY, INC. 





JET-AGE 
SERVICE 


ORDERS 
SHIPPED 
WITHIN 


48 


HOURS 


LOUISVILLE 
ALUMINUM 
INDUSTRIAL 
MAINTENANCE 
EQUIPMENT 


STRONG 
EXTRA SAFE 
DURABLE 


FAST 48 HOUR SHIPMENT 
GUARANTEED BY LARGE 
STOCK of America’s Finest, 
Most Complete Line of Quality 
Aluminum Ladders, Platforms, 
Stages and Seaffolds for In- 
dustrial and Commercial use. 


Write or Phone for Details and Catalog 


a 
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New cutting tool center will be located at the eastern foot of the Mohawk Trail, just 


off US Hihgway 91. This first unit will 


Construction was recently started on 
the first units of a new cutting tool 
center to be erected in Greenfield, 
Mass. 
a 65,000 sq. ft. office and plant which 


The first unit will consist of 


will house the tap, die, keyway 


broach and gage manufacturing oper- 


have 65,000 sq. ft. office and plant space. 


ations of Threadwell Mfg. Co. and 
the Conway Mfg. Division. 

Plans call for expansion of the 
center to provide for Threadwell’s 
Twist Drill 
addition to other products, according 


Cogsdill Division in 


to the New England manufacturer. 


J. M. Tull Co. Honors Naylor For 42 Years Service With Distributor Firm 


it luncheon marking his recent retirement from J. M. Tull Metal & Supply Co., Mr. 
J. A. Naylor (left) receives silver tray from Tull company vice president J. F. Nation. 


J. A. Naylor began his career with 
J. M. Tull Metal & Supply Co., Inc.. 
Atlanta, Ga., 42 years ago as a win- 
dow washer. From that beginning he 
launched a steady rise towards top 
management. He has been shipping 
clerk, inside salesman, purchasing 
agent, and in 1930, general manager. 

In 1947 he became vice president 
and general sales manager. He moved 
from Atlanta to Miami in 1957, as 


vice president in charge of Florida 
operations. He held this position 
until his recent retirement. 

Mr. Naylor recalls that when he 
joined J. M. Tull, there were eight 
employees. Today there are some 500 
employees in six cities. 

J. M. Tull Co., founded in 1914, is 
located at 285 Marietta St., Atlanta. 
J. M. Tull is chairman: Pollard 


Turman is president and treasurer. 
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Spang Stee! Pipe serves the combination heating and cooling system at the deluxe 888 Logan Apartments, Denver, Colorado 


‘‘We’ve been users of SPANG Steel Pipe for 15 years” 


— says Mr. Arthur Riley, President, Riley Engineering Corporation, Denver, Colorado 


**... and we know SPANG 
more than amply meets 
our rigid requirements!” 


That’s what Mr. Riley told us at the 
12-story 888 Logan Apartment Build- 
ing job site, where he was supervising 
the installation of over two miles of 
SPANG Steel Pipe in the combination 
hot water heating and chilled water 
cooling system. 

‘**Frankly,’’ says Mr. Riley, ““we 


Architects: 
W. C. Muchow and Nat S. Sachter, Denver 
Consulting Engineer: 
Riley Engineering Corporation, Denver 
Builder: Al Cohen, Denver 
Piumbing Contractor: 
John F. McCauley, Denver 
Heating and Air Conditioning Contractor: 
Louis Cook, Denver 
Spang Distributor: 
Great Western Pipe Company, Denver 


depend on the quality control exer- 
cised in the manufacturing processes 
of SPANG. Our reputation is at stake 
on every job, and we depend heavily 
on the materials used in a project. 
We know SPANG is among the best 
pipe available.” 

In reply to our question about 
SPANG Pipe’s outstanding features, 
Mr. Riley stated, ““SPANG is easy to 
work with, it has good welding char- 
acteristics, its quality is consistent, it’s 


_ aR 


durable, and we get good service.” 

Get all these advanta from 
SPANG Steel Pipe on your next job. 
You can’t buy a better pipe! Let your 
local SPANG Distributor serve you 
soon. 

SPANG Steel Pipe is one of the many 
fine products made by National Supply 
Division, Armco Steel Corporation, 
Two Gateway 
Center, Pitts- 
burgh 22, Pa. 


Steel’s Symbol 
of strength, 


Steel + long life 
+ and economy 


ARMCO National Supply Division 








FAST MOVING 


80 to 400 Amps. $69.50 to $370 Complete 


The most complete line of TRINDL AC ARC WELD- 
ERS offered in 35 years. All models from 80 to 
400 Amps. Designed and engineered to .meet the 
most exacting demands of industry. All models 
feature heavy duty DUAL COILS, glass insulated 
and VITROTEX bonded to hold the heat and stand 
up to roughest usage, cutting down-time to the 
minimum. You can change the range in seconds 
with the new Slanting Eye-Level Control Panel 
Strong, penetrating welds assured. Every model 
unconditionally guaranteed for ONE YEAR IN CON- 
TINUOUS OPERATION. Write Dept. TI3-N 


MODEL 125A 

115/230 VOLTS AC 
Handles rods from 
1/16" to 5/32" on 
stock to 1/2" thick. 
16 heat stages range 
from 20 to 125 Amps. 
America's finest low- 


priced fastest selling Ge 
Welder. List price SS 
complete with all ac- : : 


cessories only $98.50. 


TRINDL PRODUCTS, Ltd. 


Marufacturers of: Welders—Pipe Thawers 
Welding Accessories and Supplies 
1807 S. CLARK ST., CHICAGO 16, ILL 








Wessendorff, Nelms & Co. Holds Grinding Clinic For Houston Shop Engineers 


Russ Borst, of Hammond Machinery, demonstrates grinding speed of electrolytic 


grinder at recent clinic held for shop and production engineers by W essendorff, Nelms 


More than 200 


Houston 


representatives of 
manufacturing firms were 
on hand for a two-day clinic and 
demonstration of electrolytic grinding 
at Wessendorff. Nelms & Co. 

The demonstrations given to 
Houston shop engineers and produc- 
tion men centered around the Ham- 
Builders Model 


mond Machinery 


CBE 77 grinder. Advantages of elec- 
trolytic grinding are longer diamond 
wheel life, and speed of grinding. 

Engineers Russ Borst of Hammond 
and Ken Hutton of Anocut conducted 
operating sessions on the unit and 
discussed the special grinding re- 
quirements of many of the engineers 
who attended the clinic. 
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Flexible Tubing Corp. Merges 
With Kenyon Instrument 


Flexible Tubing Corp. will merge 


A Sales Repeater Because it’s 


DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
: that’s easy and dependable to use. Effi- 
Kenyon. ciently conditions metal for neat, strong 
unions. Economical because RUBYFLUID 

costs less in the 
Kenyon will become a wholly-owned long run. Cus 
tomers like RUBY- 
FLUID Flux—liquid 
or paste — keep 
coming back for 
more. Let RUBY- 
FLUID maoke 


with Kenyon Instrument Co., Inc., 
according to Frederick K. Daggett, 
Flexible president and John W. 


Gillies, chairman and president of 
Under the terms of the merger, 


subsidiary of Flexible Tubing Corp., 
through an exchange of common 
shares. David E. Duffy 


Kenyon manufactures precision hy- 
friends and build 


draulic valves, regulators and jet Jacobs Elects Duffy heel , 
: usiness for you. 
engine components for aerospace use Sales Manager Remember . . . 


and marine instruments. Flexible RUBY’s Stainless 
Steel Flux was 


perfected for this 
application. Don’t 
take chances with 
substitutes. 


manufactures flexible tubings and David E. Duffy was elected sales 


fittings for industrial, commercial ™anager of Jacobs Mfg. Co. 


and military usage. Mr. Duffy assumes increased re- 
sponsibilities in the sale of Jacob's 
products to the domestic and export \ Ruby Chemical Co. 
fields. /f Ca 76 S. McDowell Street 
: Columbus 8, Ohio 


Vame Representative 


The Joseph Kennedy Co., Indian- 
apolis, Indiana, was named to handle 
Flexible Tubing’s Thermaflex air 
conditioning products in _ selected 


counties in Indiana. 


He joined the company in 1946. 
Mr. Duffy spent 12 years as Cleve- 
land district manager, and during the 
past two years has been assistant to 
the vice president of sales. 











ABSOLUTELY! 


HALLOWELL 
has the 


B-R-O-A-D-E-S-T 


selection of standard sizes in shop equipment. 
You’re sure to have the size that’s needed. 
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Now Condon 


ENGINEERING CO. 


SPECIALISTS IN SOLVING” 
CONVEYING PROBLEMS FOR 
BULK OR PACKAGED PRODUCTS 


TR-12 SERIES 
Trough-Belt 


MOTO-BELT 
Lengths up to 80 


PARTS 
CONVEYOR 


Available with 
Wire Mesh Belts 


TYPE 32 
Bag Flattener 


‘ 


STEEP-GRADE vy 
Working Angles 
up to 60 


& -_ 

59 

New London also manufactures 
the Coal-Chuter, Cost-Cutter, 
and Material Mover conveyors 
as well as vertical lift, floor-to- 
floor, and vibration models. 


Write today for full information 
on all models, 


£ 


NEW LONDON ENGINEERING CO 


New Landon, Wisconsin 


Carboloy Distributor Advisory Council Holds Annual Meeting In Detroit 


— 


Pe ates 
The 1961 Carboloy Distributor Advisory Council Meeting was held at General Elec- 
tric Co., in Detroit. Among subjects discussed were delivery and inventory com- 
munications and the importance of quality to the industrial distributor's customers. 
Council members reviewing Carboloy literature are: (l to r seated) David V oorhees, 
R. C. Neal Co., Buffalo; Lloyd Rickert, Rickert Industrial Supply Co., Milwaukee; 
John MacLaren, Oliver Van Horn Co., Fort Worth; (standing) Robert Sawin, A. A. 
Crafts Co., Boston; Ray Parker, Carboloy and James Mahar, Mahar Tool Supply Co. 


Brown & Sharpe Distributor Advisory Council Holds Fifth Annual Meeting 


saw eee  eY Pe Se oe Geb Sette & 6 . 4 
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Executives from nine top distributor firms met at a two-day meeting in Brown & 


Sharpe’s Providence, R. 1., headquarters to discuss mutual problems and policies. 


Providence, R. I. was the scene of the Edwards, Chas. A. Strelinger Co., 


Mich: W. H. Holbrook, 


Vonnegut Hardware Co., Indianap- 


fifth annual meeting of the Brown & Warren, 


Sharpe Distributor Advisory Council. 





The executives of nine distributor 
firm’s met with the general managers 
and sales manager of three B & 5S 
divisions to discuss problems and 
policies of mutual interest. 

Distributors attending were: Rich- 
ard H. Barr, Reilly Bros & Raub, 
Lancaster, Pa.; Dwight H. Carroll, 
Marchall-Newell Supply Co., South 
San Francisco: Wilson P. Chatfield. 
F. Hallock Co., Derby, Conn.; V. Lee 


olis; Herbert Lee, Harry Lee & Sons, 
Darrell Manley, Briggs 
Machinery Co., Dallas; 
Thomas L. Ritter, Strong Carlisle & 
Hammond, Cleveland; and James A. 
Vann, Jr., The Yong & Vann Supply 
Co., Birmingham, Ala. 

Dr. Michael Shegda led a discus- 
sion on inventory management and 
F. H. 


business ethics for the council. 


Chicago; 
Weaver 


Burr, an attorney, debated 
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William G. Van Note 


Van Note Appointed 
President of Monmouth College 


Dr. William G. Van Note, 55, presi- 
dent of Clarkson College of Tech- 
nology for the past ten years, was 
named the new president of Mon- 
mouth College. 

Dr. Van Note will succeed Dr. Ed- 
ward G. Schleafer, retiring chief 
adminstrator of Monmouth, on 
February 1, 1962. 

Dr. Van Note holds a master of 
science degree from the University 
of Vermont, and a doctor of philos- 
ophy degree from Pennsylvania State 
University. His first job after receiv- 
ing a bachelor’s degree from Rensse- 
laer Polytechnic Institute in 1929, 
was as a metallurgist with the Bab- 
cock and Wilcox Co. He went to 
Clarkson College in 1951. 


Ryerson Appoints Rewoldt 
Bay Area General Manager 


Norman F. Rewoldt was appointed 
general manager of the Bay Area 
plant of Joseph T. Ryerson & Son, 
Inc., Chicago. The plant is located 
at 65th & Hollis Streets in Emeryville, 
California. 

Mr. Rewoldt succeeds Robert H. 
Wasz, who was named assistant vice 
president in the firm’s general office 
in Chicago. 

Mr. Rewoldt joined the firm in 
1939, in Chicago. In 1948, he moved 
to the Bay Area to head up work 
order sales activities at that Ryerson 
facility. 
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WHEELER SQUEEZE & POP CUTTERS 


FOR A BROAD RANGE OF PIPE AND TUBING 


from the powerful “SUPER” hydraulic and Heavy-Duty hydraulic cutters to the handy, 
pocket-size glass cutter, all Wheeler cutters operate quickly and easily. All you do is 
wrap the chain around the pipe, engage it in the cutter’s upper jaws and operate 
handles or hydraulic pump. Minimum clearance required in all cases. 


The Heavy-Duty Hydraulic model 3890 (shown in action above) will cut— 

* Std. or XH Soil Pipe—All Sizes * Cast Iron Pressure Pipe—4” thru 10” ASA class 26 

* Terra Cotta or Tile Pipe—thru 36” * Cast Iron Pressure Pipe—4” thru 12” ASA class 22 
* Asbestos Cement Pressure Pipe 


THE WHEELER “SUPER” HYDRAULIC WILL CUT CAST IRON WATER 
MAIN THROUGH 20” DIAMETER AND TILE THROUGH 42” DIAMETER. 


Jr. Hydraulic Cutter +1790 


recommended cutting capacities 

2” thru 3” C. |. gas or water main 
Asbestos Cement pipe—rd or oval 
Corrosion resistant pipe 

Terra Cotta or Tile—4” thru 15” 
St. or XH Soil Pipe—2” thru 8” 


NEW 1713 CD Cutter head adapter for the Jr 

Hydraulic. Cuts all soft or medium hard 
metals, concrete reinforcing rod, stainless steel, etc 
Medium hard steel through 5@’’ diameter. Soft steel! 
through 34” diameter. Cutting jaws are quickly inter- 
changeable. 


SQUEEZE AND POP 
GLASS CUTTER 6900 


Cuts glass, porcelain and similar 

brittle, tubular materials. Will 

handle up to 1” diameter gauge 
glass (all types), laboratory glass, neon sign glass, oil 
burner electrodes, porcelain insulators and others. 


Some territories open for industrial distribution 


WHEELER MANUFACTURING CORP. 


P. O. Box 688 Ashtabula, Ohio 
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SODERING - BRAZING 
WELDING 


The right gauge for Cail your distributor or write to 
your specific needs p wt SINCE, 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches water pressure to 
30,000 P.S.1. to meet your specifica- 
tions on any equipment. 


@ Pressure @ Combination 
@ Vacuum @ Diaphragm 
@ Compound @ Hydraulic 
@ Altitude @ Special Purpose 
@ Dial Thermometer 
(Vapor Tension or Bi-Metal) 


Let Marshalltown answer your gauge 


ne gro ol . » write for information L. B. ALLEN Co., Inc. 


MARSHALLTOWN MANUFACTURING, INC. 9303 Berenice (Metropolitan Chicago Area) 


MARSHALLTOWN, IOWA Schiller Park, Illinois 
A Subsidiary of the Electric Autolite Company 








William T. McCorkle 


Owatonna Tool Appoints Shea, 
McCorkle To Head Sales Districts 


Martin M. Shea was named district 
manager for the District of Columbia, 
Virginia, Maryland and Delaware 
and William T. McCorkle was named 
district manager for Florida, by the 
Tools & Equipment division, Owa- 
tonna Tool Co. 

Mr. Shea previously worked with 
Bearings, Inc.; Transmission Equip- 
meni Co. of America; and Bearings 
& Transmission, Inc. 

Mr. McCorkle has been associated 
in sales capacities with Blackhawk 
Mfg. Co.; Chicago Pneumatic Tool 
Co. and the G. W. Klier Co. 


Valley Mill Supply Moves 
To New Quarters In Waterbury 


Valley Mill Supply Co., Waterbury, 
Conn., recently moved to new quar- 
ters at 467 West Main Street. 

The new facility has twice the 
amount of space as the previous 
facility at 157 Hill Street according 
to the firm. Mr. Jubelt heads the 
Waterbury firm. 
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Joseph W. Boyd 


Campbell Chain Named Boyd 
Southern Territory Manager 


Joseph W. Boyd was named sales 
territory manager for five Southern 
States, by Campbell Chain Co. 

Mr. Boyd will handle the complete 
Campbell line, automotive, com- 
mercial and industrial chain prod- 
ucts. He will head sales in Alabama 
and Mississippi and in certain coun- 
ties in Arkansas, Louisiana and 
Tennessee. 

He comes to Campbell from Briggs 
Mfg. Co. Prior to that he was with 
Shobe, Inc. and Long-Lewis Hard- 
ware Co., Birmingham, Alabama. 


Esterbrook Director 


Albert A. Hally, vice president for 
Marketing of Campbell Chain, is one 
of three new directors elected re- 


cently by Esterbrook Pen Co 


Skil Appoints Renner A Manager 
Of Field Service Operations 


Herb Renner was appointed a field 
service operations manager at Skil 
Corp. headquarters in Chicago. Mr. 
Renner was a sales representative in 
Columbus. 

Preceding his post at Columbus he 
was Skil service center manager in 
Cincinnati from 1954 to 1956. 

In his new post Renner will serve 
with Dane Lane, who was also ap- 
pointed a field service operations 
manager recently. Both will assist 
L. L. Stuart, national Skil service 


operations manager. 
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Purchase order follow up is simplified when you 
can scan at the rate of 


VO000 cave fee hbuae. 


‘Management by exception” is the desired method of fol- 
lowing-up purchase orders. 

ViSirecord’s speed and visibility, to thousands of records 
at finger-tip control, provides instant information on hun- 
dreds of variable factors. 

Improper situations show up at a glance —no matter how 
large the number of orders involved, and permit telephonic 
action in seconds. 

ViSirecord provides split-second speed in management 
control, in minimum space requirements with normal seated 
desk level operation. 

ViSirecord is equally proficient on machine or hand posted 
operations — Accounts Receivable, Inventory or Maintenance 
Control — Edge punched card to tape or Order Writing and 
hundreds of other systems — anywhere records must be kept 
and used quickly and accurately. 

Your ViSirecord Systems Specialist is ready and able to 
provide proof of related accomplishments achieved by thou- 
sands of satisfied customers. 

Meanwhile write for Case Histories and list of satisfied 


companies in your industry. | 
r 
RY SoOp, 


ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


© 1961 ViStrecord, inc 


Systems Specialists in Principal Cities 





PURE MANILA ROPE 


for every industrial use 


FILPACK 


Z 

A 
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Made with care, precision and expert 
engineering, FITLER PURE MANILA ROPE 
deservedly has a high reputation for 
quality and outstanding service on a 
wide variety of jobs in industry. A few 
uses where FITLER PURE MANILA has 
proved itself are as: Handlines, Safety 
Rope, Ladder Rope, Elevator Rope, 
Lashing Rope, Guy Lines, Firescape 
Rope, Hoisting Rope, and Truck Rope. 


SPECIFICALLY DESIGNED 

FITLER MANILAS designed for specific 
jobs in industry include: Transmission 
Rope, Truck Rope, Shovel Line Rope, 
Hammerfall Rope, Rope, 
and Car Puller Rope 


Lineman’s 


COVERS EVERY FIELD 


Unexcelled for durable, long wearing, 
flexible and waterproofed rope, FITLER 
PURE MANILA is designed for maximum 
service and use in the marine, fishing, 
farming and drilling fields as well as 
industrial. Frrcer has a full line of 
sizes and stock 


Sold by 


Industrial Distributors Everywhere! 


The EDWIN H. FITLER CO. 


Est. 1804 
Division of Columbian Rope Company 


New Orleans 17, la. * Philadelphia 24, Pa. 





New Order Index of Industrial Supplies & Machinery Up 3% In September 
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The index of new orders placed by distributors with their suppliers rose 3.0% in 


September, according to the American Supply & Machinery Manufacturers’ Associa- 


tion. 


Hercules Equipment Receives 
B. F. Goodrich Service Award 


Hercules Equipment & Rubber Co., 
San Francisco, recently received a 
specially engraved plaque from B. F. 
Goodrich Co., marking the distrib- 
utor firm’s 40th year as a B. F. Good- 
rich distributor. 

J. W. Keener, president of B. F. 
Goodrich, was on hand to present the 
plaque to A. R. Paulsen, president of 
Hercules. 

Mr. Keener, making the presenta- 


tion at a San Francisco luncheon, 
commended Hercules for its forward- 
looking policies and growth record 
since its founding by Paulsen’s late 
father Monroe Paulsen, in 1919. 


The firm began operation in 1919, 


President J. W. Keener of B. F. Good- 
rich Co. presents plaque to A. R. Paul- 
sen, Hercules Co. president. 


The index rose 6 points to 207, renewing the rise that began in January. 


Worcester Valve Names Williamson 

Midwest Sales Manager 

Lewis H. 

Midwest 

Valve Co. 
For the past two years, Mr. Wil- 


firm’s 


Williamson was named 


sales manager, Worcester 


liamson has been the 
sentative in New York. 
Prior to joining Worcester Valve, 


he was with B. F. Goodrich Co. 


repre- 


Hendrie & Bolthoff Receives 
Carborundum Service Award 


Hendrie & Bolthoff Co., Denver, re- 
cently was awarded the Carborundum 
Co.’s distributor service award. The 
award was given in recognition of the 
Denver firm’s 52 years as a distrib- 
utor of Carborundum abrasives. 

H. G. Andrews, H&B president and 
treasurer, was presented a painting 
of Niagara Falls, by G. R. Hayner, 
Jr.. general sales manager of Car- 
borundum’s electo minerals division, 


at a dinner in Denver. 


COX ELECTED DIRECTOR 


Charles R. Cox was elected a member 
of the 


Sterling Inc. He will also serve part 


board of directors of Firth 


time in a consulting capacity. Mr. 


Cox retired recently as president of 


Kennecott Copper Co. 
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Material handling equipment orders in 
fugust was 1)3.28, registering a drop of 
17 points from July, according to the 
monthly bookings index of the Material 
Handling Institute, Inc 





INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for September is 95, ac- 
cording to the Industrial Fasteners 
Institute. 

September shipments of industrial 
fasteners were 95% of the 1956-58 
average, the same level as August. 


Stanley Appoints Schultz 


Southeastern Regional Manager 


Walter F. Schultz was appointed 
Southeastern regional manager for 
Stanley Tools, Division of The Stan- 
ley Works, in Alabama, Arkansas, 
Florida, Georgia, Louisiana, Mary- 
land, Mississippi, North & South 
Carolina, Ternessee, Texas, Virginia 
and Washington D.C. 

Mr. Schultz joined the division in 
1955 as a sales trainee and following 
special work, served as representative 
for the division in Marylund, Vir- 
ginia and Washington, 6.C 


Walter F. Schultz 
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Meet Pete 


he helps you do more with DELTA 


As Vice President of Rockwell’s Power Tool Division, F. P. 
Maxwell (Pete to most everyone) is “boss” of the entire organiza- 
tion serving Delta Industrial Distributors and their customers. In 
a way, he’s responsible for distributor profits and customer satis- 
faction, too—because it’s his job to see that Delta facilities at 
Bellefontaine, Ohio, Tupelo, Mississippi and Porterville, California, 
maintain consistently high quality in production of the world’s 
most complete line of industrial power tools. 


Sound like a big job? It is. But Pete has a lot of help. In addi- 
tion to close to 700,000 sq. ft. of physical plant space, he can call 
on a collection of talents, skills and just plain “know how” that 
is tops in the industry. People just naturally seem to like to work 
for a company that’s “‘out front’”’—and Delta’s 32 years of leader- 
ship has hclped attract and hold good people. 


Wr 2a he’s not at his office or at one of the plants, Pete’s likely 
to be anywhere from New York to San Francisco getting firsthand 
marketing information from distributors, salesmen and customers. 
Leading Delta Distributors have proven, through continued growth 
in sales and profits, that you can do more with Delta. 


To find out how easy it is to do business with Delta, simply drop 
Pete a line, he will gladly give you details—it’s his favorite sub- 


ject! Write: Rockwell Manufacturing Company, Delta Power Tool 


Division, 634M N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROGKWELL”™ 








No More Rummaging 
Through Stacks of Drills 


Used by industrial plants, hardware stores, stock 
rooms. The entire stock of drills can be seen at a 
glance. Compartments with rounded bottoms hold 
dozens of drills. Huot's built-in inventory system 
does away with cost sheets. 144%” long, 7%" 
high, 74" deep. Hammerlin baked enamel finish 
over rugged steel. 


THREE MODELS 
#1 for Fractional Drills . 
#2 for Numbered Drills . . . 
#3 for Lettered Drills 


HUOT MANUFACTURING CO. 


551 No. Wheeler Street © St. Paul 4, Minn. 
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FLEXIDIZE 


YOUR RIGID 
PIPELINE 
ICONNECTIONS 


Standard 
ALLFLEX MNH 


flexible pipe 
connectors 
FROM STOCK 
in STAINLESS STEEL 
MONEL « BRONZE 
solve your pipeline 
flexation problem! 


write, wire, phone today 
for your Allflex Datalog 
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eed é J _ 
tee ra ae | 


611 


JULLIED METAL HOSE CO 
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PHIL HALL WRITES ARTICLE ON DISTRIBUTOR-BUYER RELATIONS 


Good communications between buy- 
ers and suppliers are an absolute es- 
sential in the field of industrial dis- 
tribution, observes Phillip A. Hall, 
President of Gransden-Hall & Com- 
pany of Flint, Michigan, and Vice 
Chairman of the Research Committee 
of the National & Southern Industrial 
Mr. Hall 


makes that observation in the course 


Distributors’ Associations. 


of an article on buyer-distributor re- 
lations that appears in regional pur- 
chasing publications. 

“I submit that good communica- 
tions can come only with continuous 
intelligent exposure,” writes Mr. Hall 
and he continues: “Getting to know 
you. however. is more than a ques- 


We know 


from experience that frequent inter- 


tion of repeated exposure. 


views alone will not invite the pur- 
chasing agent’s trade. Unless we are 
both absolutely 


the same 


sure we are talking 
littie 
from 


language. mutual 


benefit can come these 
exchanges.” 


How to Mr. Hall 


believes, depends to a great extent 


communicate, 
on the esteem in which the buyer 
holds salesmen. and vice versa. “Dis- 
much as the 


tributors resent, as 


buyer, the salesman who indulges 
too long in idle chit-chat, or the sales- 
man who calls with nothing in mind 
but the minimum order that will pay 


And, 


missed these two mutually obnoxious 


his expenses.” having dis- 
types, Mr. Hall defines “the good 
salesman” for his buyer-readers. 
Industrial distributors’ salesmen, 
he states, are marketing counselors, 
as they were called recently by one 
well-known director of purchasing. 
“They are kept constantly informed 
by us about new and improved prod- 
ucts, about availability and delivery, 
about impending price changes. about 
order followup, about new selling 


techniques—about everything and 
anything that will help them to serve 
industrial buyers more efficiently.” 
Mr. Hall continues: “Our salesmen 
are trained, as well, to be able report- 
ers. They cannot know what to sell 
you until they know what you buy, 
and to know that they must have sen- 


sible knowledge of your production 


processes, your engineering problems, 
and perhaps even your planning for 
That knowl- 


edge cannot be gained second-hand, 


future developments. 
by word-of-mouth. It only can be 
gained by winning the privilege of 
direct exposure to your operations.” 

The benefits the buyer obtains by 
extending such privileges—like grant- 
ing entry to the shop floor—fre- 
quently involve time-, labor- and 
money-savings “dividends” that re- 
sult in a direct lowering of the costs 
of production. 

Mr. Hall suggests, at one point, 
that one of the major lines of com- 
munication to buyers is the services 
performed by the industrial distribu- 
tor. “No 


content 


distributor can ever be 


merely to sell products.” 
Products, he observes, can be bought 
anywhere; it is quality of service, 
and its frequency, that lifts one dis- 
notch 
the purchasing agent's estimation. 

The 


cludes with comment about 


tributor a above another in 
distributor 
“stand- 


means of communication, the 


Michigan con- 
ard” 
most popular among them being the 
written word. “Correspondence be- 


tween distributors and purchasing 
men is one obvious means of com- 
munication, but there are other writ- 
ten means only a shade less effective. 
At anv rate, industrial distributors do 
spend a considerable sum each year 
on their catalogs, sales promotional 
literature, advertising and publicity 
to keep buyers informed, educated 
and sometimes entertained—in the 
belief that the more the buyer knows 
about his products and services, the 
more likely he is to continue to deal 


with him.” 


Vinson Suppry Gpens 
New Orleans Office 


Vinson Supply Co., Tulsa, recently 


opened a new office in New Orleans at 
504 Delta Building. Ben Poelking 
was appointed manager of the new 
facility in New Orleans. 

Mr. Poelking comes to Vinson after 
five years with a Houston Supply 
firm. 
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HARRIS FLOATS 


Dependable Service 
and 


Top Quality e @« 


on Copper 
and 
Stainless 
Steel 

Ball Floats 


2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus- 
trial distributors have made Harris their first 
and principal source of supply for floats. 

A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment. 

Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel. 

Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicago 7, Hil. 
Established 1884 








the “tangle-free”’ 


MUSIC WIRE 
Easy to use! 


Precision 
Brand 


MUSIC WIRE 
t 








@ The only “tangle free” package 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to use — saves time 
and bother. Packages marked with 
size, weight, and gauge. The wire 
is highly polished and extremely 
tough. Used for springs for tool and 
die mokers, factory ond machine 
shop, and scores of other applica- 
tions. Cellophane wrapped. 


Wore Zuality Products 


Shim Stock— packaged in dispenser 
cartons for ease in handling. Available in 
bross, steel and stainless. 

Feeler Stock — another packaged item 
cellophone wrapped for moisture protection. 


PRECISION SFEEt 
WAREHOUSE, INC. 
421 MAPLE AVE.. DOWNERS G VE, ILLINOIS 
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Paul Lytle 


Adamas Appoints Lytle 
District Manager 


Paul Lytele was appointed district 
manager of the southern Ohio and 
Indiana territory by Adamas Carbide 
Corp. 

Mr. Lytle was previously assistant 
Metal 


Corp. In his new post, he will reside 


sales manager for Carbides 


in the Cincinnati-Dayton area. 


Patrick L. McManus 


Worthington Names McManus 
To Head Standard Pump Division 


Patrick L. McManus was appointed 
manager, Standard Pump 
Division, Worthington Corp. He was 


general 


formerly director of marketing serv- 
ices, 

Mr. McManus joined the firm in 
In 1952, 


he was named San Francisco district 


1936 and worked in sales. 
office manager; in 1959, assistant 
general sales manager and Eastern 
regional sales manager. He was ap- 
pointed director of marketing services 
in 1960. 





[REPEAT 
| REPEAT 
REPEAT |! 


BUSINESS COMES YOUR WAY... i 
when you handle the Desmond { 
line, backed by selling ads like 
this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 

ne ES 


| Low cost way To | 


CUTI 
GRINDING 
C 


When you dress grinding wheels 
regularly you clean loaded pores, 
uncover fresh abrasive grains — 
GET NEW PERFORMANCE AGAIN 
AND AGAIN. Dressing makes ! 
every wheel more efficient. In the 
complete Desmond line there is 
a dresser to meet your require- 
ment—at low cost. A typical Des- 
mond-Huntington dresser* costs | 
less than $3.00: replaceable cut- 
ter sets average .36c. Ask your 
Desmond distributor's advice. } 


The only complete line of 
grinding wheel dressers and cutters 


ain rer 





Reprints Available 


Address requests to: Reprint Editor, Industrial Distribution. Advance 
payment appreciated. If you prefer, we will bill you for orders over $3.00. 


AUTOMATIC PURCHASING SUCCEEDS 
(Oct. 1961) How a West Coast dis- 
tributor sells industry on a new way 
to cut procurement costs with stream- 
lined paperwork and drastic reduc- 
tions in plant stocks and obsolescence 
risks. Explains contract negotiations, 
ordering, shipping. billing, inventory 
planning and role of salesmen. $.25 
each. 


CreATE New Bustness—By ImprRov- 
Inc Your SELLING ON THE FIRST 
CALL, SELLING ON THE SECOND CALL 

(Sept.-Oct. 1961) Details a new 


way for the distributor salesman to 
objectively appraise and improve his 


selling tools and techniques on the 
critical first and second calls on a new 
plant in his territory. Also provides 
complete data for setting up “situa- 
tion training” in case study or role 
playing meetings. $.75 each. 


DistRIBUTION U.S.A./CHALLENGES & 
OPPORTUNITIES (May, 1961) A 
broad picture of the past, present, 
and future of the industrial distribu- 
tion field. Shows past mistakes and 
successes, present problems and pro- 
grams, and future challenges and po- 
tentials. $.75 each. 


FIFTEENTH ANNUAL SURVEY 
(March 1961) Statistical picture of 
distributor operations during 1960. 
Includes such information—by re- 
gions—as dollar sales volume, in- 
ventory levels, gross margins, turn- 
accounts receivable, number 
of invoices, number of employees, 
number of salesmen, sales per sales- 
man and per employee. Also includes 
distributor outlook and plans for 
1961. $.25 each 


over, 


ADVERTISING AND SALES PROMOTION 
SurRVEY (January 1961) This survey 
determines what distributors have 
special advertising departments, who 
to send direct mail to, average cata- 
log size and costs, the forms of ad- 
vertising, the effectiveness of these 
forms of advertising, how to update 
direct mailing lists, and what makes 
a good distributor advertising pro- 
gram. $.25 each 


STOCKLESS PURCHASING AT PLAQUE- 
MINE (| October 1960) At Dow Chemi- 
cals Plaquemine Division conven- 
tional 
been supplanted by a new idea: 
“leave distribution to distributors.” 
Plant has cut normal MRO stock 
90% , depends on supply firms to fill 


needs on the spot. $.25 each 


purchasing procedures have 


Your Propucts in INpustry (Sep- 
tember 1960) The extent, character- 
istics, and trend of seven major 
industries are presented to help dis- 
tributor salesmen and sales managers 
assess them as markets for industrial 
supplies and equipment. The seven 
major industries are: Metalworking, 
Food, Mining, Construction, Wood- 
working, Transportation, Chemicals. 


$.75 each 


CasH Bupcetinc: Key To FINANCIAL 
PLANNING (August 1960) Position 
cash budgeting is an effective man- 
agement aid. It forces planning, 
strengthens financial position, makes 
borrowing easier, and improves op- 
erations and coordination. Tells 
how monthly operations, cash flow, 
cash position, purchases, and months’ 
end position are key elements in cash 
budgeting. $.25 each 

Decisions, Decisions, DEcIsIoNs 
(June 1960) Describes how 48 dis- 
tributors took part in the new- 
est management-training technique: 
“Decision-making simulation” spon- 
sored by ID at Philadelphia’s famed 
Franklin Institute. Includes com- 
pany organization, decisions for the 
seven executive teams, and a sum- 
mary of lessons learned by each 
company. $.50 each 


New Saves TRAINING TECHNIQUE— 
(May 1960) Discusses “talking cata- 
log” sales training technique used 
by members of the Anti-Friction 
Bearing Distributors Association. 
Explains how manufacturers tape- 
record catalog information (as well 
as information on applications, prob- 
lems and new products) for distrib- 
utor salesmen to listen to while they 
study catalogs. Lists such program 
benefits as individualized instruction, 
compensation for slow learners, more 
productive sales meetings and more 
efficient problem solving. $.15 each. 


Usinc Facts For Prorit—(May 
1960) Outlines a procedure for de- 
veloping and bringing together data 
on customer, territory and product 
profitability and using this informa- 
tion in raising return on investment 
(net profit as percentage of total as- 
sets) as much as 20‘~. Explains how 
to maintain current return. Discusses 
means of analyzing and improving 
cost status as well as product, terri- 
torial and customer profit perform- 
ance. $.50 each 


DistRIBUTION IN THE 60’s—(Janu- 
ary-February 1960) 32-page analysis 
of factors such as expanding popu- 
lation and technology, which will in- 
fluence potential for industrial equip- 
ment and supplies in the 60's. 
Discusses in detail how above trends 
and problems will affect distributors 
in the 60’s and what decisions will 
have to be made. $.75 each 


A Bic ANSWER TO THE SMALL ORDER 
PrRoBLEM—(October 1959) Details 
how “local order” purchasing pro- 
ducer at Argus Cameras, Ann Arbor, 
Mich., reduces small order costs by 
eliminating some of the most costly 
functions associated with them; Dis- 
cusses distributor reaction to proce- 
dure. $.15 each 


Motivation: WHat Makes SALes- 
MEN SELL? (September 1959) Probes 
reasons why some salesmen don’t 
produce to the full extent of their 
potential; discusses meaning of moti- 
vation, defines the problems faced 
by management in motivating sales- 
men and analyzes such selling in- 
centives as contests and various 
compensation plans. $.50 each 


Pattison PircHes For GrowrTH 
Witrn “Ramac 305” (August 1959) 
Discusses planning and preparation 
involved in distributor’s installation 
of IBM “Ramac 305” data processing 
unit. Illustrates components of unit 
and explains how unit works to speed 
order processing and provide vital 
decision-making data. $.25 each 


SIMPLIFIED OPERATING STATEMENT 
METHOD FOR SALES PROFITABILITY 
ANnaALysis—(July 1959) Presents a 
simplified method for determining 
what it costs to handle any segment 
of sales—from a line of billing to an 
entire sales territory—based on the 
allocation of all operating expenses to 
a single line of billing. Includes 
step-by-step profitability analysis. 
$.25 each 


Cost AccountTinG For CusToMeR 
ProriraBiLity—(June 1959) Out- 
lines standard cost accounting pro- 
cedure developed by Gates Rubber 
Co. for determining profitability of 
all or a segment of customers. In- 
cludes a sample customer analysis 
and a “short cut” method for cal- 
culating net profit contribution of 
customers. Discusses role of cus- 
tomer P & L statement. $.75 each 
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To Help You Sell 





ARBORS—A & C Engineering Co., 
Warren, Mich.—Bulletin on hydrau- 
lic expanding arbors, chucks and 


van = 
gages. 


BUSHINGS—Acme Industrial Co., 
200 North Laflin, Chicago—Chart 
designed to expedite the ordering of 


drill jig business. 


STAINLESS STEEL—<Armco Steel 
Corp., Middletown, O.--Folder on 
how to heat treat “Armco 17-4 PH” 


stainless steel. 


CARBIDE TOOLS—The Atrax Co., 
Newington, Conn.—Brochure on 
small and _ miniature precision 


ground solid carbide tools. 


HEATERS—American-Standard _In- 
dustrial Div., American Radiator & 
Standard Sanitary Corp., Detroit 

Bulletin on centrifugal blower type 


gas-fired unit heaters. 


DRIVES-—Louis Allis Co., 427 E. 
Stewart, Milwaukee, Wisc.—Bulletin 
on motors and drives used in the 
chemical processing industries. Also: 
Bulletins on operation of “Syncro- 
range Ajusto-Spede” drives and “Syn- 
cro-range Select-A-Spede” drives. 


BEARINGS—Bronze Bearings, Inc., 
3553 Addison St., Chicago—Catalog 


on line of “Lube-align” bearings. 


DRILLS—Boice-Crane Co., 939 W. 
Centrai Ave., Toledo, O.—Catalog 
on high precision radial drills. 


INSTRUMENTS Bristol Co.., 
Waterbury, Conn.—Data Sheets on 
“670 Metagraphic” pneumatic re- 


ceiver. 


CHAINS—Chain Belt Co., Mil- 
waukee, Wisc.-—Bulletin on a self- 
lubricating roller chain. 


V ALV ES—-Cenco Instruments Corp., 
1700 W. Irving Park Road, Chicago 
Booklet on three-way high vacuum 


valve. 
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A NEW PRODUCT FOR NEW DISTRIBUTOR PROFITS! 


“TROUBLE SAVER” 
SAFETY 

ROLLING 

LADDERS 


Save on Storage! 


Here is a new, high-profit, quick-turnover sales 
builder a natural for distributor selling — 
“Trouble Saver” Steel Safety Rolling Ladders 
in convenient knocked down form: 


SAVE on freight costs: 
shipped flat in cartons only 4” high. 


SAVE on storage: 
as many as six cartoned KDF Safety Ladders 
fit in the space needed for one asembled unit. 


And new KDF Safety Ladders are designed 
with your customer in mind. Only a wrench and 
screwdriver are needed for assembly. 

Available with or without handrails in 17%” 
and 25%” widths. Heights from 19” to 90%”. 


Write for full information, prices. Dept. I-D. 


Pcs THE PATENT SCAFFOLDING CO., INC. 


Qo 38-21 - 12th Street, Long Island City 1, N. Y. 


DISTRIBUTORS WANTED 





MASTER 
FLAMELESS 
BLOW TORCH 


QUICK HEAT 
up to 1,000° F. 


applications requiring wick concentratad 
heat blast up to 1000° F, without flame. Soften, 
form, mold and patch plastics, etc. Temperature 
varied by air intake adjustment. 110-230 V. 
AC-DC motor. 3 wire plug. All 110V. models 
quipped with pter for 2-prong receptacle. 8 ft. 
heavy duty cord, intermittent duty. Other models 
available with lower temp. ranges. Most of the 
big names in industry use MASTER HEAT GUNS in 
laboratories or in production. 


Model HG 501-500°F. 115V.— $41.25 
(Others $37.25 to $62.75) 


AIR HEATER BLOWER 


For quick electrically heated air up 
to 750°. For accelerating drying 
processes or for localized heating. 
B.T.U. 3400. Air velocity 2000 FPM. 
110-230 V. AC only. 3 wire plug. All 
110V. models equipped with adapter 
for 2-prong receptacle. 8 ft. heavy duty 
cord. Continuous duty. 2” dia. x 3” 
long discharge nozzle. 


Model AH 501-500°F. 115V.— 
$55.35 
(Others $52.25 to $83.25) 


Write today—Dept. 61-L 





Waster APPLIANCE CORP., RACINE, WISCONSIN 








UMA BIG ORANGE Batu eS 


vas aa TRY IT! 


SHACKLE CHAIN HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is mode 
of high-strength steel and 
heat-treated 

SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 

SLIP HOOKS 

Available 
f hai 

a) ier We Sises Ma" 

A A 5/16", % 

8", Ye 7/16",V2"'and ¥% 
ANCHOR and CHAIN 


GRAB HOOKS 
Available 
for Chain 
Sizes 4 


Screw Pin SHACKLES 


Size stamped on every 


Forged of Hi-STRENGTH STEEL 
Available in sizes 3/16” to 2. EXTRA STRONG 
EXTRA TOUGH Self-colored or 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 


INDUSTRY 1S SOLD 
ON BELT-SAVERS 


BE SURE YOU 


HAVE THE FACTS 
GET BULLETIN 35-E 


galvanized 








SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


SPROUT-WALDRON 
= =MUNCY, PENNA. 
IN/505 

















FASTENERS—Fastener Corp., 3702 
River Road., Franklin Park, [ll.— 


Brochure on staple nailers. 


PUMPS—Jaeco Co.. Villa- 


nova, Pa.—Bulletin on line of pro- 


Pump 


portioning pumps with — enclosed 


drives and adjustment while running. 


VALVES 


pentersville, Ill. 


-Hills-McCanna Co., 


Catalog on line of 


Car- 
manually operated and pneumatic- 
ally operated ball valves. 


GRILLES—Klemp Corp., 1132 West 
Blackhawk St., Chicago—Manual on 
architectural color-finished aluminum 


grilles. 


TOOLING BALLS—Industrial Tec- 
tonics, Inc., 3684 Jackson Road, 
Ann Arbor, Mich.—Bulletin on high- 


grade stainless steel tooling balls. 


HEATER ACCESSORIES — Morrell 
1914 E. 154th St.. 
Garfield Heights, O.—Catalog on en- 


Products, Inc.. 


gineering and manufacturing of 
forged tank and boiler spuds, flanges 


and special screw machine products. 


VALVE SIZING Jordan Valve. 
6013 Wiehe Road, Cincinnati, O. 


Technical paper on valve sizing. 


O-RINGS—Parker Seal Co., 10567 
Jefferson Blvd., Culver City, Calif. 
Brochure on O-rings. 


GAUGES—Robertshaw-Fulton 
trols Co., P. O. Box 400, Knoxville. 
Tenn.—Folder on line of pressure 
Also: 


transmission systems. 


con- 


gauges. Folder on_ electric 


EYELETING — United Shoe Ma- 
chinery Corp., Shelton, Conn.—Bul- 
letin on eyeleting machines. 


RECORDER—Esterline 


strument Co., Inc., P. 


Angus In- 
O. Box 596, 
“620 
Event” recorder with “Tempen.” 


Indianapolis—Brochure — on 


GRINDING WHEELS — Simonds 
Abrasive Co., Philadelphia—Bulletin 
on vitrified bonded grinding wheels 
containing man-made rubies as the 
abrasive. 


CYLINDERS Rivett Lathe & 
Grinder, Inc., Brighton 35, Boston, 
Mass.—Folder on line of valves and 


cylinders. 


CLAMPS 
of Designatronics, Inc., 17 Matine- 
cock Ave., Port Washington, N.Y. 


Catalog on specifications and O.E.M. 


Sterling Instrument, Div. 


list prices for different types of min- 
iature instrument clamps. 


FASTENERS—Screw and Bolt Cor- 
poration of America, P. O. Box 1708, 
Pittsburgh—Folder on fastener line. 


VOTORS—The 
Co., Bristol, 
synchronous 


Superior Electric 


Conn.—Data sheet on 
motors for stepping 


duty. 


CYLINDERS — S-P Manufacturing 
Corp., 30201 Aurora Rd., Cleveland 

-Bulletin on pneumatic and hydrau- 
lic cylinder line. 


LUMINAIRES — Stonco Electric 
Co., Kenilworth, N. J. 


Catalog on weatherproof cast alum- 


Products 


inum fixtures, floodlights and lumin- 
aries. 


RUBBER HOSE 


Springfield, Mass. 


Titeflex, Inc., 
Catalog on line 
non-skive hy- 


of newly developed 


draulic rubber hose. 


MOTORS—U. S. Electrical Motors 
Inc., P. O. Box 2058 Terminal An- 
nex, Los Angeles, Calif—Manual on 


oil-lubricated motors. 


CAST ERS—Wagner Industrial Prod- 
ucts Co., Inc., 4679 North 32nd St.. 
Milwaukee, Wisc.—Catalog on line 
of institutional and industrial casters. 


RUBBER—Wilson Rubber Co., 1200 
Garfield Ave., S. W., Canton, O. 
Bulletin on disposable vinyl indus- 
trial glove. 


DUST COLLECTORS—John Wood 
Co., Florham Park, N. J.—Bulletin 


on self-contained dust collectors. 


IDLERS—Webster Mfg., Inc., Tiffin, 
O.—Bulletin on belt 
cleaning idlers. 


line of saver 
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Dates to Remember SPECIAL TOOLS FOR SPECIAL JOBS 2 








K-D 446X EXTERNAL SNAP 
Dec. 4 RING PLIERS TO RAISE 
Material Handling Institute, space PRODUCTION LINE EFFICIENCY 


drawing for MHI Great Lakes Show. 
Adjustable jaw stop permits setup to 
Dec. 4-8 easily handle one ring size over and over 
Central Supply Association, Profit Adjustable handle stop prevents overex- 
pansion of rings 

Sturdy tempered steel construction assures 
thousands of flexings without loss of precision 





Planning Institute. 


Dec. 5 Interchangeable tool steel points have reverse 
Electric Overhead Crane _ Institute, taper shanks to grip rings surely and firmly 
Annual Meeting, Carieton House, Popular size point sets come with tool—.039, 
.047, .074 in.—15°, 45° and 90° angles 
for easy insertion 

Point sizes .020, .060, .090 in. also available 


Pittsburgh, Pennsylvania. 


Dec. 13 13, P : . One more solution to a problem job in 
American Society of Agricultural En- industry by K-D Tools—the nation’s 
gineers, Winter Meeting, Palmer largest maker of quality specialty tools 
—_ a ape for professional auto re air and main- 
House, Chicago, Illinois. tenance. Watch for K-D’s solution to 
your problem! 


1962 K-f7 TOOLS / Making Hard Jobs Easy Since 1919 


Jan. 21-23 K-D MANUFACTURING COMPANY 


Southern Industrial Distributors’ Lancaster, Pa. 














Association, Annual midyear meet- 





ing, Shamrock Hotel, Houston, Texas. 


Jan. 22-25 ING, 
1962 Plant Engineering & Mainte- Choose Non 


nance Show. Convention Hall, Phila- YOUR REPLACEMENT 
delphia. 
HOSE ASSEMBLIES 


Jan. 29 and FITTINGS 
National Industrial Distributors’ . by proved perhounance 


Association, Profitability Analysis 
Seminar, Statler Hotel, Hartford, Anchor, well established for 
Conn. Seminar will be an integral Es — a eens, 2 = 
feature of the New England Indus- — placement users. Anchor’s—‘“The 
Pledge of Performance’”’ is more than 
; : a slogan, it is an actuality in field- 
ing to be held in Hartford. proven quality and long life. 

Anchor’s comprehensive line of 
Pressed-On Hydraulic Hose Assem- 
Jan. 29-30 blies, Reusable Couplings, Hose and 
Related Fittings offers a wide range 
. ‘ of styles and sizes to meet all exist- 
Inc., Annual Meeting, Statler Hotel, ing pressure demands and a choice 
of threads ... NPTF, 37° and 45° 
Flare Ends, and SAE Boss. 

Your nearest Anchor distributor 
Feb. 6-8 carries a large stock for immediate 
Be . : . delivery . . . let him advise you on 
Material Handling Institute, Early your needs. 





OF bering TOR RmANce 


trial Distributors. Inc., annual meet- 


New England Industrial Distributors, 


Hartford, Connecticut. 


Spring Meeting, Atlanta, Georgia. 


jun. 4-6 


57th Annual Triple Industrial Sup- 


ply Convention, NIDA, SIDA, ee is 
ASMMA, Waldorf-Astoria Hotel, oS gp ia a ideal 


New York City, New York. Branch Plants: Dallas, Tex., Plymouth, Mich. 
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THE TRADE CALLS 


| DYKEM - 
STEEL BLUE'@. 


$< 


Dies and 
Templates 


oN Steel Blue 
with OYE — 


epee package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. + St. Louis 6, Mo. 





“BOSS, You Seem More 
Carefree Since You 
Started Using— 
PALMETTO PACKINGS” 


PACKING IS IMPORTANT S€ 


to your customers and to you, the 
Palmetto Distributor. Popular Palmetto 
helps you create profitable repeat busi- 


ness at low selling cost! 


GREENE, TWEED 








New Lines taken on 
by Distributors 





Hanna Engineering Works appoints 
four new distributors: 
* Gordon Equipment Co. 

Fresno, California 
¢ H. E. Linney Co. 

Oakland, California 
¢ Teglen Engineering Co., Inc. 

South Pasadena, California 
¢ Tri-State Industrial Supply Co. 

El Paso, Texas 
Worthington Corp. recently named 
nine new distributors of mechanical 
power transmission equipment: 
¢ Bell Auto Parts, Inc. 

Bell, California 

Coastal Tool Co.. Inc. 

Beaumont, Texas 

Girardi Bearing Co. 

Salinas, California 

Horsford Bros. Co. 

San Francisco, California 

Ress Machine & Supply 

Lincoln, Nebraska 

Saunders Co.-Oil Equipment Div. 

Big Springs, Texas 

Top Power Equipment Co., Inc. 

Kilgore, Texas 

Valley Refrigeration Supply 

Co.. Inc. 

San Bernadino, California 

Vinson-Vendrell. Inc. 

Atlanta, Georgia 
Raybestos-Manhattan, Inc., recently 
appointed the following R/M pack- 
ing distributors: 
¢ Alan Packing & Rubber Co. 

Cleveland, Ohio 

Allied Packing & Supply Co. 

San Francisco, California 

Barclay, Ayers & Bertsch Co. 

Grand Rapids, Michigan 

Brake Supply Co., Inc. 

Evansville, Indiana 

Byrne & West, Inc. 

Union, New Jersey 

Capital City Supply Co. 

Charleston, West Virginia 

Columbia Supply Co. 

Columbia, South Carolina 

H. N. Cook Belting Co. 

San Francisco, California 


Day Equipment Corp. 


Goshen, Indiana 

Evans Pump Equipment Co. 
Long Beach, California 
Fidelity Industrial Supply 
Camden, New Jersey 

F & M Pump & Supplies Co. 
Colton, California 

F. H. Gaskins Co.. Ine. 
Norfolk, Virginia 

Kendall Industrial Supplies, Inc. 
Battle Creek, Michigan 
Kalamazoo, Michigan 

Kerr Packing & Supply Co. 
Cleveland, Ohio 

Knapp Supply Co., Inc. 
Muncie, Indiana 

Northern Industrial Supply Co. 
Glens Falls, New York 
Packing Supply Co. 

Salt Lake City, Utah 

Parker Supply Co. 

Los Angeles, California 
Seaside Supply Stores, Inc. 
San Pedro, California 
Shively Bros., Inc. 

Flint, Michigan 

Stemmerich Supply, Inc. 

St. Louis, Missouri 

West Virginia Mine Supply Co. 
Clarksburg, West Virginia 
Ralph C. Williams, Inc. 
Canton, Ohio 

Yale Rubber Mfg. Co. 
Detroit. Michigan 


Tool Engineering & Supply Co., Inc., 
Minneapolis was appointed to repre- 
sent the special products division of 


Huck Mfg. Co., in Minnesota. 


Atlantic Bearings, Cambridge, Mass.., 
was appointed a distributor of Loctite 
Sealant, by American Sealants Co. 


M-W Equipment Co., Division of 
Metalweld, Inc., was appointed exclu- 
sive franchised distributor for Silent 


Hoist & Crane Co. 


Tools & Abrasives, Inc., Milwaukee. 
was appointed stocking distributor in 
the Milwaukee, Kenosha and Racine 


areas, by Wesson Corp. 


Williams & Co. Inc., Pittsburgh, was 
appointed a distributor in five north 
central states by Wolverine Tube, 
Division of Calumet & Hecla, Inc. 
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Obituaries 





Loyal L. Nelms 


Loyal L. Nelms, 
Wessendorff, Nelms & Co., Inc. 


Loyal L. Nelms, 72, former president 
of Wessendorff, Nelms & Co., Inc., 
Houston, died October 14, 1961. 

Mr. Nelms started the firm of Wes- 
sendorff, Nelms & Co., along with 
T. B. Wessendorff and Ed Brazelton. 
The original firm name was Brazel- 
ton, Wessendorff, Nelms & Co. 

The firm started business in auto- 
motive parts and accessories. Grad- 
ually it leaned toward machinery, 
tools and shop equipment and has 
maintained this pattern to date. 

Mr. Nelms served as the company 
president until 1956, then he became 
chairman of the board and was suc- 
ceeded as president by his son Tom. 

Mr. Nelms was living in retirement 
with Mrs. Nelms in Wimberley, Texas 
at the time of his death. 

In the 38 years Mr. & Mrs. Nelms 
lived in Houston, he was one of the 
founders of St. Luke’s Methodist 
Church. He was also first chairman 
of the board of stewards of St. Luke’s, 
active in the City Mission Planning 
Board of Methodist churches, helped 
found several churches, and was in- 
strumental in a campaign to finance a 
Methodist hospital. 

Other survivors are his wife, Mrs. 
Exa McClure Nelms: two daughters, 
Mrs. Myers Curtis and Mrs. James 
Winfrey: one brother Dwight Nelms; 
three sisters, Mrs. Ralph Mayes, Mrs. 
Helen Holloman, Mrs. Mina Lou 


Salyers and nine grandchildren. 
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when you sell the best hose and duct 


for dust collection, fume control, 
air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 1%" to 36” i.d. 


Easy to install — no preliminary 
layouts or special tools required. 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 


Dept. ID 


100 PARK AVE., N.Y. 17, N.Y, 








FIVE MODELS — to choose 
from with and without adjustable 
features. Write for descriptive 
folder and prices. 


lan 
A 
T 


ME:AL PRODUCTS e 


GER All- Purpose 
TOOLS 


Adjust to required 
height and correct 
backrest posture 


Adjustable seat and backrest 
enable employes to position 
seating to their own individual 
requirements — provide the 
seating comfort necessary for 
reater benchwork efficiency. 
Strongly constructed of elec- 
tronically seam-welded steel 
tubing, firmly braced for solid 
rigidity. Self-leveling feet as- 
sure full floor contact. Large die- 
formed seat has recessed Ma- 
sonite panel tor added comfort. 


Constructed for Life-Long 
Durability — 

© 18-Gauge 7%” 0.d. 
tubular stee! legs. 

@ Heavy-Gauge 
tubular ring cross 
brace. 


@ 14” Steel seat — 
recessed Masonite 
panel. 


© Fully curled safety 
seat edge 


18, 3 


GREEN BAY @ WISCONSIN 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





Our Eastern operative, Johnny 
Ora, visited the home of Carl Meister. 
assistant to the president, Maddock & 
Co., Bala Pa., 

amazed to 
that 


Meister’s latest 


Cynwyd, and was 


learn 


avocation was 





raising or- 
chids. H ow 
come? Oh, 


has a 

















Carl 
friend who is in the orchid-raising 
business and, with the help of his 
friend’s know-how, and a few plants, 
there he was. Now his greenhouse 
is full of the precious plants. He 
has also tried his hand at gardenias. 
Also, a poinsetta which he started is 
now growing at such a rate it threat- 
ens to go through the roof of the 
Stick to the 
Carl; easier to handle. 


greenhouse. orchid, 


In addition to managing the 
Tacoma, Wash., branch of the Camp- 
bell Industrial Supply Co. of Seattle, 
young Ray Renz is chairman of the 
Committee on Water Resources of the 
Tacoma Chamber of Commerce In- 
Although there’s 


plenty of water around, Renz’s com- 


dustrial Bureau. 


mittee wants to keep it that way. 


That was a self-satisfied smile 
George Hartley of GE’s Metallurgical 
Products Dept., wore in the picture 
which appeared in a Business Week 
The reason: a boom- 
Why 


interested in a 


story recently. 
ing ball-point market. 


should 


burgeoning 


pen 
George be 
ball 


Metallurgical 


point market? 


Simple, Products is 
making carbide balls for ball point 
pens and the Carboloy balls are catch- 
ing on. Roughly some 762 million ball 
point pens were sold in 1960 and the 
prospects for the future are brighter 


than ever. Keep smiling, George. 


first 
score more than 2,000 points in the 
National Basketball 


selling industrial valves in California. 


George Yardley, player to 


Association, is 
George, who retired from _ pro 
basketball in 1959, is back with the 
newly formed Jets of the new Ameri- 
can Basketball League. He is a gradu- 
ate of Stanford, where he earned an 
engineering degree. He was origi- 
nally with the Fort Wayne Pistons 
who moved to Detroit. He last played 
in the National Basketball 
tion with the Syracuse Nationals. 


Associa- 


Our heart bleeds for the poor cor- 
respondent who reported George 
Wilkinson of George D. Wilkinson 
Co., as having, in his talk at the 
recent ASMMA-sponsored industrial 
Distribution Conference in Cleveland, 
distributors of “lack of 
That ain’t the way we 
heard it. See “Distributors Must 
Make Money” (Nov. 1961) for what 


George really said. 


accused 


breeding.” 


Recently Leon Watkins, Watkins 
Inc., Wichita, Kansas, showed up at 


the office wearing a name card read- 





“The man we select for our sales 
manager must be intelligent, loyal, 
resourceful and sneaky.” 











A colleague remarked, 


ing “OX5.” 


“Say, I knew were built solid 


like an ox but I didn’t know they 


you 


gave out ratings on it.” “Man”, com- 
mented Leon, “you young pups are 
hysterical but not historical,” and 
then patiently explained that “OX5” 
was the name of a famous Curtis air- 
plane engine which was used to 
power many planes in the twenties 
When pilots of that 
generation organized a club later, 
they decided “OX5” was a natural 
monicker. Leon learned to fly in 


1933 and “OX5” 


which, at the time of the above inci- 


and thirties. 


is a member of 


dent, was holding a national reunion 
in Wichita. When asked if the pilots 
talked about how hard it was to hit 
the runways in those days, Leon 
replied, “No, boy, we never heard of 
a runway in them thar days. Grass, 
that’s what we hit.” 


Another Yuletide has rolled around 
and we wish a Merry Christmas and 
The 


a better 


a Prosperous New Year to all. 
economic outlook is for 
Christmas 
next year; the 
interna- 
tional situ- 
ation is some- 
thing less than 
but. 
have fun any- 


By the 


inform 


inviting 


way, were sorry we 
who 
look for something unusual in the 
way of gifts that a New York bird 
and animal dealer offered some un- 


way. 


couldn’t those readers 


usual bargains in a “special fall 
clearance sale”. Featured were three 
chimpanzees (marked down from 
$850 apiece to $650). They’re sup- 
posed to be “excellent for housekeep- 
ing” as “they dust, sweep and mop”. 
Just the thing to keep down that 


pilferage. Jj. A. W. 
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There’s a nice change waiting for any of your cus- 
tomers who haven't standardized on Nicholson or Black 
Diamond files...and there’s more than a nice piece 
of change for your profit column when you merchandise 
your “Blue Chip” file line regularly. 


Simply open every sales call with your Nicholson or 


nel 
Black Diamond file line. You can remind your customers 
that you carry a full line of files—thousands of them in 
fact—and every single one is the finest that money can 
buy...and not too much money, at that. 


You'll profit by it and so will your customers. On every 
sales call, sell Nicholson or Black Diamond files first. 


e Bli¢ 7, es Nicholson File Company, Providence 1, R. |. * Files * Rotary Burs » Hacksaw 
gy ik Last) me) and Band Saw Blades + Hole Saws «+ Ground Flat Stock + Industrial Hammers 








Think Delivery... 











HOLO-KROME’S SAME-DAY SERVICE ON THERMO-FORGED* SOCKET SCREWS 
PREVENTS DOWNTIME ON YOUR CUSTOMERS’ PRODUCTION LINE 


Downtime costs profit dollars. . 
time delivery is so important to your customers. 
And that’s why Holo-Krome’s famous Same-Day 
Service is one of your strongest sales features. 
Make sure your customers know that packaged 
goods are shipped the same day the order comes in 
most specials in four weeks or less 


g & tie 
2 %& 


bh of The Holo-Krome Screw Cornorctio 


. that’s why on- 


Think delivery . . . Sell the Same-Day Service your 
customers get with top quality THERMO-FORGED 
socket screws. And if you’re not now a Holo-Krome 
distributor, write and see if there’s a franchise open 
in your territory. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


THE HOLO. KROME ‘SCREW CORPORATION . HARTFORC 10, CONN 








